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Underwriting Profit Calls for 
Stability in Advancement 


“ANNUAL MEETING IS HELD 


Underwriting Loss of 1.5% for 
1958; Five Year Period Produced 
Loss of Seven Tenths of 1% 


The narrow margin of underwriting 
profit under which the property insur- 
ance business operates intensifies the 
need for stability and adherence to 
sound principles, President Harry W. 
Miller of the National Board of Fire 
Underwriters stressed in his report to 
the 93rd annual meeting of the board 
yesterday in the grand ballroom of the 
Hotel Biltmore in New York City. He 
stated that in reference to such prin- 
ciples, “I wish to be clearly understood 
that this does not indicate in any way 
"a reluctance to advance. We are not 
content to remain stationary.” 

Mr. Miller’s address was read_ by 
Lester S. Harvey, secretary of NBFU 
and president of New Hampshire Fire 
in absence of Mr. Miller who is in 
Europe. aie 
“We will advance and our aim is to 
assure that the advance is sound and in 
the interest of the public, otherwise it 
would be a false promise and one which 
would do not credit to this great institu- 
tion upon which the very fabric of our 
economic life is dependent.” 






































Underwriting Results 





Discussing underwriting results before 
a large audience of top executives of 
multiple line insurance companies Presi- 
dent Miller, who is also general U. S. 
attorney of Commercial Union Group, 
stated 

“The narrow margin of underwriting 
profit permitted the insurance business 
requires a conservative yet progressive 
approach to meeting the needs of the 
' buyer of insurance. The underwriting 
results during the last five years have 
reflected the effects of the various 
economic factors which to some _ busi- 
nesses spell high earnings and ‘good 
times, but to the insurer, spell un- 
satisfactory underwriting results. Steps 
taken by the underwriter to offset these 
influences have begun to show improve- 
» ment in the the experience of the prop- 
a erty insurance companies. 

“Although the past year has seen 
» tecords broken by the fire losses meas- 
| ured in the dollar amount of such losses, 
_ the rising trend in the ratio of losses 
' incurred to premiums earned in 1958 was 
: (Continued on Page 26) 
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JEFFERSON INSURANCE COMPANY 
OF NEW YORK 


135 WILLIAM STREET - NEW YORK 38, N. Y. 
BEekman 3-6122 


FIRE 


OCEAN MARINE INLAND MARINE 


Represented by 
Outstanding General Agencies in Over 20 States 




















Congratulations Bs. 
the 


BERNARD BERGEN 
Agency 


ON ITS MOVE TO NEW, EXPANDED QUARTERS 
OCCUPYING ENTIRE FOURTH FLOOR AT 


ONE LIBERTY STREET 


New York 5, N. Y., Digby 4-4050 : 
The continued growth of your general agency has been a source of pride and 
satisfaction and your leadership a model for general agency operations. Our 
praise to all the members of the agency staff for helping to maintain your 
position as the leading agency of the Company for eight consecutive years. 

A cordial invitation is extended to the many friends of the Agency to visit 
the beautiful offices in downtown Manhattan which are equipped with un- 
excelled facilities for complete service. Berney Bergen’s knowledge of the 
business is legend and his thoroughness in individual treatment and satisfying 
results is his operating theme. 


A visit could mean a worthwhile investment, so drop in and expose yourself 
to the congenial atmosphere of the top agency of Mutual Trust Life Insurance 
Company. 


BERNARD KOOPER, Brokerage Supervisor 


MUTUAL TRUST LIFE INSURANCE CO. 


CHICAGO, ILLINOIS 


GERARD SHAW, Supervisor 
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Adherence To Sound New York Life Names 
Principles Needed < C.J. Myers Chairman; 
Miller Tells NBFU i » Is Also President 
President Says Narrow Margin of # | } Succeeds in First Post D. C. 


Josephs Who Remains a 
Director of Company 


2 OTHER ANNOUNCEMENTS 


The Executive Vice Presidents 
Dowell and Paynter Given 
Larger Responsibilities 











Clarence J. Myers, president of New 
York Life, was named chairman as well 
as president at the directors meeting on 
May 20. He was elected to both posts 
following the retirement in 
with the company’s retirement program 
of Devereux C. Josephs as chairman. 
Mr. Josephs continues as 
the company. He will 
give more time in the 
service where he 
nation’s most distinguished 

At the same time the company an- 
nounced the election of Dudley Dowell 
as chairman of the executive committee 
and Richard K. Paynter, Jr., 
man of the finance committee. Both are 


accordance 


a director of 
also be able to 
arena of public 
has been one of the 
figures. 


as chair 


executive vice presidents of the company 
and they will continue 
capacity. 


Also President of LIAA 


to serve in that 


Born in Kingston, N. Y., Mr. Myers 
received his early education there and 
in Poughkeepsie. He attended Colgate 


University from which he was graduated 
in 1920. He completed special courses 
at Harvard Graduate School of Business 
Administration in 1922. 

Mr. Myers has had a long experience 
in committee work for the industry 
associations. With Life Insurance Asso- 
ciation of America of which he is now 
president he was for three years on the 
All-Industry Health Insurance Coopera- 
tive committee; on exploratory com- 
mittee on health insurance; joint com- 
mittee on Government Taxation of Life 
Insurance; committee on personnel; 
organization and compensation, and co 
ordination of companies committees. 

Mr. Myers is president of Commerce 
and Industry Association of New York 
and of Insurance Society of New York. 
He is a director of National Industrial 
Conference Board. 


“Human Relations” Background 


When elected president of New York 
Life in 1954 Mr. Myers set something of 
a precendent not only for his company 
but for the entire life insurance business, 
That is, he wasn’t an actuary, investment 
man, lawyer, financier or salesman— 
backgrounds which historically led to 
the top posts in so many large insurance 
concerns. 

Background of Mr. Myers was that it 
had been almost primarily in “human 
relations” or management. This par- 
ticular experience is somewhat difficult 
(Continued on Page 8) 
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Both That System and Compulsory Insurance Are Owned and Operated by Government; 


What I Observed as a Member of U. S. A. Study Commission 


Which Visited Soviet Union 


By Rosert J. Myers 


Chief Actuary, Department of Health, Education and Welfare, 
Social Security Administration 


It is rather well known that the Soviet 
Union has an extensive compulsory social 
insurance system, especially since Article 
120 of the Soviet Constitution makes a 
clear statement of this as being one of 
the objectives of the country. On the 
other hand, it is not nearly so well known 
that there is a quite extensive system 
of what might be called “private insur- 
ance” in the sense that the administrative 
organization is very similar to insurance 


companies in other countries and that 


much of this insurance is sold individ- 
ually on a voluntary basis. 

As might be expected, this “private in- 
surance” organization is completely 


owned and operated by the Government. 
The name of the organization (com- 
pany) i s “Gosstrakh.” This stands for 
eat insurance” and it is a con- 
stituent agency of the Ministry of 
Finance of the USSR. On my trip to 
Soviet Union in August and September, 
1958, as one of a 5-member team to 
study the Soviet social security system 
(under the auspices of the East-West 
Cultural Exchange program), I was able 
to make a brief study of this organiza- 
tion. I received considerable informative 
literature and had a conference with Mr. 
Drozdkov, Deputy Chief of State Board 
of Ministry of Finance. 

This meeting was made possible 
through the courtesy of Mrs. N. A. 
Muravyova, Minister of Social Security 
of the Russian Republic, who was our 
host during our visit in the Soviet Union 
and who provided us with opportunities 
to study not only the social security 
system, but also related matters that 
affect the social and economic life of 
the population. 


State Insurance Text Book 


There was given to me a very well 
printed book, “State Insurance In the 
USSR” by F. Konshin, a textbook ap- 
proved for the use of financial and 
economic institutes throughout the 
USSR. Published in 1953 it is a revised 
edition of the original textbook pub- 
lished in 1949, 

This book is as extensive as it sounds, 
going into all forms of insurance that 
Gosstrakh handles—both as to the actual 
Practices and as to the mathematical 
theory behind the computation of life 
insurance premiums. 

The first chapter is particularly inter- 
esting in its attempt to point out the 
different role of i insurance and insurance 
organizations in socialist and capitalist 
economies. This attempt, it seems to me, 
is not completely successful because the 
operation of Gosstrakh differs little from 
that of any other insurance or ganization 
throughout the world. In brief, the gist 
of the argument is as follows: “Insurance 
in capitalist countries is primarily for 


the sake of the profits of the organizers 
of the insuring organization. In socialist 
countries, not only is this factor not 
present, but by establishing proper in- 
surance rate differentials and by invest- 
ing the assets of the organization under 
Government control, the growth of the 
economy will be stimulated.” It almost 
goes without saying that the latter two 
purposes are accomplished in capitalist 
countries, on the one hand by experi- 
ence rating and dividends and, on the 
other hand, by the normal investment 
procedure, which naturally results in the 
growth of the economy. At any rate, 
I found it extremely difficult to follow 
the argument as to the great differences 
between the theory of insurance as it is 
administered by Gosstrakh in the USSR 
and the theory of insurance as adminis- 
tered by various companies in other 
countries. 


General Operations of Gosstrakh 


The Gosstrakh handles a wide variety 
of types of insurance—casualty, fire, and 
life. There is another insurance organi- 

zation, with offices outside of the Soviet 
Union, operating in the field of marine 
insurance. 

Most of my inquiries were in regard 


to life insurance, but I did learn that 
Gosstrakh insures the property of the 
collective farms (on which live about 
40% of the total population) in regard 
to such items as buildings, live stock, 
crops, foodstores, tractors, and other 
farm equipment. The same type of 
insurance is also available for indi- 
viduals in connection with furniture 


and any building they happen to own. In 
all instances, buildings owned privately 
(including those of collective farms) are 


compulsorily insured. The insurance is 
non-participating, and any profits are 
turned over to the Government. 

No automobile liability insurance is 
sold because of the availability of social 
security benefits and because of the ap- 
parently desired restrictive control 
through having the individual driver held 
personally responsible from both a civil 
and criminal standpoint if the accident 
is his fault, 


Individual L. and A. Insurance 


A rather wide variety of individual 
policies are sold by Gosstrakh through 
an agency system. These policies have 
the same general form as those in other 
countries although in certain respects 
the provisions are somewhat different. 
This type of insurance is termed “per- 
sonal insurance” and consists of three 
subdivisions: life insurance, accident in- 
surance, and so-called mixed insurance, 
combining life and accident insurance. 
The benefits of these insurance policies 
are paid in addition to any social security 
bensies that may be available. 


Policy Provisions of Mixed Insurance 


The most popular form, mixed insur- 
ance, is in essence endowment insurance, 
with accidental disability features. The 
ages at issue are 16 to 60, with terms 
of 5, 10, 15, and 20 years (most of the 
issues are for 5 or 10 years). Policies 
are issued in units of 1000r., generally on 
an annual premium basis. (A rouble is 
worth 10 cents according to the tourist 
rate of exchange, which is a reasonable 
standard). The minimum face amount is 
1000r. (although 3000r. is the practical 
minimum), and about 100,000r. is the 
practical maximum. Policies of 5000r. or 





Gosstrakh Annual Premium Rates for Endowment Policies 
With Accidental Disability Features, and Comparison With 
U. S. Rates—on Basis of 1,000 Units of Face Amount 











Endowment Age at Issue 
Period 16 50 60 
Gosstrakh Rates 
5 years 209 .04 210.00 213.00 218.04 
10 years 95.04 96 .00 104 .O4 116.04 
15 years 00 60 .96 72.00 86 04 
20 years 42.96 kh Ok 57.96 71.04 
U. S. Rates 
10 years 99.10 99.47 105.04 108.52 
15 years 62.64 62.87 69.59 74.56 
20 years 45.07 45.77 53.97 61.85 
Gosstrakh Rates as Percent of U. S. Rates 
10 years 96% 91% 99% 107% 
15 years 96 97 103 115 
20 years 95 96 107 115 











MYERS 


ROBERT J. 


less are issued on either a medical or 
non-medical basis, with the choice being 
up to the policyholder. Under the non- 
medical basis, payment for death in the 
first policy year is made only when it is 
due to accident or infectious disease. 
The face amount of the policy is pay- 
able upon (1) death, (2) permanent and 
total disability because of an accident, 
(3) at the end of the term. If the 
policyholder is permanently partially dis- 
abled because of an accident, part of the 
face amount is payable immediately— 
namely, the same proportion as the per- 
centage of disability (not counting dis- 
abilities of less than 30%). In such 
cases, the insurance stays in force for 
the remainder of the face amount, with 
full premium waived if the policyholder 
is at least 50% disabled and with 50% 
of the premium waived if disability is 
30-49%. Disability is determined by Goss- 
trakh within one year of the accident. 


Premiums, Non-forfeiture, Loans 


Premiums are on an annual basis but 
may be paid monthly, quarterly, or semi- 
annually with no additional charge, so 
that most policyholders pay monthly. 
Any unpaid premiums for the year of 
death or other maturity are deducted 
from the policy proceeds. : 

The policies contain a 2-year incon- 
testable provision and various non-for- 
feiture options. No non- forfeiture values 
are available for 5-year policies that are 
less than 1 year old and for policies of 
longer term that are less than 2 years 
old. After that, reduced paid-up insur- 
ance or cash surrender values are avail- 
able. For example, the cash surrender 
value for a 10-year policy after 2 years 
of premiums have been paid is about 
20% of the face amount, while after 3 
years, it is about 30%, etc. 

Loans are available after policies have 
been in force for 3 years (except on 
policies where the premium has been 
waived because of disability due to acci- 
dent or where the policy is on the re- 
duced paid-up non-forfeiture basis). The 
policy loan can be up to 75% of the 
cash value and carries an interest rate 
of 4% per year payable at the end of 
the period of the loan (the interest basis 
of the premiums and reserves is 3%). 
Loans can be repaid in part or in full 
before the end of the specified period 
for which they are taken. 


Policy Provisions of Accident Insurance 


Accident insurance policies covering a 
specified list of accidents are sold for 
periods of 1 to 5 years (mostly, on a 
l-year renewable basis). The ages at 


issue are 16 to 70, and the policies are 
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issued on a non-medical basis; quite 
‘naturally there is a complete exclusion 
in regard ‘to policies to 
social security pensioners who are per- 
manently and totally disabled. The annual 
premium rate varies from 24%r. to 12r. 
per 1000r. of face amount, depending 
upon occupation. The minimum annual 
premium rate of 2%r. is paid by clerical 
and non-production workers. A 5r. 
is charged for workers in mechanical 
and woodworking establishments, textile 
factories, farms, etc. An 8r. 
charged for electricians, chauffeurs, and 
railroad engineers, while the maximum 
12r. rate is payable by miners. The pre- 
miums are payable annually in advance, 
although a lump-sum advance premium 
payment for 3 to 5 year 
allowed, with a 5 to 10% discount. 


issuing 


rate 


rate is 


contracts is 


The face amount is payable upon per- 
manent and total disability or upon 
death. Where permanent disability oc- 


curs, the payment is in proportion to the 
degree of disability (minimum of 5%). 
In both this form and mixed insurance, 
it appears that, under certain circum- 
stances, for death following an accident 
for which there has been a partial pay- 
ment the full face amount is nonetheless 
payable as a death benefit. 


Provisions of Life Insurance 


This form was stated to be 
popular. 


not very 
It apparently consists of various 
forms; including, the most popular 
ones, whole-life insurance and 10 or 15 
payment life insurance. A recent devel- 
opment to provide survivor protection 
has been to have riders to policies issued 
on a medical basis. The rider provides 
that 50% of the face amount of the 
basic policy be paid at death and the 
remaining 50% be paid at the end of 
the insurance term (say, 10 or 20 years 
from date of issue), with an annual 
annuity of 10% of the face amount being 
paid during the intervening period. The 
additional annual premium for the rider 
varies from 1 to 19r. per 1000r. of in- 
surance, depending upon the age of the 
insured person and the term of the 
policy. It will, of course, be noted that 
part of the cost of the survivor annuity 
of 10% of the face amount annually is 
met by the interest earned on the 50% 
of the face amount that is withheld until 
the end of the original period of in- 
surance, 


as 


Sales Procedures 

The policies are sold and serviced by 
an agency force of about 40,000 operating 
in the cities and towns, each one having 
an exclusive geographical territory. The 
agents are remunerated on a commission 
basis varying from 6 to 20% depending 
on the type of insurance (and apparently 
not dependent upon whether the parti- 
cular premiums are first year or renewal). 
In the rural areas, the business is sold by 
salaried employes. Except in the largest 


cities, the agents usually operate on a 
part- time basis. The earnings of full- 
time agents were stated to average 
1200r. per month. (somewhat higher in 


the large cities), which is relatively good 
pay in the Soviet Union, being at least 
50% higher than the average wage of 
all industrial and commercial workers. 
If an agent happens to obtain a very 
high commission income from his parti- 
cular geographic district, this area is 
divided, with another agent or agents 
being brought in. 

The earnings of agents 
by the social security [pension] system 
(with Gosstrakh contributing 4.4% as 
the social security contribution), 

Gosstrakh is reported to employ 17 
actuaries, who are engaged in the valua- 
tion and analysis of the business. Two 
of these actuaries are in the central 
office, while there is one in each of the 
15 Republics. Annual reports of the 
operations of Gosstrakh in each Republic 
are prepared but are not published and, 
although requested, were not made avail- 
able to me. 


are covered 


Gosstrakh Self Supporting 


Gosstrakh was stated to be completely 
self-supporting, poth as to benefit costs 

















Robert J. Myers 


Judging by the number and_import- 
ance of his assignments since 1934 when 
he took over actuarial duties in Wash- 
ington, Robert J. Myers, chief actuary 
of the Social Security Administration 
of the Department of Health, Educa- 
tion and Welfare, has been and is one 
of the busiest actuaries in the world. 
Many of his connections have been in 
Washington. 

A graduate of Lehigh University and 
University of Iowa, the began as a re- 
search assistant and mathematics in- 
structor in western colleges. He began 
his long list of Washington actuarial 
assignments with the following commit- 
tees. Economic Security, Railroad Retire- 
ment Board, Social Security Board, So- 
cial Security Administration. He became 


chief actuary of the latter in 1947. He 
went into the Army in 1945 in the 
Office of the Surgeon General, major 


duties being tabulation and analysis of 
current medical statistics. Next, he was 
assigned an actuarial post as consultant 
to the House interstate and _for- 
eign commerce committee of the 79th 
and 90th Congress with regard to rail- 
road retirement legislation. He was 
actuarial consultant to United States 
Supreme Court and to Federal judiciary 
in regard to contributory widow’s an- 
nuity system. 

Simply to enumerate all the actuarial 
positions that Mr. Myer has had would 
take a couple of columns. For instance, 
in 1949 he prepared an actuarial report 
on establishing a benefit system for 
motor transportation industry in Puerto 
Rico. He did work for the Japanese 
Government; for Israel; ‘for the Inter- 
national Labor Organization attending 
meetings in Switzerland and New Zea- 
land. He has filled a number of im- 
portant posts for studies outside of the 
Governments, such as some relating to 
pension research. 








and administrative expenses. The pre- 
miums are based on a rather antiquated 
mortality table (a population table for 
urban males in 1926-27) and on 3% 
interest (the exact rate earned on the 
invested assets, which are merely de- 
posited with the Government). Depend- 
ing upon the loading factors, there could 
be considerable profits. I was told, how- 
ever, that the profits (which are turned 
over to the State) are intended to be 
relatively small. In view of this, and 
Jas] since mortality has improved so 
much in the last few years, it is expected 
that there will be [greatly, they expect 
to have] considerably lower premium 
rates for life insurance in the future. 
In general, the agents collect the pre- 


monthly on a_ house-to-house 
basis, but the policies do not provide 
that this be done. In fact, Gosstrakh 
is not obliged to notify the policyholder 
when premiums are due so that it is 
really up to him to keep the policy in 
force. There are certain other restrictive 
provisions that are rather surprising in 
view of procedure in other countries. 
For example, no payment at all under 
the policy (including the cash or re- 
serve value) is made when a crime is 
involved or in case of suicide (regard- 
less of how long it occurs after date of 
issue). Furthermore, if no claim is made 
for the endowment or death proceeds 
within 2 years, payment is forfeited. 

Gosstrakh does a considerable amount 
of advertising through pamphlets and 
brochures; for example, there is an ex- 
tensive 31- -page question-and-answer 
booklet, and there are several attractive 
multi-colored leaflets giving premium 
rates and general policy provision. Sev- 
eral interesting advertising slogans ap- 
pear in this literature, namely: “Personal 
insurance strengthens the welfare of the 
workers” and “Insurance against acci- 
dents is particularly of great importance 
for collective farm workers who are 
ineligible for State social insurance.” The 
latter statement is particularly interest- 
ing in clearly indicating the recognition 
that their social security pension system 
does not cover the 40% of the labor 
force that is on the collective farms! 
We also saw advertising of Gosstrakh 
in an illustrated sign in Leningrad. 


miums 


Analysis of Premium Rates 


The premium rates for so-called mixed 
insurance vary relatively little with age 
at issue because this form is essentially 
short-term endowment with certain acci- 
dental disability features, but, of course, 
they vary considerably with the term of 
the endowment. The rates for’ several 
combinations of age at issue and term 


of insurance are shown in the table 
on Page 3 and are compared with 
the non-participating rates per $1,000 of 


insurance of a large U. S. company for 
a $10,000 policy for a male insured in- 
cluding waiver of premium if disability 
occurs before age 60 and double indem- 
nity. It is recognized that there is not 
complete comparability between our 
policies and the Soviet ones. In some 
respects the coverage of our policies is 
broader (e.g., disability premium waiver 


in case of disability due to disease, as 
well as accident, and twice the face 
amount for accidental death) and, in 


other ways less broad (not having lump- 
sum benefits payable upon full or partial 
disability due to an accident). In general, 
the United States premium rates are 
slightly higher at the younger ages and 
vice versa at the older ages. 
Gosstrakh also quotes rates for single 
premium endowments (with their usual 
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accidental disability benefits) [issued at 
age 45], which are as follows for a 1000f, 
face amount issued at age 45: 10 years— 
865r; 15 years—753r.; and 20 years— 
660r.. Corresponding rates for the United 
States, without double indemnity, 


are | 
$825, $722, and $640; these, of course, do 


not provide for any accidental disabil lity @ 








benefits as do the Grosstrakh policies so” 


this explains, at least in part, the lower 
cost. 


Actual Operating Data 


As was the case generally in regard 


to statistics in the Soviet Union, it was 


very difficult to obtain any detailed data 


about the operations of Gosstrakh. 
quiring about the total amount of insur- 
ance in force, I was told that this figure 
could not be given. The information was 
furnished, however, that about. 10 million 
persons were insured and, at a later 


In- @ 


time, that the average policy was about | 


5000r. for mixed insurance, 10,000r, for 
accident insurance, and 7500r. for pure 
life insurance. Although I could not 
obtain any indication of the distribution 
of the insured between these three sub- 
divisions, I was led to believe that the 
mixed insurance was by far the most 
popular. Accordingly, I surmised that 
the total amount of insurance in force 
was perhaps about 60 billion roubles 
Gacluding the face amounts of accident 
insurance as “insurance in force”). The 


officials with whom I was conferring © 


neither confirmed nor denied my actua- 
rial calculation! 


insured by Gosstrakh. 


Another source stated 7 
that in 1956, there were 6 million persons © 
If this and the | 


a 


SEE PE RIT 


Mee 


— 


pervious statements are correct, a very 3 


significant growth in the number of per- 
sons insured during 1956-58 is indicated. 





Special Libraries Ass’n 
To Meet at Atlantic City 


Insurance librarians from more than 
50 life, fire and casualty insurance com- 
panies and associations will attend the 
50th annual convention of the Special 
Libraries Association to be held at the 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, from ‘May 31 to June 4. They will 
participate in the general sessions with 
librarians from other business and indus- 
trial groups and in addition will hold 
their own scheduled meetings on insur- 
ance library matters. 

Governor Robert A. Meyner of New 
Jersey will speak at the opening session 
of the anniversary convention at which 
over 2,000 members of the Special 
Libraries Association are expected to 
be in attendance. The first meeting of 
the Association was held 50 years ago at 
Bretton Woods, N. H. 

Arthur C. Daniels, vice president and 
secretary of the Institute of Life In- 
surance, will be a guest panelist at the 
association’s general session on June 3. 
He will discuss management’s viewpoints 
on the role of the special librarian in an 
organization, in line with the panel, topic, 
“Planning—A prelude to Progress.” 

At the librarians’ insurance division 
luncheon on June 3, James R. Williams, 
vice president of the Health Insurance 
Institute will be the principal speaker. 


The topic of his address will be “Cata- 
loging Health Insurance.” 
“Meeting the Challenge: Analyzing 


Our Needs and Planning the Future” will 
be the subject of the insurance division’s 
annual round table discussion. Co- 
chairmen of the round table will be 
William Mortimer, Life Insurance Agen- 
cy Management Association and Sherry 
Taylor, Prudential (western home office). 

Insurance division chairman of the 
Special Libararies Association is Miriam 
Fitts, librarian, National Life of Ver- 
mont; vice-chairman is Marian Lechner, 
Connecticut General; and secretary, Wil- 
9 Neuling, Employees Mutual, Wausau, 
Vis. 





GREAT-WEST SUPERVISOR 


Great-West Life has announced the 
appointment of a new supervisor. A. P. 
Perkins has been named supervisor of 
the company’s Kalamazoo, Michigan of- 
fice. In his new capacity he will be 
associated with Branch Manager C. B. 
Devol, Jr.. CLU, of Grand Rapids. 
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sutson Merge Sadler Hayes Agency 
a With That of Carr Purser 
“United The Sadler Hayes, general agency of 


ity, are) Penn Mutual Life, 41 East Forty-second 








urse, do | Street, has been consolidated with the 
isability | Penn Mutual general agency of Carr 
licies so” : 
e lower Purser, which recently opened larger 
offices in the new building at 355 Lexing- 
ton Avenue, New York. 
y Mr. Hayes’ agents and staff personnel 
ed moved into the Purser agency on Mon- 
ed dat _ day where one of the agency visitors 
ch. In-— was Malcolm Adam, president of Penn 
f insur- | Mutual. 


s figure | 





Both Mr. Purser and Mr. Hayes are 





ion was | : 

million natives of North Carolina and attended 
a later! University of North Carolina at Chapel 
s about) Hill. Mr. Hayes quit college at 20 to 
Or. for § enter business. He became an agent of 
rr pure ‘ 

Id not» Travelers, later took courses in the home 
ibution office, was transferred to New York 
2e sub- where his first work was handling con- 
lat the ervation for the old Johnston & Collins 
> most . 

d that) agency. Later he went with the Carr 
. force | Purser agency of Penn Mutual here. For 
roubles | 15 years he has been a qualifying mem- 
ccident ber of MDRT, became one of its most 
). The § popular members. In 1954 he opened a 
ferring § Penn Mutual general agency of his own 
actua- é here from scratch. 

stated | In a talk with The Eastern Under- 
ersons : writer Mr. Hayes said this week: “In 
1d the © 
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SADLER HAYES 


relinquishing duties of a general agent 
I will be able to concentrate more on 
recruiting and on personal production for 
both of which I have a particular flair. 
And I am glad I have been given the 
opportunity for this closer business rela- 
tionship with Carr Purser again.” 

















HALL OF HONOR 


Selected for pre-eminence in all phases of career life 
underwriting, J. M. Howell of the Denver agency 
has been a company associate since 1930. Long a 
leader in his community, his career of life under- 
writing has been equally distinguished. 





_ CONGRATULATIONS 


Elect A. P. Chester 

Alden P, Chester of Kokomo 
elected vice president and chairman of 
the new business committee at a meet- 
ing of American United Life directors 
in Indianapolis. Mr. Chester, 
board chairman of Vulcan Hart Corpora- 
tion, Louisville, Ky., and director of First 
National Bank of Kokomo, has been a 
member of the American United board 
five years and chairman of the new busi- 
ness committee since early 1958. 

The company reported over $105,000,- 
000 in sales for the first four months this 
year, 19% ahead of the same period in 
1958. 

Plans were completed for an American 
United sales convention at Indianapolis 
and French Lick in August. Top sales- 
men throughout the nation who are mem- 
bers of the President’s Club will be 
guests at the Marott Hotel and the home 


office August 13-16, then spend a week 
at French Lick. Agents who qualify for 
the Leaders’ Club will be in Indianapolis 
August 16-19 and spend the balance of 
the week at the southern Indiana resort. 

Membership in both groups is attained 
through sales performance. Some 250 
persons, including wives of agents and 
managers, will participate in the pro- 
gram, which includes numerous business, 
social and recreational events. 
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GENERAL AGENCY or 
MANAGEMENT OPPORTUNITY 
DESIRED 

New England area preferred. Life 
Agency Manager available June |. 
Fifteen years proven record of re- 
cruiting, training and brokerage de- 


velopment, 

Address: Box 2705, The Eastern Un- 
derwriter, 93 Nassau Street, New 
York 38. ’ 














G. O. Panzer Promoted 


George O. Panzer, Fremont, Neb., area 
manager of Franklin Life of Springfield, 
Illinois, has been promoted to regional 
Franklin at Sioux City, 
Iowa. From Sioux City, Mr, Panzer 
will direct Franklin’s sales activities in 
several surrounding both 
Iowa and Nebraska. 

A graduate of Nebraska Wesleyan 
University, Mr, Panzer joined Franklin 
in 1958 as area Fremont 
after compiling an outstanding record 
in the insurance field. In slightly more 
than a year he has built the Fremont 
organization up to 12 full-time agents. 

Now observing its 75th year, Franklin 
Life with more than three billion dollars 
of insurance in force, has set a goal of 
one billion dollars in new business dur- 
ing its Diamond Jubilee Year. 


manager for 


counties in 


manager at 














MASTER AGENCY BUILDER 


Chosen for this year’s award, H. W. Ehrsam has 
been a company associate since 1946 and a general 
agent since 1952. His agency at Portland achieved 
the award for excellence in organization, production, 
average size policy and overall operational efficiency. 


LIFE INSURANCE COMPANY OF IOWA 














FOUNDED 


IN 1867 
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Federal Life Home Office Changes 


L. D. Cavanaugh Resigns; A. R. Thompson Retires June 2; 
Kenneth L. Merley Elected Company Secretary; Lee 
H. Dunbar Elected Executive Vice President 


Spencer R. Keare, president, Federal 


Chicago, 


company 


acting as spokesman for 
board of 


major 


Life, 
the 
nounced the 


directors an- 
following changes in 
personnel. 


Cavanaugh, 


company 
L.. D. 
board of directors, 


the 
who has been in the 


Life for about 45 
resignation to be 


chairman of 


Federal 
his 


service of 
years, tendered 
effective July 1. 

Alfred R. Thompson, company secre- 
tary since 1931, who has over 41 years 
of service with Federal Life is retiring 
on June 2. Mr. Thompson will continue 
as a member of the board of directors. 

Kenneth L. Merley, vice president and 
general counsel has been elected to 
succeed Mr. Thompson as company 
secretary. Mr. Merley, in the employ 
of Federal Life since 1928, will also con- 
tinue with his present duties as the 
company general counsel together with 
his new appointments as company secre- 
tary. He will assume his new duties on 
June 2, the date of Mr. Thompson’s re- 


tirement. Mr. Merley has also been 
elected to the board of directors. 
At the same time Mr. Keare announced 


was elected execu- 
Dunbar who 
1949 as 


Lee H. Dunbar 
vice president. Mr. 
joined the company in 
assistant secretary and presently admin- 
istrative vice president will assume his 
new duties on June 2. The official an- 
nouncement also stated that Mr. Dunbar 
had been elected to the board of 
directors. } 

At the same quarterly meeting of the 
board of directors, A. F. Wieland, a 
member of the board of directors since 
1932, resigned. Mr. Wieland was treas- 
urer of the company for many years, re- 
tiring from active service on his 65th 
birthday in 1953. 


L. D. Cavanaugh 


Cavanaugh, chairman 
finance committee, has 
with the company since 1914. He has 
served in many capacities, entering the 
company as a clerk in the actuarial de- 
partment and elected actuary in 1915, 
vice president and actuary in 1923, execu- 
tive vice president and actuary in 1931, 
and succeeded Isaac Miller Hamilton as 
the company’s second president in 1939. 
In 1954 he became chairman of the 
board in which capacity he has served 
for the past five years. He has_ not 
only been most active in the affairs 
of Federal Life, but in the insurance 
business in general. He has served as 
president of the former Accident and 
Health Underwriters Conference, one 


that 
tive 


hz id 


of the 
been 


Ls. ad. 


board and 


haenelitiom of Iniatine. presi- 
dent and chairman of the Insurance 
Federation of Illinois, a member of the 
executive committee of the American 
Life Convention, and a member of the 
board of the Institute of Life Insurance. 
For a number of years he has been 
chairman of the finance committee of the 
American Life Convention, and_ treas- 
urer of the American Service 3ureau. 
Throughout past years, Mr. Cavanaugh 
has served on many committees of 
various insurance associations. 
A. R. Thompson 

A. R. Thompson, retiring company 
secretary, has been associated with 
Federal Life since 1918. He started as 
a clerk in the actuarial department and 


ppeieiane 


was later elected assistant actuary and 
assistant secretary and then associate 
actuary. In 1931 he was named secretary 


and associate actuary. Mr. Thompson 
was elected to the board of directors in 
1922. He has been active in the affairs 
of trade associations, particularly those 
in the accident and health end of the 
business. He has been in charge of the 
accident and health operation of the 
company for many years. Mr. Thompson 


is a member of the Illinois Athletic Club 

and a member of the board of directors 

of the State Bank of Rensselaer, Ind. 
Kenneth L. Merley 


Kenneth L. Merley, newly appointed 


company secretary and general counsel, 
for many years served the company in 
its Atlanta and Kansas City offices 
handling legal matters and claims in 
those areas. He returned to the home 
office in 1938 as company counsel and 
since that time has served as counsel, 
director of claims, general counsel and 
vice president. Mr. Merley will take 
his place on the board of directors on 


June 2. 
Lee H. Dunbar 


Lee H. Dunbar, newly elected execu- 
tive vice president and former adminis- 
trative vice president, joined Federal 
Life in 1949 directly from Alliance Life 





when he reaches 65. 


their needs — and yours. 


Liberal cash values. 


Non-forfeiture options. 





PATRIOT 
A 


MORE SALES — 
MORE 
COMMISSIONS — 
WITH THIS 
NEW POLICY 


This booklet describes Patriot's new Quadruple Protection Policy 
—a combination of whole life insurance paid up at age 65 and 
term insurance. It has special appeal to any prospect who needs 
greater protection during his family’s growing years . . . 
also wants to have some insurance still in force, on a paid-up basis, 


Doesn't that describe 
a good many of YOUR prospects? 


The Patriot QUADRUPLE PROTECTION POLICY can meet 
Here are some of its features: 


e Face amount payable if death occurs before age 65 
One-fourth face amount payable if death occurs after age 65 


Premiums discontinued at age 65 


e Cash value at 65 applicable to purchase of retirement income. 
Issued to standard and sub-standard risks. 
e¢ Minimum policy $10,000 — issued at ages 20-55. 


Some General Agency openings for Patriot’s new Quadruple 
Protection Policy, as well as its other outstanding policies, are 
still available—in highly desirable territories. For further in- 
formation—including a copy of the booklet shown above— 
write to Arthur W. Theiss, Vice President. 


PATRIOT LIFE INSURANCE COMPANY 
650 Madison Avenue, New York 22, N. Y. 


Telephone: PLaza 1-6500 


and who 








after its purchase by Republic National 
Life. Prior to Alliance Life, Mr. Dunbar 
was with the former Peoria Life. With 
these companies, he had received broad 


experience in many phases of a life in- 





iL DD CAVANAUGH 


surance operation. He has been chair- 
man of the committee directing Federal 
Life’s newly adopted electronic program. 
Mr. Dunbar will also join the board 
of directors on June 2. 5 





MONY GROUP WINNERS 





Top-Ranking Producers of Group and) 
Pension Volume for 1958 To Receive | 
Engraved Plaques i 

Mutual Of New York has named its 
top-ranking producers of Group and} 








pension volume for 1958 and will present 





awards to them during the next two 
weeks. Engraved plaques will go t 
underwriters, brokers and agencies who| 


programmed and produced more than} 
$5 million in Group and pension volume / 
last year. Inscribed certificates will be 
presented to individuals with between $1 
and $5 million in volume. 

In announcing the awards, MONY als 
commented on “the outstanding efforts 
of our Group specialists, whose rese: 7 
and planning have contributed so much} 
to the growth of our Group and pension > 
operations.” is 

Top-ranking individuals, who will re- 
ceive the plaques, are: the Erie agency's ¢ 
Raymond Maurey, who placed first;} 
Robert Brown, Sacramento; Charles I 
Schiff and the brokerage firm of Alex- © 
ander & Alexander, both associated with ® 
the New York (Buesing) agency, and 
Jack A. Parker, of New Orleans. 

Highest-ranking agency was Charles 
J. Buesing’s New York City unit. Other® 
plaque-winning agencies and their man-— 
agers are: New Orleans, James H. Lake;# 
New York, Richard E. Myer, CLU; Erie, 
Joseph Hetra, and Sacramento, Lloyd 
R. Yeates. : 

The plaques will be awarded by repre- 
sentatives of MONY’s home office Group 
sales department. 

Individual MONY % 
will receive certificates are: Francis 6.) 
Thomson, Albany, N. Y.; Stanley k 
McAfee, ‘Charlotte, NEC... ‘Sam: S. He 
witz, Cincinnati; Alfred Pugno, Gran 
Rapids, and Chester B, Eaton, Manr- 
chester, N. 

Also, Ralph M. Smith, Milwaukee; 
John c Rogers, Montgomery, Ala.; Ed: 
ward L. Sittler, Jr., Pittsburgh; Harol 
A. Patten, Phoenix, and Wesley § 
Shafto, Shreveport, La, 

Certificate-winning brokers include 
Clark Insurance Agency, Baltimore; 
Herbert Lantin, Beverly Hills, Calif 
John Liner Co., Boston; W. I. Armand 
New York; Harold D. Farber. Buffalo; 
Maurice Gedance, Pasadena, and Cordot 
and Co., Los Angeles. 
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Crown Life Makes Two 
Appointments in Mass. 


E. M. GOLDSTEIN, J. W. POWERS 





New Springfield Office to Service West- 
ern Massachusetts; Boston Office to 
Supervise Eight Counties 





A. F. Williams, vice ipresident and 


managing director of the Crown Life of 
Toronto, announces that Ellie M. Gold- 
stein of Hartford has been appointed 
managing agent for western Massachu- 
setts and John W. Powers of Boston as 





ELLIE M. GOLDSTEIN 


managing general agent for eastern 
Massachusetts. 

The Crown Life, admitted to 45 
services business throughout the 
Organized in 1900, the company 
shown steady growth both 


now 
states, 
world. 


has annually 


JOHN W. POWERS 


in insurance in force and assets. The 
company has over $2 billion in force of 
which close to 50% of the new business 
is written on the lives of United States 
citizens. 

Prominence of Goldstein and Powers 


Mr. Goldstein has been the Crown’s 
general agent for Connecticut and Rhode 
Island since 1956 and will expand the 
facilities of his agency to include the four 
Western counties of Massachusetts. 
Plans for opening a Springfield agency 
office are now being formulated. Until 


this office is ready for occupancy, the 
territory will be serviced from Hartford. 

Mr. Goldstein has been in agency work 
since 1946 and in the past three years 
as general agent for ‘Crown, has ac- 
counted for some $20,000,000 of business 
in force. He is a graduate of the LIAMA 
school in agency management. 

Mr. Powers, will serve the Massachu- 
setts counties of Barnestable, Plymouth, 
Bristol, Norfolk, Suffolk, Middlesex and 
Essex. He has had over seven years of 
Group life and pension experience. In 
personal production for ‘five years, he 
was appointed a field training supervisor 
for a large New England company where 
he served with distinction until he ac- 
cepted the Crown Life appointment. 


Indianapolis Life’s Gain 
Indianapolis Life’s field force during 
April recorded a gain of 35% in paid 


business over April of 
Agency Vice 
President Sales for the 
first four 1959 were 23% 
ahead of the comparable period a year 
ago. 
The 


volume of 
last 


new 
according to 
Arnold 


months of 


year, 


Berg. 


salesman for 
Druart of Fort 
agency was 
Shelby- 


leading individual 
April was Eugene 
Wayne, while the leading 
the Nate Kaufman Agency of 


ville, Ind. 


New Regional Manager 
For Maine Fidelity Life 
Appointment of Fred J. DeLozier, 
Miami, as regional manager has been 
announced by Curtis K. Gerry, executive 
vice president and director of agencies 
for Main Fidelity Life, Portland, 
Mr. DeLozier has been in the business 
for 30 years in the South and has been a 


i 
Niaine. 


life long member of the National Asso- 
ciation of Life Underwriters. .His new 


duties with Maine Fidelity will include 
appointment and supervision of general 
agents in the company’s southern terri- 
tory. 











One Enidermis 
For Life 


Ever think much about your skin? How it fits so 
nicely. How it stretches and gives. How there’s 
always just enough of it—never too much, never 
too little. 


Seems silly, but wouldn't it be a nuisance if we 
had to occasionally trade in our skin because 
we had outgrown it? Or had to replace a section 
that wasn’t tough enough? 


Luckily, one skin covers us nicely for life. 


Occidental Change-Easy Insurance is like skin. 
It can grow as the insured grows. It will stretch, 
bend, tighten. . . 


Epidermis or Change-Easy policy —a_ person 
needs only ONE to cover him for life. 


but always just fit. 





We pay Lifetime Renewals...they last as long as you do! 
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Changes At New York Life 


(Continued 
to define. But a magazine writer has 
put it this way: 

“Perhaps ‘human relations specialist 


comes closest as a descriptive term of 
his particular field. Some might desig- 
nate him as a management expert, but, 
in any event, his career has been dis- 
tinguished by an unusual wealth of 


from Page 1) 


ment skills, especially in planning and 
directing team operations. This was to 
be exemplified later at New York Life 
which he joined as secretary in 1943. 
In 1946 he was promoted to vice presi- 
dent and in 1948 to executive vice presi- 
dent. On January 1, 1954, 11 years after 


joining the company, he assumed the post 





Fabian Bachrach 

DEVEREUX C. JOSEPHS 
experience in handling people. He has 
been skillful in the art of getting on 
with others and leading them to work 
together.’ } 
This capacity showed up early in 
college where he was uncommon enough 





Schonbrun 


DUDLEY DOWELL 


to have been elected president of his 
class, president of the Student Council, 
president of his fraternity—and a Phi 
Beta Kappa in his junior year. 


Public Relations and Fund Raising 


During the next 20 years he had a 
rare opportunity to develop this ability 
to lead and get along with people at the 
same time. He did it in a new area of 
operation for the businessman—in public 
relations and fund- raising. 

As an executive of a nation-wide firm 
in this new field of endeavor, Mr. Myers 
counselled universities, colleges, prepar- 
atory schools, hospitals, charitable in- 
stitutions, churches, museums, and civic 
associations. 

He traveled widely in meeting board 
members and trustees of these institu- 
tions. It all proved an unusually fertile 
training ground for developing manage- 


CLARENCE J. MYERS 


of president and chief administrative 
othicer. 


Career of Mr. Dowell 


Mr. Dowell, who has been executive 
vice president since 1954 and in charge 





RICHARD K, PAYNTER, 


JR. 


of the company’s agency force since 
1945, joined the company in 1921 in Little 
Rock, Ark. After serving as office man- 
ager in Jackson, Miss., he returned to 
Little Rock in 1927 as assistant manager. 
In 1929 he was named general manager 
of the company’s Montana general office 
in Butte, and in 1936, he became general 
manager of the Seattle office. 

In 1939 Mr. Dowell moved to Pitts- 
burgh as supervisor of the company’s 
Allegheny Department, embracing 9 gen- 
eral offices in Western Pennsylvania 
and Eastern Ohio. He was appointed 
inspector of agencies of the department 
in 

After an outstanding record 
South, far West and East, Mr. 
was called to the home office in 1941 
as superintendent of agencies. A year 
later he was promoted to assistant vice 
president. In 1943 he was elected a vice 


in the 
Dowell 


Devereux C. Josephs’ 
Posts of Public Trust 


THEY COVER MANY FIELDS 





Headed Rockefeller Economic Expansion 
Commission; Vice President of 
Lincoln Center of Cultural Arts 





Devereux C. Josephs, who this week 
retires as chairman of New York Life, 
has filled, and still fills; many posts of 
great importance and responsibility in 
the welfare of ‘his country, state and 
city. 

A number have been in the education 
field. An example was his acceptance 
some years ago of the chairmanship of 
President Eisenhower’s ‘Committee on 
Education Beyond the High School. In 
1956 he was chairman of the thirteen- 
man Ford Foundation Committee that 
allocated approximately $260 million to 
colleges, hospitals and medical schools 
throughout the country. 

He is vice president of the Lincoln 
Center for Performing Arts in which, 


will be located the new Metropolitan 
Opera House, homes for New York 
Philharmonic Society and _ Juilliard 


School of Music, new art theatre and 
other cultural attractions. For this proj- 
ect $73 million is being raised among 
foundations, corporations and other pub- 
lic spirited people. To date the fund has 
reached $46 million. 

In March he was appointed by Gov. 
Rockefeller to head a State Commission 
on Economic Expansion. This is to 
make an urgent and comprehensive study 
of unemployment, aimed at increasing 
job opportunities in this state. 

Mr. Josephs was born in Middletown, 

I., educated at Groton School in 
Massachusetts and graduated from Har- 





vard, A. B., 1915. 
His Start in Philanthrophies 

In the same year he entered the in- 
vestment banking business in Phila- 
delphia, continuing in it (except for 
president, and in 1945 he took charge 
of agency affairs. 

Active in civic and charity work in 
every community where his career has 
taken him, Mr. Dowell has served as 


president of the Little Rock Life Un- 
derwriters Association, the Butte Life 
Undewriters, the Seattle Managers and 
Underwriters, the Seattle Managers and 
surance Agency Management Associa- 
tion, and as a trustee of the American 
College of Life Underwriters. 

He is a director of New York Life 
and the J. Henry Schroder Banking 
Corporation and The Schroder Trust 
Co. He is a member of the executive 
board of the Greater New York Councils 
of the Boy Scouts of America. 


Career of Mr. Paynter 


Paynter, who became executive 
president of the New York Life 
Insurance Co. in 1954 and has been in 
charge of the company’s investment 
operations since 1949, joined the com- 
pany in 1934 as a statistician in the 
railroad division of the Treasury depart- 
ment. He was promoted to assistant 
treasurer in 1937 and in 1943 became an 
assistant vice president. He advanced 
to treasurer of the company in 1944 and 
in 1946 he was made vice president and 
treasurer. 

From 1926 to 1933 he was engaged in 
the investment banking business. He 
dealt with country banks before special- 
izing in estate and institutional work in 
New York City. 

He is a director of Otis Elevator Co., 
General Cable Corp., New York Trust 
Co., Phoenix Assurance Co. of New York, 
Josiah Macy, Jr. Foundation, Delaware 
and Bound Brook Railroad, Pennsylva- 
nia-Reading Seashore Lines, and Na- 
tional Society for the Prevention of 
Blindness. He also serves as a trustee 
of Colonial Williamsburg, Inc., Seaman’s 
Bank for Savings, Church Pension Fund, 
Diocesan Investment Trust of the Dio- 
cese of New Jersey. He is a member 
of the executive committee of the 
Employer’s Liability Assurance Corp., 
Ltd., United States Branch. 


Mr. 


vice 





LIFE—ACCIDENT & HEALTH 
EXECUTIVE—MANAGERIAL 
OPENINGS—$6,800-$30,000 








S. West—Life Agency V. P. $30,000 | 
Midwest—Life Agency Director 25,000 || 
South—Life Adm. V. P. 22,000 | 
W. Coast—Life Sales Director 18,000 
East—Life Regional Mgr. 18,000 








East—Life Financial Officer 16,500 
East—Life Training Director 15,000 
Midwest—Life Advertising Mgr. 12,000 
Rky. Mt.—Life Agency Supv. 10,000 
W. Coast—Life Asst. Controller 10,000 
Midwest—A. & H. Contract Supv. 8,000 
All areas—A. & H. Indiv. Undrs. 8,000 


Confidential handling all inquiries. WRITE 
FOR "HOW WE OPERATE" no obligation 
to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 











O'TOOLE ASSOCIATES 
ncorpora 
Management Consultants to 
Insurance Companies 
' Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











service during the first World War asa 
lieutenant in the Field Artillery) until 
1939. He moved to New York to take 
charge of the finances of a number of 
Carnegie philanthropies. At the same 
time he was elected financial vice pres- 
ident of the Teachers Insurance and) 
Annuity Association, founded by Car-) 
negie Corporation to institute retire-[ 
ment plans for college teachers. : 

Mr. Josephs was elected president of h 
T.LA.A. in 1943, a post the retained until 7 
1945 when he became president of Car- 
negie Corporation of New York, a large | 
philanthropic institution. In 1947 he be- 
came a director of New York Life and F 
in 1948 he left Carnegie Corporation to 
accept the presidency of New York 
Life. He became chairman of the board 7 
of New York Life in 1954. 


Directorates and Trusteeships 


a director of J. P. Morgan & 
Consolidated Edison Co. of 
New York, American Smelting and Re- 
fining Co., Rockefeller Center, American 
Brake Shoe Co., and Smith, Kline & 
French Laboratories. 
He is a trustee of ‘Carnegie Corpora- | 


i 


OR ear ecate 














tion of New York, Johns Hopkins Uni- | 
versity, the Metropolitan Museum of) 
Art (also a vice president), the New | 
York Public Library, the Community |) 
Service Society, the Council of Pro- 
testant Welfare Agencies, and the Pier- 
pont Morgan Library. He is a director 
of the Council of Foreign Relations, a 
vice chairman of the Business Advisory 
Council of the Department of Com- 
merce, an overseer of Harvard College 
and is active in a number of other civic 
affairs. 

He was a member of the Personnel 
Task Force of the Hoover ‘Commission 
on the Organization of the Executive 
Branch of the U. S. Government, and 
in 1953-54 was chairman of a committee 
appointed by then Governor Thomas E. 
Dewey of New York City. 

His clubs are Harvard of New York, 


3) 


Se 





Century ‘Association and The Links. 


tically he is Republican. He was mar- 
ried in Newport, R. I., on June 26, 1922 
to (Margaret Thayer Graham of Phila- © 






delphia; they have two children, Mar- 2 
Peter B. Nalle) & 


garet Graham (Mrs, 
and Devereux Colt, Jr. 





FRANKLIN NAMES S. T. SMITH © 
Stanley T. Smith, of Kittanning, Pa, % 
has been appointed a special representa- 
tive of Franklin Life of Springfield, 
Ill. Before joining Franklin Life, Mr. 
Smith was associated with Metropolitan 
Life for ten years. He started with 
Metropolitan as a debit agent and later 
worked as an insurance consultant. 


His a 
religious affiliation is Episcopalian. Poli- © 
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New York State Ass’n 
Elects New Officers 


HARRY K. GUTMANN PRESIDENT 





Chauncey D. Cowles Elected Vice Pres- 
ident; Harold Fleck Named 
Secretary-Treasurer 





Gutmann, CLU, has been 
elected president of ‘the 6,000-member 
New York State ‘Association of Life 
Underwriters at the association’s spring 
delegate meeting held last week at the 


Harry K. 


HARRY K. GUTMANN 


Hotel Astor, New York. A Westchester 
resident, Mr. Gutmann lives in New 
Rochelle and thas been a representative 
of Mutual Of New York for over 25 
years. He succeeds Lewis J. Montani 
of Plattsburgh, a representative of 
Metropolitan Life, the association’s 
32nd_ president. 

Chauncey D. Cowles Jr., CLU, partner, 

York, 


as 


Benefits Counsel of New consul- 
tants and actuaries, and a special agent 
for the Northwestern Mutual Life at 
Buffalo, was elected vice president. 

Harold Flec k, agent, of Equitable Life 
of Iowa at Albany, was named secretary- 
treasurer, 


Careers 


Mr. Gutmann, who is with the Mutual 
Of New York Agency at 200 East 42nd 
Street, New York, entered the life 
insurance profession in 1932 and with 
the exception of three years service 
with the Red Cross in the Mediterranean 
Theatre during World War II, has been 


continually associated with the same 
agency of the company. One of the 
city’s outstanding underwriters, he is 


past president of the Life Underwriters 
Association of the City of New York and 
a member of the Mutual Life’s highest 
honor group as well as a life member 
of the industry’s top-sales organization, 
The Million Dollar Round Table. He 
has served on many of the committees 
of the National Association of Life 
Underwriters and was chairman of the 
agents’ committee in 1957 and 1958. 
Mr. Gutmann was chosen as this com- 
pany’s “Man of the Year” in 1955 and 
was awarded his CLU degree in 1949. 
Mr. Cowles, the association’s new vice 
President, is a native of Buffalo. He is 
a graduate of Hamilton College and past 
member of the Alumni Council of the 
college, In 1933 he entered the life in- 
surance business and received his CLU 
designation in 1943. For the past year, 
he has served as secretary-treasurer of 
the New York State Association of Life 
Underw riters, which is the nation’s larg- 
est and oldest professional life under- 
writers association. Mr. Cowles is a past 
President of the ‘Life Underwriters 
Training Council, the Buffalo Life Under- 
writers Association and the Buffalo CLU 
Chapter. 
Mr, Fleck is a past president of the 


F. W. Ecker Addresses 
New York State Meeting 


40TH ANNIVERSARY LUNCHEON 





Metropolitan President Discusses Vari- 
able Annuities, Term Insurance; 
Urges Action Against Inflation 


It is now a certainty that if life insur- 
ance companies go into the variable an- 
nuity field, they will be subjecting them- 
selves to at least some degree of Fed- 
eral regulation, Frederic W. Ecker, pres- 
ident, Metropolitan Life, said at the 40th 
anniversary meeting of tne 
New York State Association of Life 
Underwriters at the Hotel Astor last 
Friday. “As we all know from exper- 
ience,” he continued, “once Federal reg- 
ulation starts, there is no telling where 
it will stop. Furthermore, entirely apart 
from SEC regulation, if the life com- 
panies go into this business aggressively, 
their ownership of common stock would 
inevitably increase and thus increase the 
possibility of accusation of control of 
industry.” 

Mr. Ecker said that personally he does 
not believe it to be in the interest of the 
life insurance business for the companies 
to sell mutual funds or variable annuities. 
“The two,” he said, “are basically the 
same. When there are down-swings in 
the stock market, as there shave been 
in the past and as there surely will be in 
the future, those retired people depend- 
ing upon income from variable annuities 
are bound to be hurt. This could bring 
grief to many people, and if it does, the 
reputation of our business is also bound 
to be hurt. 

“Also for the life insurance companies 
on any large scale to sell variable an- 
nuities could be interpreted as an ad- 
mission that the life insurance business 
no longer believes in its own product 
of guaranteed dollars. This strikes at 
the very foundation of our business and 
would be extremely discouraging in our 
nation’s fight against inflation. No mat- 
ter what anyone may say to the contrary, 
it seems to me that the most effective 
sales argument for the variable annuity 
rests squarely on the premise that we are 
faced with inevitable future inflation.” 


luncheon 


Term Insurance 


Commenting on the rapid growth of 
Term plans and plans having Term ele- 
ments, Mr. Ecker said that his com- 
pany’s actuaries made a survey of a suffi- 
cient number of companies to give some 
reliable indication. “A reasonable samp- 
ling,” he said, “indicated that 25 years 
ago, on the average, less than 14% of 





Albany Life Underwriters Association 
and has been named top honor man by 
his company. In recognition of outstand- 
ing service he was awarded the Seward 
V. Coffin award by the Albany Associa- 
tion, 


total Ordinary issue was in Term insur- 
ance, Some companies issued as little as 
5%. In 1958 the figure shown in com- 
panies ‘annual statements was over 30% 
but this is not the whole story. It does 
not include, for example, the Term 
insurance provided by the family plan 
policies. If this were included, and it 
seems to me that it should be included, 
the Term insurance being issued today 
would probably amount to more than 


40% of total Ordinary issue and in 
individual cases it would run to over 
50%. Of course, none of these figures 


includes those contracts which are sold 
on the basis of a program of borrowing 
each year against the full cash value 
which, in effect, changes a level pre- 
mium contract into one involving re- 
ducing Term insurance. 

“When we find so radical change in 
the balance of our operations,” Mr 
Ecker continued, “I wonder if we are 
not losing our perspective. I wonder if 
the time has not come when we must 
carefully consider where we are, and 
where we are going. I am not saying 
that there is not a perfectly proper place 
for Term insurance. There is. How- 
ever, I am also wondering if, in the de- 
sire for volume production, we may be 
losing sight of some of the fundamentals 
which have built our business. I am 
sure you would all join me in deploring 
such a shift to Term insurance if the 
results be to deprive our business of the 


splendid public confidence which has 
been built up over the years.” 
: Inflation 
About inflation, Mr. Ecker said that 


there is not a more pressing domestic 
problem in our country today and the 
only way to control it is to stop it 
“This can and will be done,” he said, if 
we as a people are concerned enough and 
if we have sufficient moral fortitude to 
face up to the problem. I have no sym- 
pathy whatsoever either for those who 
hold that inflation is inevitable or ‘for 
those who contend that a little inflation 
may be a good thing. History is full of 
examples of countries which started out 
with a little inflation. Before they 
realized it, -it was out of control and had 


become a major inflation. It led, in- 
evitably, to ultimate disaster. 
“While inflation has a number of 


causes, one of the most important, and 
the very core of this problem, is whether 
our Federal Government balances its 
budget. The twin problem of inflation 
and of balancing the Federal budget. in 
times other than in periods of recession, 
are not partisan issues; they are funda- 
mental to our whole economic struc- 
ture and to the future well-being of our 
Nation. It is vital that our life under- 
writers be aware of these problems; that 
they give them their best thought; and 
that they do their utmost to make their 
policyholders aware of them and _ of 
their importance to the individual and to 
the whole country.” 


Balancing Federal Budget 


Empasizing the. importance’ which 
should be attached by the life insurance 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 








optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
qualified General Agents in selected areas 


Loyat Protective Lire INSURANCE COMPANY 


BOSTON 





15, MASSACHUSETTS 


Julian Schweizer 





We have complete facilities for de- 
signing TAILOR-MADE GROUP INSUR- 
ANCE PLANS to fit the most exacting 
requirements. Let us assist you with 
clear, easy-to-follow illustrations; quota- 
tions of our highly cor:petitive rates; 
and a simple plan for closing. Call me 
today and let’s get together! 


JULIAN SCHWEIZER, Agency Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU, 4-5779 


General Agents 


Chhe 
CANADA LIFE 
a ae 


surance Company 





business to the matter of balancing the 
Federal budget and thus to avoid further 
inflation, Mr, Ecker pointed out that last 
year another two cents disappeared from 
the dollar. “Inflation is alwé lyS perman 

ently hungry,” he said, “and proof of 
this is borne out by the fact that thirty- 

two cents has disappeared from your dol-: 
lar since the war. Our Federal Govern- 
ment must start to live within its budget 

and now is the time to stop inflation, 

‘the cruelest tax of all.’ No longer must 
it be permitted to continue to shoot holes 
in every pocketbook in America. 

“I have complete confidence in the 
aggregate wisdom of the American peo 
ple. When our people are given, and 
made to understand, all the facts, they 
will eventually, although sometimes 
slowly and cumbrously, swing back to 
the right road. Throughout our entire 
history we have seen striking examples 
of this process. No group in America 
is in a better position to get this mes- 
sage across than are our life under- 
writers. No group is more capable; be 
cause of the confidence they have in- 
stilled in the policyholders of America, 
no group is more influential. 

“My plea is that you write to your 
representative in Congress and that you 
do your best to get your policyholders 
to write to their representatives. Just 
say, if you will, that you are deeply 
worried about the loss in the purchasing 
power of the dollar and that you want 
to see a balanced Federal budget. It is 
essential to our long-run prosperity and 
even to the continuation of our wi iy of 
life. It is a fight we can win if we all 
pull together and go to work; it is a 
fight that we must win.” 


Bell’s New Seaboard Post 


Lionel Bell, Beverly Hills, Cal., has 
been named chairman of the finance 
committee, board of directors, Seaboard 
Life Co. of America. Albert B. Myers 
is president of the company whose home 
office is in Miami. 

A graduate of University of California 
at Los Angeles with a B. S. degree in 
business administration Mr. Bell is a 
vice-president and director of Cantor, 
Fitzgerald and Co., Inc., Beverly Hills 
investment bankers, and a director of 
Dallas Transit Co. 
















































Holland Executive And Wife Now 
Making Trip To Pacific Coast 


J. P. Bol of Utrecht, Holland, has 
been visiting the United States to study 
the hiring and training of and 
all aspects of selling life insurance. Arriv- 
ing in New York April 7 he concluded 
his business visits May 4. 


Dr. Bol, who studied law at University 


agents 





te 


BOL 


of Utrecht, is managing director of 
Itrecht Life. Ele is responsible there 
for the field service and the training of 
agents, with additional duties in public 
relations and advertising. 

In the United States he has spent 
considerable time at the Equitable So 
ciety, through the kindness of Walter 


Columbian Nat’! Elects 
R. J. Grandpre’ Treasurer 


The election of Raoul J. Grandpre’ as 
treasurer of Columbian National Life, 
Boston, has been announced by Julian 
D. Anthony, president. 

Mr. Grandpre’s service with Columbian 
National began in 1949 when he joined 
the premium collection department. Since 
that time his career has included assign- 
ments to the sales, methods and auditing 
departments. In 1956 he was appointed 
assistant auditor. 

A fellow of the Life Management In- 
stitute since 1956 Mr. Grandpre’ serves 
as a member of the LOMA North At- 
lantic planning committee. He also is a 
member of the Boston Management Club. 
He received his B.S. degree at North- 
eastern University in 1949 and his World 
War II military service includes 2% 
years in the Army Air Force. 

Columbian National Life is a member 
of the Hartford Fire Group. 


Nashem Over $10 Million 

The Lee Nashem Agency Mutual 
Benefit Life, New York, has paid for 
$10 million since January 1 of this year. 
The agency’s year end production is ex- 
pected to exceed $20 million, which com- 
pares with $17,418,000 for 1958. Average 
size policy is $31,888 and average pre- 
mium is $48.62. 

The agency has six MDRT members 
and the company’s leading agent is Cy 
Block, in first year commissions. Pro- 
duction-wise the agency has been among 
the first three agencies of the company 
each month for the year to date. 

Associated with General Agent 
Nashem are Joyce Kislak, office super- 
visor; Greg Behan, Jr., agency super- 
visor and Albert Greenhouse, brokerage 
manager, 


Klem, senior vice president and chief 
actuary. Also he visited the Institute 
of Life Insurance seeing President 
Holgar J. Johnson and Vice President 
Arthur C. Daniels. In Hartford he spent 
three days at LIAMA, which his com- 
pany has joined as an associate member. 
While there, studying agency systems 
and methods, he also called at the home 
office of Connecticut General. 

Mrs. Bol joined him, they are taking 
two trips in the United States. One by 
automobile is through the Skyline Drive 
to the Smokey Mountains and_ back 
through Charleston, Savannah and Wil- 
liamsburg. The other will be to the 
West Coast. They are planning to fly 
to Denver from where they will go by 
train to San Francisco and later will 
see Portland, Seattle and Vancouver. 
The return trip will be via the Trans- 
Polar route to Europe. 

While in the Greater New York area, 
the Bols were staying with their friends, 
Mr. and Mrs. J. Homan van der Heide 
in Englewood, N. J. 
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Announcing — 





Our Three Newest Money Making Plans: 
‘1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals—$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 
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50 Court St., Brooklyn 1, N. Y. 
HERMAN REINIS 





REINIS & REINIS 


GENERAL AGENTS 
Manhattan Life Insurance Co. 
Phone: MAin 4-7951 i 

JOSEPH REINIS i 











Conn. General Names Fine 
Connecticut General Life announced 
five field managerial and staff appoint- 
ments. 

Leslie D. Disharoon has been placed 
in charge of the Norfolk branch office. 
He has been serving as an agency assist- 


ant at the company’s home office in 
Hartford. ; 
Appointed assistant managers are 


James D. Tubbs at the Cincinnati brok- 
erage agency and Jack N. Rodgers at 
the Detroit branch office. Mr. Tubbs has 
been a senior brokerage consultant in 
Cincinnati. Before his appointment, Mr. 
Rodgers served as a staff assistant at 
the Houston branch office. 

John A. Hafling thas been named staff 
assistant at the Richmond branch office. 

Arthur G. Johnson, formerly an agent 
with the Syracuse branch office, is now 
a staff assistant at the Akron branch 
office. 











$255 Million in Force in 6 Years of Active Operation. 


GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 





















































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
— Death Paid- Cash Paid- Cash 
ear Benefit up or Death up or 
End Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 























ALL GUARANTEES 


(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fic. 
JAMES G. RANNI, PRESIDENT 
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Member of the N. Y. C. Insurance Agents Ass'n 











Assistant General Agent 
Of Mallon-Curran Agency | 





THOMAS D. MACKEY, JR. 


E. Lloyd Mallon, CLU, and Robert § 
I. Curran, Jr., general agents for Massa- | 
chusetts Mutual Life, with offices on ig 
the tenth floor of 630 Third Avenue, © 
New York, have announced the appoint- 7 
ment of Thomas D. Mackey, Jr., as 7 
assistant general agent. 

Mr. Mackey, a graduate of Colgate 
University, entered the life insurance © 
business in 1951 as an agent with Hoey- 
Ellison Agency of Equitable Life of 
Iowa, He later became a supervisor in 
this agency. In 1956 he was appointed 
general agent for Equitable Life of Iowa 
in White Plains N. Y. 

In his new post. Mr. Mackey will di- | 
rect supervision of an intensive “iy bef 


REPELS 





ing and training program presently be- 


ing conducted by the Mallon-Curran © 


Agency. 





REPORTS RECORD MONTH 

April marked the best month in_ the 
history of Pacific National Life’s Ordt- } 
nary life division at Salt Lake City, with 
sales in excess of $5,000,000. President 
H. B. Perrin said at the company’s San 
Francisco home office that PANLACO’s 
new life rate book was largely respon- 
sible for the increased production, The 
rate book, introduced January 1, is based 
on the “cheaper-by-the-dozen” policy fee 
method. It contains all the modern 
Term, Ordinary life and retirement in 
come plans. 
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David A. Carr Agency 
Expands in A. & H. Field 


NAMED CONT’L CASUALTY G. A. 

Well Known N. Y. C. Agency Reports 

Ordinary Life Paid-for for 4 Months 
in Excess of $8,500,000 
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David A. Carr Agency, Inc., leading 


i general agent of Continental Assurance, 
' which maintains offices at 50 East 42nd 
B Street, 


New York, has added to its 
facilities by a recent appointment as 
general agents of Continental Casualty 
for all types of accident, sickness and 
hospitalization coverages. 

Up to now the Carr Agency has writ- 


DAVID A, CARR 


ten through Continental Assurance a 
sizable volume of non-can A. & H. and 
guaranteed renewable major medical in- 
surance. As a result of its new Con- 
tinental Casualty connection the agency 
will now handle in addition all types of 
commercial A. & H., hospitalization, 
substandard A. & H. and special risks. 

Mr, Carr points out that the new sub- 
standard contract will enable his office 
to consider applicants with known 
coronary, diabetic and cancer conditions, 
issue monthly indemnity and hospitaliza- 
tion benefits, and cover these and any 
other conditions, whether related or not. 
Another Continental Casualty contract, 
he points out, is its overhead expense 
policy, comparable to the U. & O. policy 
in property insurance, except that this 
policy covers the peril of continued fixed 
overhead expenses of the insured in the 
event of disability. 

Enthused over his Continental Casu- 
alty appointment, Mr. Carr says that 
it will enable his agency to round out 
his facilities for handling all the client 
needs of his broker-agent customers 
which number well over 1,000. 

To supervise his new A. & H. depart- 
ment Mr. Carr has selected Louis Cohen, 
who has had valuable years of experience 
in this field, particularly with the A. & 
H. division of Continental Casualty’s 
eastern department. 

_For the first four months of 1959 the 
Carr Agency paid for in excess of 
$8,500,000 of Ordinary life business. 





PACIFIC MUTUAL MANAGER 

Ralph J. Walker, vice president of 
Pacific Mutual Life, has announced the 
appointment of ‘Charles V. Brockett as 
Manager of the company’s Los Angeles- 
Wilshire Agency, in Los Angeles. Mr. 
Brockett has had more than eight years 
of experience in life insurance sales and 
management in the middle west. Since 
1956 he has been assistant manager in 
the Detroit agency of another major 
company. He is a business administra- 
tion graduate of Southern Illinois Uni- 
versity, 


Newcomen Society Honor 


Given Frazar B. Wilde 


A luncheon attended by about 400 in- 
surance, financial, business and other 
leaders was given in Hartford on May 
17 by Newcomen Society in honor of 
Frazar B. Wilde, president of Connecti- 
cut General Life. This society, formed 
in England and dedicated to Anglo- 
American entente, has sponsored dinners 
or luncheons to a number of people out- 
standing in insurance. Among these so 


honored have been Paul F. Clark, chair- 
man, John Hancock; Carrol M. Shanks, 
president, The Prudential; W. Howard 
Cox, chairman, Union Central Life; the 
late John A. Stevenson, president, Penn 
Mutual Life, and the late Alexander E. 
Patterson, president, Mutual Of New 
York. 

In this address Mr. Wilde traced the 
beginnings of insurance from the days 
of the Sumerians of 2,000 B.C. on 
through the eras of the Phoenicians, 
Carthaginians, Romans and Venetians. 
He said insurance ‘had its origin in an 
instinctive sense of cooperation. 


LEASES SPACE IN BUFFALO 

The New York Life has leased the 
major part of the ninth floor in the new 
Tishman Building at 10 Lafayette Square, 
Buffalo, N. Y., for its general offices in 
that city, it was announced by Alan V. 
Tishman, senior vice president of Tish- 


man Realty & Construction Co., Inc., 
owner-builder. The new offices will 
serve as headquarters for New York 


Life sales operations in the area. The 
branch is now located in the 
Building. 
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Across 


the 


appahannock 


Like most boys living near rivers, 
George Washington spent many 
leisure hours close to and on the 
water. One form of entertainment, 
the throwing contest, helped develop 
the familiar legend of George 
throwing a Spanish dollar across the 


Rappahannock River in Virginia. 


This reproduction is one in a series of eleven original oil paintings 


by Walter Haskell Hinton which portray little-known events in the life 


of our Country's first president, George Washington. 


A booklet containing full-color reproductions of all eleven 


paintings is available upon request. In addition, we hope you will 


visit us and view the original paintings which hang in our 


Home Office gallery. 
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‘W. R. Furey Discusses 
Multiple Selling Trend 


TALKS AT MEETING OF AAMGA 





Public Not Clamoring for Total Insur- 
ance From One Agent, Opinion of 


Berkshire Life President 





As one of the first life insurance 
executives ever to speak before the 
annual meeting of the American Asso- 
ciation of Managing General Agents, 
W. Rankin Furey, president, Berkshire 
Life of Pittsfield, Mass., gave a thought- 
fal address at this w eek’s gathering held 


in the Essex House, New York. His 
subject, a timely one, was “Life Insur- 
ance in the General Agency Picture.” 


Giving recognition to the recent trend 
toward selling all forms of insurance 
through one company, one sales organi- 
zation, One agency and one salesman, 
Mr. Furey put the question to AAMGA 
members as to what they individually 
have decided to do about this trend. He 
was frank to say: “I do not believe the 
public is clamoring for total insurance 
service from one agent. I believe that the 


public couldn’t care less. Nor do | 
believe that the single future of our 
two businesses—property and life in- 


surance—is about to culminate in some- 
thing like a one-stop supermarket where 
people will step up to a counter to buy 
any and all forms of insurance. Rather, 
I believe that the current trend stems 
from pressures within our own two in- 
dustries . . .” 

The speaker said he would not deny 
that one-stop selling could turn out for 
the best interests of the policyholder in 
that it might reduce the over-all over- 
head required to provide him with total 
protection, and might also increase the 
agent’s income. But the weakness, as 
he sees it, is that neither property nor 
life insurance to date has been com- 
pletely satisfied with the total technical 
competence and service of its field repre- 
sentatives in their present fields. “So 
it is going to be more difficult to develop 
this growing competence if the agent 
must master at one and the same time 
two very complex services rather than 
one,” Mr, Furey asserted. 

It was his further opinion that “many 
fine life insurance companies will con- 
tinue, both at the corporate level and 
at the field level, to sell only the life 
product. Similiarly many fine fire and 
casualty companies will decide to avoid 
the life insurance business. I believe 
that both types will prosper and with 
more certainty than the companies which 
attempt to indulge directly in the com- 
posite product, particularly if it’s a new 
product for that company, for it will not 
be easy, simple or inexpensive for any 
company to do a proper, competitive, 
sound job from scratch in the other’s 
field. So I feel there will be more co- 
ordination of effort and service between 
companies than corporate entry into new 
lines of business, as such. We had seen 
both. 

“Likewise, I believe that at the agency 
level it will be possible for our life 
general agents to do without casualty 
insurance departments, and for your 
type of agency to avoid life insurance. 
But I am not nearly so sure that it is 
going to be advisable for either of us to 
try to be quite so pure.’ 


Has Created Brokerage Division in H.O. 


Indicative of his interest in the prob- 
lem of AAMGA member agencies, Mr. 
Furey gave two examples of the new 
trend. The first was that of his own 
family’ s Berkshire Life general agency 
in Pittsburgh, now operated by his son, 
where the producers did not at first do 
a very good job in trying to place small 
fire and casualty coverages around town. 
“A general insurance department was set 
up which improved the situation some- 
what, but recently, the agency has hired 
a competent casualty man who places 
all the fire-casualty business for all the 
agents in the office under a working 
arrangement with a managing general 
agency organization such as yours. This 
costs money, cuts agents’ commissions, 
but the casualty man has the know- how 
so he guarantees competence, perform- 


ance and order and under sound prin- 
ciples.” 

Mr. Furey then mentioned that the 
Berkshire, at long last recognizing offici- 
ally that so-called brokerage business is 
most desirable if done correctly, has 
created a brokerage division of its home 
office agency department, separate from 
its division for full time manpower 
development. This new department, he 
continued, is considering the possibility 
of expanding the number of direct gen- 
eral agency contracts which the company 
has outstanding with large managing 
general agencies. “We have two or 
three of those now,” said the speaker, 
“not the least of which is a direct con- 
tract with A. W. Marshall, AAMGA’s 
president whose agency has been our 
general agents in Newark for 26 years.” 

Mr. Furey made clear that this ex- 
ample was not a bid for a general agency 
contract with other AAMGA members. 
However, he made some recommenda- 
tions as to how a managing general 
agency might best proceed in opening 
up a life department. The one he favored 
most was the following procedure: 

“If you are going to attempt life 
business, do it with an established life 
company, with the assistance of a trained 
life insurance specialist and thus make 
it possible for your men to indulge in 
quality joint service if they choose. Ob- 
viously, for both of us this a middle 
of the road approach.” 


6% Of Common Stocks In 
Pension Funds Of 1965 


MAY RUN TO “$20 20 BILLION THEN 





But Segal & Co. Officer Doesn’t Believe 
Funds Want to Exercise 
Corporate Control 





The spectacular growth of pension 
funds since 1950, most of them taking 
the form of self-insured funds is the 
basis of a study made for the Fund for 
the Republic. Made public this month, it 
was written by Robert Tilove, senior 
vice president of Martin E. Segal & Co., 


New York pension and welfare con- 
sultants. 
It is Mr. Tilove’s opinion that by 1965 


self-insured pension funds may _ hold 


from $17 to $20 billion in common stocks, 
and if new securities are taken into ac- 
count, this may amount to no more than 
6% of the common stocks. But Mr. 
Tilove believes that the financial insti- 
tutions with power of trusteeships over 
such immense funds are not anxious to 
utilize their potential to except corpo- 
rate control or influence. 


Along this line he says in part: Very 


little is known about the efforts of par- 
the 


ticular pension funds to acquire 











AGE MIN. 25,000 
30 14.94 
35 17.80 
40 21.53 





THEY'RE TAKING 
THEIR HATS OFF 


TO OUR 


WHOLE LIFE 
NON-PAR 


Our quantity discounts enable you 
to offer your clients an unusually 
low rate per $1,000 on this policy. 
For example: 


When you're in stiff competition, remember our Whole 
Life Non-Par—you'll win Hands Down. 


Phone: MArket 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 


HEAD OFFICE WATERLOO, ONTARIO 
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45 26.40 
50 33.02 
55 41.61 
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THE LEE NASHEM AGENCY 
"The Major League Agency" 


(Mutual Benefit Life Insurance Co., 
Newark, J.) 


TO BROKERS : 


We pay 55% -+ nine 5's vested on | 
Ordinary Life! | 
Extremely high immediate cash i 








values on about 20 different types 
of contracts. 
One year incontestable—not two. 


COME IN AND SEE US! 
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stock of other companies of moderate | 
size for the purpose of exercising in. 
fluence or control. The trust companie 
resist such efforts, but their attitude is" 
not conducive as to whether such “T 
tempts have or have not been made. § 

“It would be to the public interest if 
disclosure of any such attempts became 
the practice. The Federal Welfare anf 
Pension Plans Disclosure Act might re 
quire disclosure by any funds that hold, 
let us say, 10% or more of the outstand-| 
ing voting stock of any one corporation, | 

“Financial institutions play a signifi.) 
cant part in the ownership of particular 
corporations, In terms of sheer total oi 
common stock ‘holdings, there is a vast 
potential for these institutions to exer- 
cise corporate control and influence | 
Among these institutionism self-insured 
pension funds are a large and rapidly 
growing sector. It is a fact, however,” 
that trust companies that control the fE 
investment programs of most self-in-/ 
sured pension funds are anxious not 1 
utilize that potential. S 

“Various factors account for this at- 
titude: desire for flexbility in their in-7 
vestment position, a concern about their| 
reputations and legal status as trustees; 
a realization that any real exercise oj 
their power would inevitably invite sta- 
tutory and judicial restraints and re- 
dress ... In a way it is strange that 
self-insured pension funds have aroused 
interest as a potential source of con- 
centrated economic control. Perhaps 
the reason is that their rate ‘of growth 
has been dramatic and that they are) 
comparatively new and of rapidly in- 
creasing importance among the institu 
tions through which our savings are} 
channeled into investment. It is. still 
startling to realize that pension funds 
may accumulate sufficient assets to be! 
able to buy a significant Part in the § 
ownership of corporations.” 
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Pacific Mutual Promotions © 

T. S. Burnett, president of Pacific) 
Mutual Life announced the promotions 
of William L. Boyle to manager of) 
claims department field operations and” 
Harry Pflaumer to manager of claims 3 
department field operations. & 

The promotions follow the recent elec: © 
tion of former claims department mar- f 
ager D. K. Swinnerton to assistant vice” 
president by Pacific Mutual’s board of © 
directors. 

Mr. Boyle takes over his home office © 
executive assignment after seven years > 
as district claims representative for Pa- & 
cific Mutual in Seattle. He joined the 
company in 1948 as a claims representa |7 
tive in Kansas City and while in Seattle 
served as president of the Washington © 
Accident and Health Claims Associa: 
tion. : 
Mr. Pflaumer’s new assignment comes § 
just one year after his being name 
secretary of Pacific Mutual’s Group ir 
surance claims operation. A member 
of the California Bar Association and 
secretary of the Los Angeles Life ani) 
Accident Claim Association, Mr. Pflau- #7 
mer started with Pacific Mutual in 195! 
and has held various posts in the claims 
phase of the company’s operation since 
that time. 

At the same time, W. W. Boss was 
named supervisor of the claims examit- 
ers division. He has been the company’ 
senior claims examiner since 1957. 
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Tomeet the demands of today’s expanded, di- 
versified insurance market, New York Life’s 
complete modern line gives the Nylic Agent 
a plan for every prospect—whether his client 
wants Ordinary Life, A & S; Individual or 
Group. No wonder why, year after year, 
more Nylic Agents qualify for membership 
in the Million Dollar Round Table than do 
agents of any other company! 


Among the newest additions to New York 
Life’s line are: 


Family Endowment Plan — Insures entire 
family in one policy—then pays Father an 
endowment at age 65. The one premium can 
be paid monthly or by Check-O-Matic—the 





Modern products... : es 


another reason why ~| THE NEW YORK LIFE AGENT 


oe “IN YOUR Dtte. tude 
By {8 A GOOD MAN TO 















A complete line of 
modern products to 
give him greater 
sales potential ! 


automatic premium-paying method. 


Assured Accumulator—Provides immedi- 
ate life insurance protection combined with 
long range accumulation of money and four 
optional privileges to fit the future. 


Employee Protection Plans— Now include 
Major Medical protection along with Life, 
A & Sand Hospital coverages for firms with 
from 5 to 50 employees. 


Accident & Sickness Policies — Include 
the modern Income Protector Plans that pay 
an income when disabling injury or illness 
prevents wage earner from working. All are 
non-cancellable and guaranteed renewable 
to age 65 for men—age 60 for women. 


New York Life 
Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance « Group Insurance + Annuities 
Accident & Sickness Insurance 


e Pension Plans 
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LIAMA Panel on Agency Visits 


Richard W. Wiltshire, vice president 
and superintendent of agencies, Home 
3eneficial Life, was moderator of a panel 
discussion “Agency Visits” before the 
Combination Companies Conference of 
LIAMA held in New York earlier this 
Participants were Louis F. 
vice president, Southland Life; 
manager of agen- 


month. 
Runge, 
J. Harold Gatewood, 


cies, Equitable Life of D. C.; R. W. 
Friedner, second vice ceniidaat Wash- 
ington Nz ational, and P. H. Malone, 
agency secretary, Gulf Life. 


“Visits to agencies by home office per- 
sonnel are an integral part of agency 
management,” said Mr. Wiltshire. “A 
timely and profitable visit can prove to 
be of great value both to the district 
manager and the company. On the other 
hand a relatively routine and_ possibly 
poorly planned visit can be of little value 
and may result in nothing more than 
additional expense and wasted time. 


Louis F. Runge, Southland Life 


Mr. Runge described Southland Life’s 
plan for field visits. “Generally speaking,” 
he said, “our field visits fall into four 
categories: (1) the need for action on a 
problem; (2) introduction or orientation 
of a eeu manager; (3) introduction of 
procedures; and 


new meé terial or new 
(4) training and sales promotion. 
“The duration and frequency of the 


district visit depends upon the objective. 
We stay as long as necessary to take 
action on a problem, and we try not to 
return until the district manager has 
had the full opportunity to do something 
about it. 

“Rarely does a district visit pass with- 
out the field man making his appearance 
before the entire organization,” Mr. 
Runge said. “On the subject of enter- 
tainment of field personnel during a 
visit, we take a conservative stand.” Also, 
he said, “we do not make a practice ot 
having night sessions at the office or at 
the manager’s home.” 

J. Harold Gatewood, Equitable of D. C. 

Two different kinds of field visits were 
outlined by Mr. Gatewood. The first 
he described was that of the company 
president, Charles E, Phillips, who tries 
to visit each field office every two years. 
Careful preparation for Mr. Phillips’ 
visits is made. He visits each office re- 
gardless of size and he reviews the 
records of the agents before he goes to 
the office. In the district office meeting 
he tells the men what the home office 
people are thinking about or planning 
and asks for suggestions for improving 
the company’s operation. 

“He generally has some plan the home 
office group is working on and he dis- 
cusses this,’ Mr. Gatewood said. “After 
that he sits down and invites questions, 
problems, and suggestions that would be 
of interest to the group. 

“This is really a working visit and it 
works well with us,” Mr. Gatewood said. 
“We like it. The field men like it, and 
Mr. Phillips likes it, too.” 

The other type of field visit Mr. Gate- 
wood described as a “Personal Progress 
Conference” with each staff manager. 
The home agency man visits with each 
staff manager and his manager, discuss- 
ing anything the staff manager wants to 
bring up, including his own objectives, 
problems and plans. 

“The manager is requested to arrange 
the appointments for the conference with 
the staff manager on the days the agents 
do not report. At the start of the con- 
ference the staff managers are told that 
we feel they control a pretty important 
segment of the company’s business. We 
want them to tell us just how things look 
in general in their territory, economi- 
cally and otherwise.” 

The conference then becomes more 
specific, including a discussion of each 
agent in the district ... his past record 
and his future plans. A follow-up letter 


is sent to each staff manager when the 
home office people return to the home 
office. Mr. Gatewood said they were very 


much pleased with the results and plan 
to continue them in the future. 


R. W. Friedner, Washington National 


Mr, Friedner described his company’s 
plan of having regional directors who 
have the direct responsibility of super- 
vising and directing the activities in his 
region. He said that these regional 
directors spend between 30 to 50% of 
their time in the field over a year’s 
period. 

“In preparation for the field visit the 
regional director reviews the records of 
the district and discusses his plans for 
the trip with the second vice president 
to whom he’s responsible. While he is 
on this field visit, the regional director 
sends reports back to the home office on 
the manager, superintendents, and agents 
along with general remarks. A confer- 
ence to review the whole trip is held 
with the vice president upon the regional 
director’s return to the office. 

“In addition to district visits by re- 
gional directors we have two meetings 
each year in each region with our field 
management,’ Mr. Friedner said. At 
one meeting district managers and 
superintendents are included; at the 
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other only the managers are invited. 
These are really workshops, and fre- 
quently top management and some de- 
partment heads attend the meetings. 

“Another plan that we use effectively 
is calling a district manager into the 
home office for a two or three day visit,” 
Mr. Friedner said. “This enables us to 
sit down with the manager and discuss 
his problems and help him work out 
the solutions.” 


E. H. Malone, Gulf Life 


Gulf Life’s routine supervisor visit 
guide was discussed by Mr. Malone. He 
pointed out that this guide is a tract 
that reminds the agency supervisor that 
he must “touch all bases” before he 
comes back to the home office. “We feel 
that ‘first base’ is sales promotion be- 
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... every once ina 
while a fellow just 
has to “pop his 
buttons” because 
he knows he has 
something great! 
For the man 
interested in 
agency management, 
we've got... 


0 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


beat. 


Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
program aids the new agent in making a rapid 
? climb to a top producer. 


y; GA complete portfolio of life and S&A insurance plans, 
/ designed to fit every prospect and his particular needs. They 


/ include a low-cost whole life plan, Family (family group 
- plan), Major Medical Catastrophe Insurance plans, and the most 
/ versatile decreasing term riders ever devised. 


6 Some excellent territories still open (including a few major cities) in 


the United States and Canada. 


If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 


Society, Detroit 2, Michigan. 


THE 





MACCABEES 
a Life Insurance Sociely 


Founded in 1878 


Home Office 
Detroit 2, Michigan 


cause no matter what the problem may} 
first, | 
When the agents’ earnings begin to drop, [7 


be, it usually affects production 


new problems arise in manpower, train. 
ing and management.” 





Combination Companies Elect 


George B. Thompson, Jr. Chr. 


George B. Thompson, Jr., vice presi- 
dent, John Hancock, was elected chair- 
man of the Combination Companies 
Committee of the Life Insurance Agency 
Management Association, succeeding W. 
Sheffield Owen, vice president, Life of 
Georgia. The election took place during 
the recent three-day conference in New 
York City for LIAMA member compz- 
nies which write Industrial as well as 
Ordinary. Mr. Thompson will serve untilP 
the spring conference next year. A 

Three sales executives elected tof) 
three-year terms on the committee were:} 
Thomas Allsopp, second vice president} 
Prudential; C. F. Byron, assistant super-} 
intendent of agencies, London Life, and 
Rufus White, vice president and director} 
of sales, Pilot Life. ; 





° 
DeYoung on “Conservation” 

“Conservation is not a thing whicl 
can be set apart, but rather is an inf 
te gral part of the whole insurance opera- 
tion,” Frank DeYoung, superintendent 
of agencies, Colonial Life, told the sales 
executives at the Combination Compa- 
nies Conference of the Life Insurance 
Agency Management Association in New) 
York. At his company the director off 
conservation works hand in hand with 
all the other department managers be- 
cause “everything has an effect on con- 
servation,” ; 

The speaker pointed out that a con-f 
servation program is a two-fold taskp 
“First,” he said, “we must gain the ac-f 
ceptance of the program by the field) 

. convince the agent that good con-f 
servation really pays him. We know that) 
everyone works for two things: remv- 
neration and job satisfaction.” He said 
it Was easy to prove to the agent that} 
his earnings can be upgraded by improv-) 
ing persistency. The second point can bee 
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considered in the light of “ego recog 
nition” and in Colonial Life all of th 
contests incorporate some persistenc} és 
factor, thus giving a place of importanct)} 
to conservation. 

Turning to the task of teaching ané 
training men _ conservation _ principles} 
which will guarantee success, Mr. De} 
Young listed three things which agents 


must remember in order to improve) 
persistency. 
“The first is, Who You Sell,” Mr 


DeYoung said. He pointed out that this 
was the principle of quality prospecting 
and said an agent’s training should en§ 
able him to determine quality prospects 
A quality prospect the speaker definel) 
as “an individual who has a need, wh0f 
can pass, who can pay, who is approach: 
able and willing to buy from him, and 
who has character. The last factor ' 
emphasized,” he said, “because we fet 
that 50% of an agent’s future conserva 
tion difficulties begin right here. Z 

“The second factor with which the 
agent must concern himself is, How Yo! 
Sell. This includes everything from the 
aa aay to the close. 

“The last thing we stress is, How You 
Service. This is really an all-inclusive 
activity beginning with the delivery amv 
placement of a policy. Here we close! 
adhere to the LIAMA philosophy that 
good policy delivery is an _ absolute 
necessity for good conservation.” 
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Regional Sales Director 
For Columbian National 





JOHN S. HOWE 


Fred S. Sibley, vice president and 
director of sales, Columbian National 
Life, a member of the Hartford Fire 


Group, announces the appointment of 
John S. Howe as regional director of 
sales. Responsible for the area of the 
eastern department of the Hartford 
Fire Group, Mr. Howe will recruit, train 
and supervise the field sales and service 
organization that will bring the cover- 
ages and services of Columbian Na- 
tional to all producers of the Hartford 
Group in the eastern department terri- 
tory. Mr. Howe and his associates will 
be principally concerned with individual 
life and accident and health coverages 
of Columbian National. He will be 
located in Hartford. 

Assisting Mr. Howe will be Leo J. 
Golash, located in Springfield, Mass., 
and Robert A. Smith in Portland, Maine. 
In addition he will be assisted by Robert 
J. Trippe in_ Washington, D. C. and 
John Davis, CLU, in Philadelphia. 

Mr. Howe received his B.S. degree 
from Rutgers University and taught 
school in Union, N. J. for two years. 
He entered the life insurance business 
in 1952 and goes to Columbian National 
from the Travelers Worcester branch 
office where he has been manager for 
the past three years. 





T. C. COLIHAN’S NEW POST 





Joins Great Eastern Life as Supt. of 
Agencies; Background of Agency 
Work With Royal-Globe, K. of C. 
The Great Eastern Life of Providence, 
R. I, has appointed Thomas C. Colihan 
as superintendent of agencies to develop 
increased sales representation. He will 


assist Thomas R. Diesel, director of 
agencies. 
Mr. Colihan had previous experience 


with Royal-Globe Insurance Group as 
State agent for both fire and casualty 
lines in West Virginia, and more re- 
cently he has been assistant director 
of agencies for the Knights of Columbus. 

A graduate of University of Alabama, 
he was a member of its Rose Bowl foot- 
ball teams in the early 1930’s, and later 
coached at University of Kentucky and 
other Southern schools. 





HAIGHT, DAVIS & HAIGHT, Inc. 
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Reactivation of NALU 
Fund-Raising Campaign 
E. M. SPENCE NAMED DIRECTOR 





Set $505,000 Goal; $400,000 to Cover 
Building Changes; $105,000 for 
Furnishings, Equipment 





Washington, D. C.—Reactivation of a 
fund-raising campaign to assure dedica- 
tion of a debt free headquarters build- 
ing and the appointment of Eber M. 
Spence of Indianapolis, Ind. as cam- 
paign director was approved by the NA- 
LU board of trustees at a special meet- 
ing here last week. 

The countrywide campaign will be 
based on NALU’s network of more than 
800 affiliated state and local associations 
and will have a goal of $505,000—$400,- 
060 to cover cost of making extensive 
changes in the building at 20th & hg 
Streets, N.W. in Washington, D. 
recently purchased by NALU; and $1057 - 
000 to purchase necessary furnishings 
and equipment. 

Mr. Spence, retired vice president and 
director of agencies for American United 
Life and a long-time NALU wheelhorse, 
will direct the campaign on a volunteer, 
gratis basis. He was nominated for his 
post and presented to the board of trus- 
tees at the special session by NALU 
president, Oren D. Pritchard, Union 
Central Life, Indianapolis. 

Mr. Spence is a former president of 
the Decatur, Ill., Indianapolis, and Indi- 
ana State life underwriter associations 
and of the Indianapolis General Agents 
and Managers Association. From 1939 
to 1949 he was national committeeman 
of the Indianapolis Association, 

During World War II, Mr. Spence 
chairmanned the life underwriters com- 
mittee for National War Finance. H> 
was a member of a four-man NALU 
team that made appearances throughout 
the country to stimulate the sale of War 
Bonds on the payroll savings plan. 

Mr. Spence was one of the founders 
of the Life Insurance Marketing Insti- 
tute at Purdue University, served on the 
LIAMA board of directors, and on com- 
mittees of LUTC, and is active among 
Millikin University alumni. 

In accepting the responsibility given 
to him by the NALU board, Mr. Spence 
expressed confidence that the campaign 
goal will be oversubscribed. He said that 
his efforts to blueprint the campaign 
will start immediately and that a prog- 
ress report will be forthcoming in short 
order, 

Mr. Spence praised the outstanding 
fund-raising job turned in by the original 
NALU building committee, headed up by 
Charles E, Cleeton, CLU, Occidental of 
California, Los Angeles, and whose solici- 
tation efforts were directed primarily by 
Past NALU President Herbert A. 
Hedges, Equitable of Iowa, Kansas City, 
Mo. 

This committee, noted Mr. Spence, 
stimulated the desire of NALUers to 
have a permanent headquarters building 
of their own and worked tirelessly to 
raise a large sum of money that has 





MORGAN O. DOOLITTLE, 
President 





If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 
LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


C. R. Howell To Address 
New York CLU Chapter 


Charles R. Howell, New Jersey Com- 
Banking and 
will address the regular monthly meeting 
of the New York CLU Chapter, May 27, 
at the Mutual Of New York home office, 
1740 Broadway. The topic of Commis- 
sioner Howell’s address will be “Current 
Aspects of Life Insurance Supervision.” 
Time of the meeting is 2:15 p.m. 

A Chartered Life Underwriter himself, 
Mr. Howell was appointed Commissioner 
of Banking and Insurance by New Jersey 
Governor Robert A. Meyner in 1955. He 
entered the insurance business in 1928 
and is a past president of the Trenton 
Life Underwriters and vice president of 
the New Jersey Association of Life 
Underwriters. 

In 1944 and 1955 he served as a New 
Jersey State Assemblyman from Mercer 
County and in 1948 was elected to the 
U. S. House of Representative and was 
re-elected in 1950 and 1952. 


missioner of Insurance, 





Honor Lincoln National 

Lincoln National Life was honored 
recently at the annual banquet of the 
Sons of Indiana in New York, an organi- 
zation of some 500 native sons of the 
state who live in the New York area. 

Walter O. Menge, company president, 
accepted from the organization a plaque 
which was presented in recognition of 
the Lineoln’s “contribution to the life 
insurance industry, and for its endeavors 
in promoting public interest in the life 
and ideals of Abraham Lincoln.” 

Dr. R. Gerald McMurtry, director of 
the Lincoln National Life Foundation, 
was the featured sneaker of the evening. 
His topic was “Lincoln: An Indiana 
Product.” In addition to Mr. Menge and 
Dr. McMurtry, A. J. Hettinger of New 
York, a member of the company’s board 
of directors, and Allen C. Steere, second 
vice president and general counsel, were 
in attendance as representatives of the 
company. 

Among the honored guests. at the 
banquet was artist Paul Manship, whose 
heroic Lincoln statue, “Abraham Lin- 
coln the Hoosier Youth,” stands in front 
of Lincoln National Life’s home office 
building. Mr. Manship presented to the 
company a miniature of his creation. 

A number of prominent Indiana public 
officials were present for the occasion, 
including Governor Harold Handley and 
Senators Homer Capehart and R. Vance 
Hartke. 





been used to acquire the four-story, 
Georgian-style building and the excellent 
landsite that NALU now owns free and 
clear. 

President Pritchard told the board that 
he will soon announce appointment of 
a fund-raising committee that will co- 
operate with the board of trustees and 
Mr. Spence in shaping and implement- 
ing campaign policy. 








DOUGLAS S. FELT, 
Agency Vice Pres. 
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Hear G. L. Bannister 
“Complete 
ment is beyond 
system 


protection from embezzlc- 


the scope of any ac- 
a 
Mutual 


world-wide 


counting devised,” 
Bannister, auditor for Pacific 
Life, Los Angeles, told a 
gathering of insurance accountants and 
auditors at the 37th annual International 
Insurance Accounting and Statistical As- 
sociation Conference this week in At- 
lantic City. 

“Even if such a system could be con- 

ceived,” Mr. Bannister told the con- 
ference which ‘hosts more than 1,500 
delegates from over 5300 insurance com- 
panies around the world, “it would be 
prohibitively expensive to maintain. 
_ “Executives must not be lulled into a 
false sense of security by the knowledge 
that a comprehensive plan has been de- 
signed and put into operation. They 
must resign themselves to the fact that 
the only thing that remains constant is 
change itself, and definite responsibilities 
must be assigned for ‘policing’ of the 
system,” 

A nationally known figure in the audit- 
ing field, Mr. Bannister has been re- 
sponsible for accounting and auditing 
activities at Pacific Mutual for more 
than 35 years. He is past president of 
the Los Angeles Chapter, Insurance 
Accounting and Statistical Association 
and was cited by that Association in 
1958 for outstanding service. He has 
also served as president of the Los 
Angeles Chapter, Institute of Internal 
Auditors. 


yet 
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New HOLUA Officers 


Pictured above are new officers of the 
Home Office Life Underwriters Associa- 
elected at the annual meeting in 
week. They 
row (left to 
underwriting secretary, 
chusetts Mutual, president ; 
M. MacRae, New York 
Life, Walsh, vice 
president, vice presi- 
dent. 

Back row— 


tion 
are: 

right)—Arthur 
Massa- 
Earl 


Chicago last 
Front 
Faulkner, 
vice 
vice president, 
president; William E. 
Equitable Society, 


William H. Greenwood, Jr., 
associate insurance supervisor, Provi- 
dent Mutual, editor; John S. Wyper, 
secretary, life underwriting department, 
Connecticut General, 
ton S. Pauley, director, 
Prudential, 


secretary, and Bar- 
Ordinary under- 
writing, treasurer. 


Citizens Life Director 


JOHN A. SOLOMON 


John A. Solomon, vice president of 
Citizens Life of New York, 
a member of the board of 
annual meeting of the stock- 


was elected 
Directors at 
the recent 
holders of the company. 

Mr. Solomon joined Citizens Life two 
organiza- 
for 


years ago to take charge of 
procedures 
underwriter. 
Reporting on the progress of the com- 
pany at the meeting, Mr. Solomon an- 
nounced that Citizens Life was accept- 
ing applications for general agencies in 
States adjacent to New York, as well 
as in its home state of New York. 


tion and development 


the company, and as chief 











HEARD On TheWAY 











Berkshire Life has 


famous 


engaged 
Rockwell, American 
to paint a mural which will be 
the cocktail lounge of 
the 


The 
Norman 
artist, 
on the wall of 
the new home office 
company which will be ready for occu- 
pancy this Fall. Dimensions of the 
mural will be 7 feet by 20 feet. 


building of 


All 20 living presidents of New York 
State Association of Life Underwriters 
were guests at dinner in The River 
Club on the upper East Side of New 
York City, May 

Host was Julian S. Myrick, a former 
president of National Association of Life 
Underwriters, State Association and 
New York City Association. 


Louise Ilse, associate manager of 
Equitable Society’s Group department, 
has been elected eeuiea of Alumni 
Association, School of General Studies, 
Columbia University. As chief executive 


officer of the alumni group she will 
carry out policies formulated by the 
Association’s directors. 

Mrs. Ilse was chosen Woman of the 


Week in 1953, Business Woman of the 





LOUISE ILSE 


Year in 1958, and was awarded Colum- 
bia University’s Alumni Federation 
Medal, the first woman to receive this 
honor. Mrs. Ilse also serves as secretary 
of the Equitable’s Group Millionnaires 
Club of which she is an_ honorary 
member. 

The new Alumni Association president 
received her M.A. from Columbia Uni- 
versity in 1948 and her doctorate three 
years later. Her “Group Insurance and 
Employe Retirement Plans,” which she 
wrote is used by a number of life insur- 
ance instruction programs and colleges. 


Colonel D. Gordon Hunter, chairman 
of agency committee of Phoenix Mutual’s 
board of directors, has announced his 
retirement effective May 15, after 44 
years of service. 

That date coincides with the retire- 
ment of two other members of Phoenix 
Mutual’s agency department, Mildred G. 
Watrous, company contract analyst, who 


had completed 50 years’ service, and 
Ida E. Campbell, a private secretary, 
who had been associated with Phoenix 


Mutual 42 years. Colonel Hunter began 
his career as a salesman for the com- 
pany in 1915, leaving to enter the armed 
forces in a 

In 1919 he was put in charge of the 
first home office school for life agents 
in the country. 


Uncle Francis 


Karduna in New Offices Has 


Open House on Anniversary 





Left to right—George Kolodny, A. A. 
Karduna, State Sen. Herbert I. Sorin. 


Brooklyn 
observed 
this com- 


Karduna_ Associates, Inc., 
general agent of Postal Life, 
its seventh anniversary with 
pany May 15 with an open house party 
in its new offices at 16 Court Street. 
The host was A. A. Karduna, the 
agency’s president, assisted by his sons, 


Martin E. Karduna, associate general 
agent, and Arthur Karduna, agency 
supervisor. Special guests were State 


Senator Herbert I. Sorin and Council- 
man Edward Vogel, Democratic leader 
of Brooklyn’s 16th Assembly District. 
The home office was represented by 
President George Kolodny, who con- 
gratulated Mr. Karduna on his, produc- 


tion accomplishments; Vice President- 
Actuary Saul Rosenthal; H. M. Watne, 
secretary-treasurer, and Donald _ L. 
Smith, director of agencies. 


Whitehorn New President 
Of Eastern Life of N. Y. 


Eastern Life of New York has an- 
nounced the election of Victor White- 
horn as president. Mr. Whitehorn, a 


member of the law firm of Whitehorn & 


Cowin, succeeds Louis Lipsky, who was 
chosen chairman. Mr. Whitehorn is a 
director and has been on the finance 
committee for the last three years. He 
will continue as Eastern Life’s general 
counsel. 





Senate Passes Tax Bill; 
May Be $600 Million Yearly 


Washington, D. C—A life insurance 
company tax bill which ultimately will 
produce $600 million in revenue passed 
the Senate Tuesday by voice vote. Only 
significant amendment is an extension of 
the deadline for filing 1958 returns to 
September 15. The measure now goes 
to conference with the House. 

Pointing out that the Senate version 
would yield about $500 million on 1958 
life company income, as opposed to the 
$558 million which would be collected 
under the House-approved measure, and 
at least $535 million for 1959, Finance 
Committee Chairman Harry F. ake 
(D., Va.) told the Senate he thinks ‘ 
can safely call this bill a $600 ition 
tax bill.” 

Expressing the committee view 
the measure, which for the first 
would tax underwriting gains of life 
companies as well as investment income, 
“represents a permanent method for the 
taxation of life insurance companies,” 
Senator Byrd urged unchallenged ac- 
ceptance of the committee’s efforts. 


that 
time 





D. R. ALDERMAN BEREAVED 


Mrs. Anna A. Alderman, mother of 
Dallas R. Alderman, vice president, 
Kansas City North. She was the widow 
of Dr. Mason C. Alderman, widely- 
known Kansas City physician, ‘who died 
last September. 


AGENCY OFFICERS R. T. ELECTS 


J. L. Beesley, Chairman; Four New Com- 
mittee Members Named at Hot 
Springs, Va. Meeting of LIAMA 

Joseph L. Beesley, senior vice presi- 
dent, Equitable Society, was elected 
chairman of the Agency Officers Round 

Table of Life Insurance Agency Man- 


agement Association at a meeting last 
week in Hot Springs, Va., of the chief 
agency officers from LIAMA’s larger 


member companies. He succeeds Grant 
Westgate, agency vice president of Ohio 
National. 

Three agency officers were elected to 
the AORT committee for three-year 
terms are: C, W. Arnold, vice president 
and superintendent of agencies, Kansas 


City Life; C. R. Clements, Jr., vice 
president, field management, ‘National 
Life and Accident; and John H. Evans, 


vice president-sales, Home Life of New 


York. A. Rogers Maynard, second vice 
president, Metropolitan, was elected to 
fill the unexpired term of Arthur F. 


Williams of Crown Life who resigned 
from the committee. 

Retiring from the committee are: 
Grant L. Hill, vice president, North- 
western Mutual; Sayre MacLeod, vice 
president, Prudential ; and William B. 
Stannard, vice president in charge of 
agencies, Occidental of California, 

Chairman Beesley has spent his entire 
business caréer with Equitable Society, 
beginning in 1926 in the cashier’s depart- 
ment. Later he became a personal pro- 
ducer and in 1944 was appointed a man- 
ager in Syracuse; was named field vice 
president in charge of the New York 
area agencies in 1953. He was promoted 
to his present post in 1955. 


Spaulder, Warshall, Schnur 
Now at 123 William St. 


The Spaulder, Warshall: and Schnur 
Agency of Guardian Life of America 
has moved its offices to the 25th tower 
floor of the new building at 123 William 
Street, New York. 

Spaulder, Warshall and Schnur, which 
marked its 25th anniversary in January 
of this year, is devoted exclusively to 
the service of general insurance brokers. 





The agency has been Guardian’s pro- 
duction leader for many years. 
The agency’s ordinary life production 


in 1958 was close to $30,000,000 ; 
dition it topped all Guardian agencies 
in ‘both individual accident and health 
and Group sales for the year. 


in ad- 








GEORGE F. 


S. CLARKE 


Manufacturers Life has announced ap- 
pointment of George F. S. Clarke, FSA, 
as assistant agency superintendent. He 
will be associated with R. D. Ralfe, 
agency superintendent, in supervision 
and development of the company’s over- 
seas sales organization. 

A graduate of the University of Mani- 
toba, Mr. Clarke joined the actuarial 
department of Manufacturers in 1950. 
He became a Fellow of the Society of 
Actuaries in 1953 and was appointed 
assistant actuary the following year. 
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Director of Agencies for 


Bankers Life of Des Moines 





M. D. CRAMER 
CLU; 


-  D. Cramer, Los Angeles 
agency manager for Bankers Life of 
Des Moines, has been elected director of 
agencies and will move to Des Moines 
sometime during June. 

Mr. Cramer has spent his entire work- 
ing life with the company joining Bank- 
ers Life in October, 1925, in the office 
of the Lincoln agency while still in 
school. The following year, still working 
on a part-time basis, he was named as- 
sistant cashier at Lincoln and upon 
graduation from the University of Ne- 
braska in 1931 became a full-time sales- 
man there. He was transferred to Kan- 
sas City in January, 1933, where he be- 
came agency cashier. In 1935 the was 
named agency supervisor there. He 
moved to Los Angeles in April, 1938, to 
become agency supervisor and in De- 
cember, 1941, was named Los Angeles 
agency manager. 

He has been an outstanding member 
of the company’s agency managers ad- 


| visory committee for a number of years 


serving most recently as its chairman. 

Mr. Cramer is active on committees 
of local, state and national associations 
of life underwriters and is past president 
of the Los Angeles CLU Chapter. 

A native of Hardy, Nebraska, he grad- 
uated from Lincoln high school and the 
University of Nebraska with a B.S. de- 
gree. He also earned the CLU and CLU 
management degrees. In addition he has 


S undertaken night school work in law and 


public speaking. 





American Life of N. Y. Does 
Well in 2nd Anniv. Drive 


The American Life of New York, an 


_ affiliate of American Surety, has estab- 
lished a new production record during 
‘its second anniversary month campaign. 


Ordinary life applications received 


_ numbered 265 for a volume of $4.5 million 


to average nearly $17,000 per policy. In 
addition, during the drive, the company’s 
recently established accident and_ sick- 


) ness department received 185 applications 
_ with annualized premiums well in excess 
> of $28,000. 


Awards were made to agents and gen- 
eral agents on the basis of examined 





Eee 


paid cae oOo mete 


| business. The winning agent countrywide 


was Robert A. Sweeney of Hornell, N. Y. 
Boklan Associates of New York City 
Placed first in the Group I general 
agency class with Peter J. Kent of 
_B. Rappaport Agency, New York, 
winning first place as highest individual 
Producer in this group. 

Dorie Marcus Agency of South Orange, 
N. J, won first place in the Group II 
Seneral agency category and Jerome 
Marcus of this agency was awarded a 
Plaque as highest individual producer 
In this group. 

Alastair Conacher, life superintendent 


) a the company’s Buffalo branch office, 


S volume of 










Was winning life superintendent for 
business produced through 
agents. In turn, Fred H. Johnson, Jr., 
life superintendent of the East Orange, 
N. 7 branch office, was leading life 
Superintendent for business produced 


through general agents. 






Midland Mutual Awards 


The President’s Awards of Midland 
Mutual Life for all-around agency 
leadership during 1958 have been pre- 
sented to the S. Byrl Ross and E. Leon 
Harris Agencies. 

The Ross Agency, located in Parkers- 
burg, W. Va., ranked first among all 
agencies with the company five years 
or longer. In 1958, the agency registered 
a 57% gain over 1957 in life paid-for 
volume and a 112% increase in accident 


& Sickness sales. General agent, S. Byrl 
Ross, has been with Midland Mutual 
since 1939 and has headed Parkersburg 
agency operations since 1944. 

In the under-five-years category, the 
Harris Agency of Bay City, Michigan, 
came out on top. General Agent E. 
Leon Harris, a Midlander for two years, 
is currently vice-president of the Michi- 
gan State Life Underwriters Associa- 
tion. 

President’s Award plaques have been 
presented to both winners at special 
recognition luncheons in their respec- 
tice cities. 


Life Brokerage Manager 
Named By Valley Forge 


A life brokerage manager has been 
appointed for the Detroit branch office 
of Valley Forge Life, a member of the 
American Casualty Group, and a life 
brokerage supervisor has been named in 
the company’s Atlanta branch office. 

Joseph E. Maynard was named to the 
Valley Forge manager’s post in Detroit 
by Harold G. Evans, president. Filling 
the supervisor’s post in Atlanta is James 


R. Miller. 





WILLIAM M. FUREY, C.L.U., joined Berkshire Life on graduating from Yale University. He became an Agent in Pittsburgh in 1949, and 


...as vitality in Life Insurance selling. The Agent who can 


Supervisor in 1953. In 1958, he was appointed General Agent, becoming the fifth member of his family to direct the Pittsburgh agency. 


increase the one in order to balance the decrease of the 


other doesn’t have to worry about his future.” 


“We've both seen my own drive wane, Bill; yet, here at 


Berkshire I still feel important.” 


you can count on his maturity as an asset.” 


“I agree. After all, Berkshire’s 108-year reputation for 


soundness and service to policyowners makes it a mature 


company. Out of this experience come the ingredients 


which have contributed so much to our progress, and make 
it a recognized fact that today Berkshire presents the 


“You are important! After all, it’s the experience of tried 
and proven Agents, applied to today’s sales problems, that 
contributes most to our company’s progress. The point of 


our Continuous Training Program is to keep you abreast 
of these problems so that you can maintain your personal 


production, and at the same time contribute to the success 
of younger, less experienced men. This is why Berkshire 


gives special recognition to experience like yours.” 


“So long as a man can see his experience being used, I think 





Life, Accident & Sickness, Pension Plans, Annuities 
George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * A MUTUAL COMPANY + 1851 


greatest potential for per- 
sonal growth in the industry.” 


ERKSHIRE 


LIFE 


INSURANCE, CO. 
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Trinidad Is Setting for 
Life Agents’ Convention 
OF THE AMERICAN LIFE, DEL. 
Officially Opened by Trinidad-Tobago 


Chief Minister; President Rhodebeck 
Gives Closing Talk 








Trinidad, known to most North Ameri- 


cans as the home of calypso and the 
steel-drum, was the setting last week 
for a life insurance agents’ convention, 
sponsored by the American Life of 
Wilmington, Del. Held in the Normandie 
Hotel at Port-of-Spain, 45 qualifying 
agents from nine different Caribbean 
localities attended. Each of them had 
qualified, through business production, 
for membership in the “Top Club” of 
American Life’s Caribbean division. 
Many wives attended, too. 

From the company’s home office in 


Wilmington and foreign head office in 
Hamilton, Bermuda, came _ Richard 
Rhodebeck, president; Robert W. Staton, 
vice president; H. H. Hugo Fries, di- 
rector of agency administration, and 
Allan R. Mercer, assistant secretary and 
chief underwriter. 

Dr. Eric Williams, West Indies Fed- 
eration Chief Minister for Trinidad and 
Tobago, officially opened the six-day 
meeting with an address which under- 
scored the vital part life insurance will 
play in the formative economies of the 

Caribbean area. 

American Life has been operating in 
the area since 1953. Its portfolio, written 
in five currencies, now has insurance-in- 
force equivalent to more than US $0,- 
000,000. New paid production in excess 
of $12 million is anticipated in 1959, 
Territory in Charge of Adam W. Aitken 

The territory is under the direct super- 
vision of Adam W. Aitken, superintend- 
ent of agencies, Caribbean division. Now 
headquartered in Trinidad, Mr, Aitken 
was formerly regional manager in Bang- 


kok, Thailand, for American Interna- 
tional Assurance Co. of Hongkong. 
Both American Life and AIA are mem- 
bers of the American International 


Group, nine companies engaged in world- 
wide life insurance activities. 

Two other American Life regional 
divisions will hold conventions this year. 
The Middle East convention for quali- 
fiers in Cyprus, Kuwait, Iraq, Jordan, 
Lebanon, Saudi Arabia and’Syria (UAR) 
will be held in late May in Jerusalem, 
Jordan. The convention for Pakistan 
agents of American Life will be held 
next fall in Dacca, East, Pakistan. 

In closing the Trinidad convention, 
President Rhodebeck announced that the 
next “Top Club” convention for the 
Caribbean division will be -held in New 
York City early in 1961. ; 





C. L. Chambers Associates 
Sets Up Life Insurance Dept 


C. L. Chambers Associates of New 
York has established a separate life in- 
surance consulting department as an 
adjunct to its regular functions of estate 
analysis and planning. 


Chester L. Chambers, founder and 
head of the organization, in announcing 
this. expansion, said: “Life insurance 


counseling has always beensan integral 
part of our operation, but we have found 
in many of the less complicated cases— 
principally concerning salaried men— 
that an efficient estate plan can be de- 
vised around life insurance and the will. 
Therefore, we are making this separate 
specialized service available at a lower 
fee for those whose requirements do not 
include complex and detailed economic 
analysis on our part.” 

C. L. Chambers Associates is one of 
the few independent estate planning 
companies in the country, and it has 
developed unique sy stems ‘of insurance 
policy testing and analysis which accord- 
ing to Mr. Chambers, have proved highly 
effective. 

In addition, the Chambers’ service 
includes a detailed premium analysis de- 
signed to answer the most important 
question of all: Is the client getting the 
most for his insurance dollar? 


H. C. Luckstone, Jr. Joins 
Killea Agency as Ass’t Mgr. 








HAROLD C. LUCKSTONE, JR. 


The William J. Killea Agency of State 
Mutual Life in New York has appointed 
Harold C. Luckstone, Jr. as assistant 
manager. 

A Cornell graduate with post graduate 
studies at New York University, Mr. 
Luckstone has been in personal produc- 
tion since 1954 and has been a consistent 
NQA winner. He has completed courses 
in programming and estate analysis and 
is currently taking CLU cour ses. 

In addition to continued service to his 
clientele, Mr. Luckstone’s new duties 
will encompass recrtiting, training and 
supervision of new agents in the Killea 
Agency. 

Under Manager Killea’s direction the 
agency topped $1,000,000 in  paid-for 
production in March. As of 8 a 1 its 
1959 production is 128% of the agency’s 
life insurance quota and 156% of its 


Continental American 


Names Goldman in Boston 


Continental American Life, Wilming- 
ton, has announced the appointment of 
Yale Goldman as general agent in Boston 
and vicinity. Mr. Goldman goes to Con- 
tinental American after serving 11 years 
with the Boston Agency of Penn Mu- 
tual, where he served as unit manager 
in charge of estate planning. 

A native of Boston, Mr. Goldman, is 
a member of the Insurance Association 
of Massachusetts. During his associa- 
tion with Penn Mutual he qualified twice 
for the “Million Club” and on three oc- 
casions was selected “Agency Man of 
the Year’. Mr. Goldman is a graduate 
of Boston University where he was a 
member of Phi Epsilon Pi Fraternity, 
Alpha Xi Chapter. He serves actively in 


civic and community programs. At the 
present time he is president of the 
Countryside Parent Teacher’s Associa- 


tion and is committee chairman for the 
Local Cub Scouts. 





Frank V. Jones Appointed 

Frank V. Jones was recently appointed 
Acacia’s Akron branch manager, suc- 
ceeding Robert Shaver, CLU, retired, 
according to an announcement by Agency 
Vice President Harry J. Shaffer. 

Prior to joining Acacia, Mr. Jones 
was with a large eastern life insurance 
company. In his first year he wrote 
nearly $700,000 of new business. Later 
he was appointed an assistant manager 
at Akron and then was transferred to a 
larger branch in Detroit. 

Mr. Jones is a graduate of Akron 
University. He commanded a PT boat in 
the South Pacific during World War II. 
He has been an active participant in local 
life insurance organizations | as well as 
civic groups. 





S. & A. quota. 

Mr. Killea says that the new and 
dy namic sales philosophy, called ‘ ‘Planned 
Living,” which State Mutual is now 


featuring, has prompted more rapid ex- 
pansion of the Agency sales force and 
thus occasions the appointment of Mr. 
Luckstone. 


Guy Agency Supervisor 


ARTHUR S. PATTERSON 


Arthur S. Patterson, CLU, has bee: 


appointed agency supervisor by J. Rober 
Guy, CLU, New York City general agen 


for Northwestern Mutual. 


A 1951 graduate of New York Uni. 
degree in banking} 
Patterson was asso- 


versity with a BS. 
and financing, Mr. 
ciated with New England Life for eighi 
and one-half years prior to his presen 
appointment. For five consecutive year 
Mr. Patterson has earned the Nationa 
Quality Award. In addition, he has com. 
pleted the Life Underwriters Training 
Course and has been a member of his 
former company’s Leader’s Club for the 
past six years. _ 

Son of Lloyd Patterson, retired, we 
known general agent for the Massachw- 
setts Mutual in New York, Mr. Patter. 
son is a Navy veteran of World War Il 
He resides in South Norwalk, Conn. 
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Test us... 


Eastern Life’s ‘‘Liberal Flexible Protection” 
Represents Co-operation that Makes Sales! 


Eastern Life’s LFP is'synonomous with complete 
service. It reflects a standard of Home Office co-opera- 
tion that is unsurpassed in our industry. 


Eastern Home Office executives and General Agents 
are at the other end of your telephone—ready to serve 
you with progressive ideas, accurate information, com- 
plete programs, even outside on-the-spot assistance. 


inquire today about L F P. 


Communicate with: MURRAY APRIL, Director of Agencies. 
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INSURANCE COMPANY 
OF NEW YORK 


Home Office: 386 Fourth Ave., N. Y. 16, N. Y. 


GENERAL AGENCY OPPORTUNITIES AVAILABLE IN: Connecticut, 
Delaware, District of Columbia, Florida (except Dade, Broward and Palm 
Beach Counties), New York and Pennsylvania. 
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It is this type of co-operation—combined with liberal | 
underwriting and fast approvals on applications—that te 
recently inspired this comment from a Field Repre- | 
“Eastern helps us sell difficult prospects 
with fast action.” 
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SCHAAFF 


CHARLES H. 


The executive committee of board of 
directors of Massachusetts Mutual Life 
to which Executive Vice President 
Charles H. Schaaff has been elected a 


the full board in the intervals 
Its member- 


acts for 


ship: 

President L. J. Kalmbach; Richard A. 
Booth, president, Springfield Institution 
for Savings; Chester O. Fischer, retired 
vice president; Richmond Lewis, presi- 
dent, Charles C. Lewis GO,, Springfield; 
R. DeWitt Mullary, attorney, Spring- 
Edward H. Thomson, director, 
Springfield Fire & Marine; Harold J. 
Walter, vice president, Amerace Corp., 
Uxbridge, Mass., and Mr. Schaaf. 

Mr. Schaaff joined the Massachusetts 
Mutual in 1931 and was among the com- 


| pany’s 100 leading representatives from 
‘his first full year in the business until 
| he was appointed general agent at Syra- 
icuse N. Y.,. in 
' Rochester, 
- 1941, and in 1950 came to the home office 


1937. He moved to 
N. Y., as general agent in 


as a vice president. He was elected a 


| company director in 1955 and executive 
| vice president for insurance operations 


in 1958. 





Conn. General Appointments 


Connecticut General Life announced 


staff appointments at four brokerage 
agencies. 
At the Chicago brokerage agency 


_ Laurance E, Boyden, Jr., has been named 


senior brokerage consultant. 

Thomas W. Barwick, formerly a staff 
assistant at the Philadelphia branch 
office, has been named assistant manager 
of the Seattle brokerage agency. Also 
in Seattle Robert G. West and Richard 
K. Jewell have been appointed senior 
brokerage consultants. 

H. Clay Myers and Archie E. Wood- 
liff, Jr., both of the Portland, Oregon, 
brokerage agency, have been named 
senior brokerage consultants. 

John W. McCaw, Jr., who has been 


N. Y., is now a senior brokerage con- 
sultant at the Kansas City brokerage 
agency, 





HEAR DR. D. W. GREGG 
Dr. David W. Gregg, CLU, president 
of the American College of Life Under- 
Writers, was guest speaker at the CLU 
breakfast during the recent biennial 
three-day western regional conference of 
assachusetts Mutual Life at the El 
irador Hotel in Palm Springs, Cal. 
he meeting was attended by more than 
persons, including 160 leading field 
ves from 18 agencies in 10 
ates, 


Design New Sculpture For 
Great-West Home Office 


A monumental bronze bas-relief, a 
symbol of the “average Canadian fam- 
ily,” by Vancouver designer and sculptor 
Lionel Thomas was mounted over the 
front entrance of the new head office 
building of Great-West Life in Winni- 
peg last week. The multi-colored work, 
depicting a family group of father, mo- 
ther, teenager, and three young children, 


measures 10 by 16 feet, and has been 
placed 30 feet above the main entrance 
to the spacious five-story building which 
the company moved into May 19. Except 
for the adult male in the group Mr. 
Thomas used his own family as models. 


The sculpture was cast by the Orna- 
mental Bronze Co. of Vancouver. Over 
50 castings were made to complete the 
assembly, which weighs more than 5,000 
pounds, over a period of 300 working 
days, It was shipped to Winnipeg from 
Vancouver by a railway flatcar. 


FRANKLIN MAN OF THE MONTH 
William G. Blowers, regional manager 
of the Northern Ohio division of Frank- 
lin Life of Springfield, Ill, has been 
cited as the firm’s Man of the Month. 
Also during April, Mr. Blowers 
Franklin’s fifth leading salesman 
a'reported volume of 255,250. 

Mr. Blowers joined Franklin Life in 
1950, became general agent in Johns- 
town, Ohio, in 1952 and was named head 
of the Northern Ohio division when it 
was established in 1954. 
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Richard E. Pille, President. 
Harland L. Knight, Agency Vice President. 


Times were never better for sales of Pension Trusts... 


PENSION TRUST SERVICE 
there’s big business in 


small 
business... 











i 


More than 


half a million small companies (firms employing 50 people oreless) 


are discovering every day.. 


. they need Pension Trusts! The secur- 


ity provided by Pension Trusts reduces costly labor turnover, retains 
valuable employees, prevents “job shopping” for fringe benefits, 


and increases efficiency by retiring over-age personnel... 


BUT, 


most “Small Business Men” feel they‘re too small to do anything 
about it! There’s your market!! Your prospects will be happy to 


know that Pension Trusts can be totally tax deductible.. 


. that 


Security Mutual tailors its plans to meet the needs characteristic 
of small business. Here is a Pension Trust Plan that you have been 


waiting for.. 
signed to build BIG BUSINESS.. 


~SECURITY MUTUAL'S Pension Trust Service.. 
.for YOU! 


. de- 


Contact your Security Mutual General Agent today, or write 


security mutual life insurance company 


(ows Seciunll 


out (Vuluald 


80 Cea STREET, BINGHAMTON, N. Y, 
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SOUND SERVICE BY INSURANCE 
Harry W. Miller, president of the 
National Board of Fire Underwriters 


the Com- 
urged 


attorney of 
yesterday 
insurance 


and general U. S. 
mercial Union Group, 
companies in the American 
market adhere 
when making improvements in insurance 
service to the public. He warned that 
the present narrow margin of underwrit- 


to to sound principles 


ing profit, where such profit exists, calls 
for stability in the business rather than 
possibly unwise departures therefrom. 
In addressing the annual meeting of 
the National Board in New York Presi- 
dent Miller declared the underwriting 
profit, permitted the business, requires a 
relatively conservative approach to meet- 
ing needs of He said 
that underwriting results the 
last five years have reflected the effects 
the which 


some 


insurance buyers. 
during 
economic factors 
spell high earnings 


of various 


to businesses 
and good times but to the insurers spell 
unsatisfactory underwriting results. Steps 
taken by the underwriters to offset these 
influences have begun to show improve- 
ment in the experience of the property 
insurance 

Despite the fact that the over-all fire 
declined last year to 60.3% 

in 1957, leaving an under- 
writing in 1958 of 1.5%, 
to Mr. Miller, some companies reporting 
for the first quarter of 1959 indicate loss 
underwriting 


companies. 
loss ratio 
from 63.7% 


loss according 


improvement in insurance 
on a industrywide basis is not as rapid 
as expected. 

In order to secure a satisfactory under- 
writing profit President Miller stated 
that it will be necessary to employ mod- 
ern methods to process the business, as 
well as not departing from sound under- 
writing principles. He said in the desires 
of the industry to provide new multiple 
line coverages “it has been necessary in 
some instances to call attention to that 
impertant, but not always clearly ap- 
parent distinction between rash experi- 
ment and sound progress.” 

Another point stressed by President 
Miller in speaking to this large group 
of leading insurance executives was that 
the “Insurance to Value” campaign in- 
itiated by the National Board a few 





years ago and which has been continued 
with insurance companies, producers and 
financial institutions combining to achieve 
the desired goal, is strong evidence of 
the service to the public. He emphasized 
the responsibility of the insurance in- 
dustry to inform the public of dangers 
of under-insurance so when claims occur 
policyholders will not be inadequately 
reimbursed for their losses. 





Walter B. Savage, special agent for 
the Standard Fire, and known as WOBO 
The Fire Clown gave his clown fire 
safety program at the Belmar, N. J., 
public school on May 19. This was done 


in conjuction with a town inspection 
made that day by fieldmen. 
> Bok ae 
S. Bruce Black, board chairman of 


Liberty Mutual, recently presented to the 
Smithsonian Institute in Washington, 
D. C., a unique experimental automobile 
designed to protect the driver and pass- 
engers from crash injuries. The company 
sponsored research and development of 
the car in cooperation with Cornell 
Aeronautical Laboratory. The vehicle, 
known as Cornell-Liberty Survival Car. 
was accepted by Dr. Leonard Carmichael 
of the Institute. 





vice president 


John B. Prizer, and 
general counsel of the Pennsylvania 
Railroad, has been elected a director of 
the Reliance of Philadelphia. Mr. Prizer 
currently serves on the board of the 
General Telephone and Electronics Corp., 
New York, and the Saving Fund Society 
of Germantown. Presently he is serving 
as chairman of the board of Woman’s 
Medical College of Pennsylvania. 


* * * 


George A. Lee, Jr., has been appointed 
manager of the Atlanta district office 
for the Phoenix of Hartford Companies. 
Mr. Lee, a graduate of Yale University, 
joined the Phoenix in 1949, He attended 
the companies home office training pro- 
gram and became a special agent in 
Alabama in 1952. He will be in charge 
of the Phoenix’ multiple-line operations 
in Atlanta and throughout Georgia, 


* * * 


Col. William J. Rushton, president, 
Protective Life of Birmingham, was re- 
cently presented citations from three of 
the nation’s leaders. In addition, Colonel 
Rushton is scheduled to receive an hon- 
orary Doctor’s degree from Southwestern 
University at Memphis this June. The 
citations were from the Secretary of the 
Army, Army Chief of Staff, and Chief 
of Ordnance. They were presented .. . 
“as a token of the Army’s recognition 
of his important contributions to Na- 
tional Defense and the Army Programs.” 
Col. Rushton is civilian chief of the 
Birmingham Ordnance District. “Col. 
Rushton’s actions were motivated purely 
by the spirit of public service.” Assistant 
Chief of Ordnance in Birmingham, Brig. 
Gen. Frank J. McMorrow, when present- 
ing the citations, said. “He has really 
been an outstanding American.” 

*x* * x 

Robert C. Jacobs has been elected a 
vice president of Hardware Mutuals, 
Stevens Point, Wis. He is responsible for 
the firm’s nationwide field operations 
which include the data processing cen- 
ter, research and development, both 
electronic data processing and systems 
and procedures, operational auditing of 
field offices, policyholder service, com- 
pany’s properties both owned buildings 
and leased office space. He has been 
with the organization since 1948 when 
he started as a claim adjuster in the 
Chicago branch office. Since then, he 
has worked in a number of the com- 
pany’s branch and district offices in 
underwriting, sales and administrative 
positions. 





Clancy D. Connell, center, retired general agent for Provident Mutual Life, 


is congratulated by Norman 


association’s executive committee. Mr. 


Barron, right, 
Association of Metropolitan New York, as Mr. 
association’s distinguished achievement award. 

F. Anderson, left, advertising manager of Dictaphone Corp. 
Connell is a former president of the Life 


president of the Hamilton Alumni 

Connell was presented with the 
Presentation was made by Joseph 
and member of the 


Underwriters Association of the City of New York and New York State and of 
the National Association of Life Underwriters. 


Charles W. V. Meares, vice president, 
New York Life, who is also vice presi- 


dent of the National Multiple Sclerosis f 


Society, welcomed Mrs. Mary Peters, 
“MS Mother of the Year,” when she 
visited New York prior to the MS Hope 
Chest campaign, which started on May 
10. Mrs. Peters was once an employe of 
New York Life in St. Paul. An M§ 
patient, Mrs. Peters lives in Maplewood, 
Minn., with her husband and three chil- 
dren, Robyn, 5; Kim Chris, 4 and Heidi, 
18 months. 


* * * 


Theo. P. Beasley, president of Repub- 
lic National Life of Dallas, has been 
elected president and chairman of the 
board of trustees of the National City 
Christian Church Corp., Washington, 
D. C. The election took place in Wash- 
ington, D. C., on the occasion of. the 
annual meeting of the board, for which 
Mr. Beasley had previously served as 
vice president. The National City Chris- 
tian Church Corp., on behalf of Chris- 
tian Churches throughout America, holds 
title to and supervises the substantial 
property holdings of the National Church 
in Washington, D. 


* * * 


William J. Dowling has been appointed 
branch manager of the Hazleton, Pa, 
branch office of General 


Bureau succeeding William T. Shindel, 


who was appointed branch manager at f 
Dowling joined F 


Germantown, Pa. Mr. 
the bureau at Allentown, Pa. in 1950, 
where he has served as senior adjuster 
handling the larger fire and 
losses. 


* * * 


Martin T. Archer, formerly president f 


and director of Affiliated Surplus Brokers 
in New York City has joined the Stuart 
Agency, Hackensack, N. J., in an exect- 
tive capacity. The Stuart Agency is 


general agent for a number of companies f 


and specializes in transportation busi- 
ness. It also writes general lines of in- 
surance. Prior to his association with 
Affiliated Surplus Brokers he was _ vice 
president and director of Geo. F. Brown 
and Sons in New York City. 


* * * 


Russell T. Derr, assistant treasurer of 
The Knights Life of America, was 
elected president of the Insurance In- 
stitute of Nebraska for the 1959-60 veat. 
He succeeds William M. Luedtke of the 
World Insurance Co., Omaha. Ed Mut 
fitt, chief underwriter of United Benefit 
Life, Omaha, was elected secretary: 
treasurer, 
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‘noted British 
their operations in this country. Among 


'Sun Insurance Office, 


- local 
) the Atlas. 
| Roderick McRae, executive vice presi- 
/ dent of Bank of New York; others on 










' \Y 


The Sun-Royal Exchange-Atlas 
Integration Operation 
In this period of insurance administra- 
tion in which coordination and unified 
activities are resulting in marked changes 
in company ownerships, affiliations, ex- 


ecutive direction and internal policy of 
| the offices involved one of the develop- 


ments in past 12 months which attracted 
wide attention was the decision of three 
companies to integrate 


the best known companies doing busi- 
ness in the international arena they are 
Sun Insurance Office, Ltd., oldest in- 
surance company in the world and 
founded in 1710, Royal Exchange Assur- 
ance which commenced business a decade 


‘later, and Atlas Assurance which had 


its beginning in 1808. In the integrated 
operation each of the companies retains 
its own identity. 

Included in the procedure are the 
American affiliates. Those of the Sun 
Insurance Office are the Sun Insurance 
Co. of New York which was formed in 
1955 at the time of the merger of the 
Sun Indemnity, the Sun Underwriters 
Insurance Co., and the Patriotic Insur- 
ance Co.; the Albany Insurance Co. with 
the Atlas Group, and the Provident In- 
surance Co, with Royal Exchange As- 
surance. 

The American financial resources of 


\the group at the end of 1958 were in 


individual 
millions) 
$24.5; Sun In- 
surance Co., $22.7; Royal Exchange, 
$14.4; Provident $11.1 and Albany, $5.7. 
American financial resources of Atlas 
at end of 1958 were $16.9. 

Only one of the companies has a 
board of directors and that is 
Chairman of Atlas board is 


excess of $95 million. The 
financial resources were (in 
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WILLIAM J. REID 





of Sun Group until June, 1950 when he 
assumed duties with the United States 
branch. 

In 1955 he became assistant secretary 
of the Sun Group; then was made as- 
sistant manager. In July of that year 
he was elected vice president of Sun 
Insurance Co. In January, 1957 he was 
advanced to U. S. manager of Sun In- 
surance Group and president of Sun 
Insurance Co. His appointment as U. S. 




















board being Fairman R. Dick, of Dick & 
Merle-Smith, 48 Wall Street, New York, 
an investment house; Harold A. Sutphen, 
executive vice president, J. Henry Schro- 
der Banking Corporation, New York; 
David G. McCormack, executive vice 
president, Adams Express Co.; G. Ley- 





ARTHUR LANG 


cester Parker, United States manager of 
the integrated companies; and Cornelius 
M. Gallagher, retired U. S. manager of 
Atlas. 

Sun Insurance Office, Ltd., entered 
the United States in 1882 at the time it 
bought the Watertown Insurance Co. 
of Watertown, N. Y.; Royal Exchange 
Assurance entered the United States in 
1891 in San Francisco. The Atlas came 
to the United States in 1886, its first 
operations being from Chicago. 


Principal executives of the integrated 
companies are G, Leycester Parker, Wil- 
liam M. Kearns, Arthur Lang, Carl 
Schaefer and William J. Reid. sum- 
mary of their careers follows: 

G. Leycester Parker, U. S. manager 
of Sun Insurance Office. Roval Ex- 
change Assurance and Atlas Assurance, 
and president of Provident and Albanv 
insurance companies of America, is also 
vice president and underwriting man- 
ager of Quaker City Insurance Co. 

Mr. Parker is agraduate with a BA. 
degree from University of Toronto. He 
frequently lectured at Insurance In- 
stitute of Toronto on insurance subjects, 
two topics being on History of Insur- 
ance and Business Interruption Cover- 
age. In World War II was in the Roval 


Canadian Navy from November, 1942 
where the saw service in the North 
Atlantic as a lieutenant in anti-sub- 


marine duty. ; 
He was secretary of Canadian Branch 





Affiliated P)oto-Conway 
WILLIAM M. KEARNS 


manager of three British companies was 
on December 31, 1958 at which time he 
also became president of Provident and 


Albany. 


Mr. Kearns, who is general attorney 
of the U. S. branch -of the Sun Insur- 
ance Office, Ltd., was born in Gardiner, 
Maine; educated at University of Maine, 
New York University and New Jersey 
Law School, 

In 1935 Mr. Kearns joined the Sun 
organization as superintendent of the 
claim department of Sun Insurance Co. 
of New York. He became an officer 
in 1936 when made assistant secretary. 
He was advanced to secretary in 1938, 
vice president ten years later, president 
in 1950 and chairman in 1956. He was 
appointed deputy manager of Sun In- 
sur?nce Office, United States ‘branch, in 
1955 and general attorney in the follow- 
ing year. 

Mr. Kearns is on boards of Sun In- 
surance Co., Albany Insurance Co. and 
Provident Insurance Co. of New York. 
He is financial secretary of Atlas As- 
surance Co., Ltd., and Royal Exchange 
(United States branches.) 


Arthur A. Lang, assistant U. S. man- 
ager of the integrated companies, joined 
Royal Exchange in 1933 in its brokerage 
department and became fire underwriter 
in 1935. During World War IT he was a 
first lieutenant in the Army. On being 
discharged he rejoined Royal “ee 
as executive assistant to the U. S. man- 
ager. He then became state field man 
for New Jersey and in 1950 came back 
to the head office as executive assistant 
to the U. S. manager. He estab'ished the 
Pacific Denartment of Royal Exchange at 
Los Angeles in 1954 and four years 
later was appointed assistant U. S. man- 
ager of Royal Exchange. His appoint- 
ment as assistant U. S. manager of the 
integrated group of comn: inies was made 
in 1959. Mr. Lang is on tax, incendiary 
and arson and the actuarial committees 
of National Board of Fire Underwriters. 


Carl Schaefer, supervisor of the Fire 
and Marine Eastern Department of the 
integrated companies, joined Sun In- 
surance Office in August, 1927 upon 
finishing attendance in public schools of 
New York City. After serving his ap- 
prenticeship in the fire underwriting de- 


partment he was transferred to the 
brokerage and service department whiere 
he worked for several years. During 


World War II he supervised the War 








G. LEYCESTER PARKER 


Damage insurance of his 
companies. 

In December, 1943 he was appointed 
special agent of Sun for the New York 
suburban territory until 1950 when he 
was elevated to assistant secretary and 
returned to the New York office to head 
the Eastern fire underwriting depart- 
ment. In 1952 he was appointed secre- 
tary and in addition to supervising fire 
underwriting department he also was 
placed in charge of fee for the 
Eastern territory. In April, 1956 he also 
was given supervision of the casualty 
department. When the integration took 
place on January 1, 1959, and he was 
appointed supervisor of the Fire and 
Inland Marine Eastern Department he 
relinquished his duties as head of the 
agency department. 


William Reid, manager at Chicago of 
the integrated groups, joined Sun In- 
surance Office in January 1938. In World 
War II he joined the Air Force in 1942 
serving for ‘four years as a pilot and 
being discharged as a captain. Immedi- 
ately following the war he became a 
field man for the Sun in Michigan. 

Mr. Reid was one of ithe best known 
field men in the state, some posts held 
by him being president of Michigan 
State Fire Prevention Association, chair- 
man of Michigan catastrophe committee, 
director of public relations of the Field 
Club, member of advisory council at 
University of Michigan Fire College and 
he was active in insurance educational 
faculty at Michigan State University. 

In July, 1955 he was transferred to Chi- 
cago Branch as agency superintendent, 
promoted to assistant manager in Janu- 
ary, 1958. made manager of the integrated 

(Continued on Page 32) 
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NAUA Elects Jones 
As New President 


SPRAGUE VICE PRESIDENT 





Retiring President Seymour Discusses 
Losses, Rates, California Plan and 
Statistics in Annual Report 





The National Automobile Underwriters 
Association held its 29th annual meeting 
at the Hotel Statler in New York City 
on May 20 where Tudor Jones, vice 
president of the Aetna Insurance Co. 
was elected president; Mortimer E. 
Sprague, vice president of the Home 





Vincent James, N. Y. 
A. C. SEYMOUR 


Insurance Co. elected vice president, and 


president of the 
Travelers Indemnity, elected treasurer. 
Mr. Jones succeeds A. C. Seymour, 
deputy U. S. manager and executive vice 
president, Royal-Globe Insurance Group. 

In addition to these officers who are 
also members of the board of directors, 
nine directors were elected, five directors 
at large and four representing the 
regional territories. 

The directors at large are: J. Harry 
Bibby, executive vice president, United 
States Fidelity & Guaranty; Nicholas 
Dekker, executive vice president, Amer- 
ica Fore Companies, America Fore 
Loyalty Group; Earl D. Patton, United 
States manager, Northern Assurance; 
E. B. Stout, vice president, Phoenix 
Insurance Co., whose terms expire in 
1961; also G. L. Parker, United States 
manager of the Atlas, Royal Exchange 
and Sun Groups, elected for one year 
to.serve the unexpired term of Mr. 
Haugh. 

Regional directors elected are as fol- 
lows: East, F. A. Seiler, vice president, 
American Surety of New York; Pacific 
Coast, A. J. Stocklmier, manager, Pacific 
Coast department, London & Lancashire; 
South, A. G. Trundle, manager, Southern 
department, Aetna Casualty and Surety; 
West, John G. McFarland, vice president, 
National Union Fire. 

Howard S. Omsberg continues as 
secretary and manager. The meeting was 
followed by a luncheon at which approxi- 
mately 275 representatives of member 
and subscriber companies, and guests 
were present. 


J. Haugh, vice 


Eastern Regional Committee 


The following were elected to the 
Eastern regional automobile committee: 


C.-C. Boaz, vice president, New 
Amsterdam Casualty; F. G. Haley, vice 
president, America Fore Group; J. F. 


America Fore Cos. 
Cut Underwriting Loss 


FIGURES FOR 3 MONTHS GIVEN 





Continental and Fidelity-Phenix Report 
Higher Premiums Earned, Invest- 
ment Income, Capital Gains 


The Continental and the Fidelity- 
Phenix Fire of the America Fore Loyalty 
Group have issued consolidated operating 
results for the first three months of 
1959, reflecting interest in subsidiary 
and affiliated companies. Both companies 
reduced underwriting losses from the 
first quarter of 1958. but neither reports 
either an underwriting or operating 
profit. 

The Continental, with premiums earned 
of $83,805,714 and losses, claims and 
expenses incurred of $94,949,491, reports 
an underwriting loss of $11,143,777, 
against $14,207,463 for the first quarter 
of 1958. The Fidelity-Phenix had pre- 
miums earned of $37,821,210, losses, 
claims and expenses incurred of $42,784,- 

228, for an underwriting loss of $4,963,018, 
ag uinst $6,841,699 in 1958. 

The Continental reported net invest- 
ment income of $6,281,194 and operating 
loss of $4,862,583, against $7,950,694 in 
the first quarter last year. For the same 
period the Fidelity-Phenix reported net 
investment income of $3,770,710 and an 
operating loss of $1,192,308, compared 
with $3,132,240 in the first quarter last 
year. 

Net capital gains realized were $5,285,- 
167 for the Continental, against $1,390,094 
in 1959. The Fidelity- Phenix in the first 
quarter had net capital gains realized 
amounting to $3,660,536, against $1,400,- 
007 last year. 

Premiums written by the Continental 
amounted to $94,657,893, up from $92,- 
813,073, with the Fidelity-Phenix showing 
premiums of $40,091,122, down from 
$42,274,440 in 1958. 








Harris, vice president, Travelers; Melvin 
Karpf, vice president, Service Fire; 
R. A. Leeret, vice president, Glens Falls; 
G. C. Peacock, vice president, Agricul- 
turals J. "R: Robinson, U. S. manager, 
Phoenix Assurance; F. A. Seiler, vice 
president, American Surety; H. F. 
Thompson, secretary; Aetna Casualty & 
Surety; A. Weckerle, vice president, 


Great American: W. C. Widerman, vice 
president; Camden Fire. 
Report of President Seymour 
Loss experience, rate revisions, glass 


coverage, the new California safe driver 
insurance plan and statistical operations 
were cited by President Seymour in his 
annual report to the membership. 

Duties of a rating organization are, 
the president said, “among many other 
things, to compile reliable statistics, to 
maintain efficient rating plans, and, last 
but not always easiest, to satisfy super- 
visory authorities that its filings are 
reasonable and should be approved. If 
it is successful in the physical damage 
lines, the depressions in the experience 
cycle should not be too prolonged. This 
is, of course, an oversimplification; rating 
plans should not only be able to measure 
exposure but be competitive enough to 
attract good businsss. 

“According to industry indications, auto- 
mobile physical damage insurance pro- 
duced an underwriting loss in 1956 which 
worsened to a very unhealthy red figure 
in 1957. It is gratifying to report that 
preliminary totals for NAUA companies 
seem to show a break-even or a small 
profit in 1958. Thus, rate increases 
secured in 1957 and in 1958, the automatic 
assignment of new symbols and reduced 
expenses appear at least to have removed 

(Continued on Page 33) 


Slawsby Sees Rate 
And Commission Wars 


HITS INDEPENDENT COMPANIES 
NAIA President Declares Conforming 
Companies Are Preparing to Fight 
For Supremacy in Underwriting 





Insurance producers are going to wit- 
ness a battle for supremacy among the 
companies which will be the equivalent 
of an insurance atomic war predicts 
Archie Slawsby, Nashua, N. H., president 
of the National Association of Insurance 
Agents. In a strong attack on indepen- 
dent, or deviating insurers among those 
using the American Agency System he 
declared that many of the large con- 
forming companies are about ready to go 





ARCHIE SLAWSBY 


into battle, when speaking before the 
annual meeting of the American Asso- 
ciation of Managing General Agents in 
New York City. Commission wars will 
follow he likewise foresees. 

The largest writer of fire business is 
again planning to write or maintain the 
largest volume of fire premiums, Mr. 
Slawsby asserted. “I am afraid that 


agents will not be able to remain 
neutral,” he continued. “We will be 
embroiled in this civil war which will 


not be between competitive marketing 
systems but rather between members of 
the independent agency-company system. 
Weapons in this war are cut rates and 
deviations in coverage which are aimed 
at agents.” 

Pulling no punches in voicing his op- 
position to independent companies which 
deviate in forms and rates, Mr. Slawsby 
termed such insurers enemies of the 
agency system “in our midst. They are 
dedicated to furthering their own advan- 
tage and not the lot of industry or our 
phase of the industry. 

“There is a place for the independent 
company in our system. Many of our 
most important developments have come 
about because of the venturesome philos- 
ophy which causes some companies to 
‘go it alone.’ So long as truly significant 
developments are the objective of the 
independent . fine. The minute it 
resorts to introducing minor deviations 
in coverage and rate in order to syphone 
off highly desirable business which it 
then proceeds to refine and refine—then 
that company is more interested in itself 
than it is in the independent American 
agent. 

“Sometimes the independent which 
spawns a significant idea is a large com- 
pany. Sometimes it is a small company. 
The Homeowners concept is an out- 
standing example of the original idea 
of a large independent. The Store- 
keeper’s Business Interruption policy is 
an example of a product which was the 
development of a small company. These 
innovations and others like them which 
leave the beaten path are the province 
and obligation of the truly independent 
company, 

“T believe that it is of moral signifi- 
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cance whether a company is an offensive 
rate and premium deviator or a defensive 
rate and premium deviator. I believe 
that. the onus is on the head of the 
first company in our ranks which devi- 
ated for its own purposes! 
“T can respect and | do respect clear! 
p Dp y 

defined competition which operates under 
a different philosophy. On the other 
hand, I have contempt for competition 
from those who have defected from 
the very system which nurtured them,” 
Mr. Slawsby stated. 
“Business sold at a deviation is but 
half sold. Jt is the temporary property 
of the deviator, until the next deviator 
comes along with another angle. Com. 
panies own the business which is bought 
with deviations. The producer, whether 
he be local or managing general agent, 
does not own that business. 


Commission Wars 


“As we approach the joining of this 
battle and the later climax, we will find 
a need for more and more companies 
to absorb the liability of the business 
which we sell. Inevitably, more and more 
companies with a varied assortment oi 
gimmicks will appear. More companies 
will create more expense for us. Com- 
mission wars will follow, and we will 
be years recovering from their effect, 
if we ever do,” Mr. Slawsby believes, 

“As our expenses go up, so will those 
of the companies. Company presidents 
will be looking eagerly for merger cand- 
dates. Mergers have been provoked as 
much by the need for expense saving 
as by lack of capital, management or 


courage. Companies will leave rating 
and advisory organizations as_ though 
they were fleeing fire traps. 

“Many companies, large and_ small, 


have analyzed the underwriting results 
of the great deviator which apes ani 
champions, if it does not originate, man) 
of the practices of the direct/specialt) 
writers. They do not intend to permit 
it ito have its own way much longer. 

“Many companies, large and_ small, 
will leave advisory organizations for 
another reason. They will leave in pro 
test to the giants who seem to resis 
change by maintaining the Status quo. f 

“The medium and smaller size com-f 
panies (and some which are not sip 
small) do not feel that their interests 
are best served by the ‘heavyweights 
As we judge those who are committe’y 
to making this change in the order (of 
have made the change) there is im} 
pressed upon us the soul searching which} 
must have taken place before the step 
was actually taken. 


Agents Contribute to Battle 


“Agents have contributed to the forth q 
coming battle which I have predicted 
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The role of the independent produce 
is full of contradictions; in order to bef 
truly independent he must learn to comp 
form. Once he succumbs to gimmicks of} 
price and coverage deviations, he seldom) 
has ah courage to take the difficul! 
road ‘ 

ve & 3 the producer would stop, look ani 
consider before he embraces the min0 
rate and form deviations, he would be 
a great deal better off. Newcomers ‘0 
our business are the easiest prey fof 
‘gimmicks.’ The new agent comes inti 
the business with the sole objective 0 
making a living. 

“There is another way in which pr 
ducers succumb to deviations. An estab 
lished agent loses a few lines or lt 

(Continued on Page 33) 
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Three major developments in the legis- 
lative field face the National Board of 
Fire Underwriters in the view of the 
committee on laws, of which H. Clay 
Johnson, deputy United States manager 
of the Royal-Globe Insurance Group, 
is chairman. These deal with special 
interest state tax legislation hitting in- 
surance, rating problems associated with 
multiple-line operations and the study 
of insurance by the U. S. Senate Anti- 
trust and Monopoly Subcommittee. In 
bringing the National Board members 
up-to-date on these problems the com- 
mittee, in its report, stated: 

“First, we are facing a growing volume 
of tax legislation most disturbing in con- 
cept and most difficult to defeat. This 
is not the usual tax bill to increase state 
revenue; rather it is a special-interest 
type of legislation which can be limitless 
in its impact. 
“Such a bill has become law in Arizona. 
It provides for a special tax on auto- 
mobile premiums to pay pensions to 
highway patrolmen. In North Carolina 
a new pension bill has been introduced 
to provide pensions for firemen (both 
paid and volunteer) and in an effort to 
avoid a constitutional question the bill 
imposes no tax. The funds for the 
pensions are to come from general state 
revenues and by a separate bill the 
state revenues are to be increased by an 
additional tax on fire insurance. 
“Legislation of similar import has been 
introduced in Delaware. It is almost 
impossible to exaggerate the legislative 
momentum generated by the proponents 
of this type of legislation. In North 
Carolina almost half of the members of 
the House appear as introducers of the 
bill. 

No Limit to Demands by 

Special Groups 

“The manifest unfairness of saddling 
the cost of pensions for public servants 
on one portion of the public, ie, a 
particular group of insurance buyers, is 
brushed aside. The grave constitutional 
questions implicit in such legislation 
are ignored. The danger to insurers in 
this type of legislation is. manifest. There 
is no limit to the demands that can be 
made by special groups. 
“If such a tax is valid for a fireman 
it can be argued that it is equally valid 
for a policeman, or for any State or 
municipal employe whose work is in any 
way related to the protection of any 
kind of property. Your committee on 
laws has recognized the danger and has 
taken the position it must oppose such 
legislation where introduced and test 
its constitutionality where enacted. 
“Second, in the immediate future this 
business will face a definite demand for 
legislative solution of the rating prob- 
lems attendant upon multiple-line oper- 
ations. Reference has been made to 
these problems in the last several reports 
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of the committee on laws. As of the 
time this report is written, one state 
has amended its laws to provide that 
the Insurance Commissioner shall, by 
regulation, prescribe that a multiple-line 
contract shall be deemed to be a kind 
or subdivision of insurance. Similar 
legislation is pending in another state. 

“A third state has announced a legis- 
lative study of the rate law to adapt it 
to multiple-line operation, and there are 
indications that the National Association 
of Insurance Commissioners will under- 
take a similar study. In addition, litiga- 
tion involving multiple-line rating prob- 
lems is pending in two states and the 
court decisions are expected later this 
year. It is to be hoped that the business 
will arrive at some general agreement 





Special Interest ‘Tax Legislation, 
Multiple Line Rating Problems Cited 


which it can recommend as a solution 
to these multiple-line rating problems 
before legislatures or state Insurance 
Commissioners feel impelled to take the 
matter into their own hands. 


U. S. Senate Probe 


“The third major development which 
we are facing is the study of the busi- 
ness of insurance by the Antitrust and 
Monopoly Subcommittee of the United 
States Senate. This: study gives up an 
opportunity to demonstrate that the 
‘overall record of the stock property in- 
surance business is good; that the public 
has been well served; that the cost of 
insurance has been constantly lowered.’ 
We have made available to counsel for 
the subcommittee and his associates 
every minute, letter and document in our 
les. 

“We intend to continue to cooperate 
completely with the subcommittee in its 
undertaking. As Chairman O’Mahoney 
has observed, it is now some 13 years 
since passage of the McCarran Act and 
sufficient time has passed to permit a 
reasonable review of State regulation.” 
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Public Relations Activity In Field 
Of Fire Prevention Is Intensified 


The committee on public relations of 
the National Board reported to the an- 
nue il meeting ysterday increased activity 
in the field of fire prevention not only 
during the three major fire prevention 
campaigns of the year but on a year- 
round basis. In addition to the large 
quantities of fire prevention literature 
which thave ‘been distributed, fact sheets 
and feature stories for the use of the 
various media, such as the press, radio, 
television and speakers have been widely 
distributed and generously used to tell 
the story of fire prevention. 

Roland H. Lange, vice president of 
the Hartford Fire, is chairman of the 
public relations committee. He reported 
that the need for insurance-to-value has 
been continuously stressed. It is gratify- 
ing to note that many leading institu- 
tions throughout the country have felt 
this to be of such interest that they have 
prepared pamphlets or advertisements 
calling attention to the need ‘for adequate 
insurance as a financial bulwark. 


Catastrophe Publicity 


Catastrophe publicity, the impressive 
reaction to the film “Disaster File— 
Hurrican Audrey” and the distribution 
of the Property Insurance Fact Book— 
all have contributed to a better apprecia- 
tion of the work of the insurance busi- 
ness in time of disaster, the report states. 

During the past year the committee 
devoted considerable time and effort to 
the study of a public relations facility 
which wou'd serve all segments of the 
stock insurance business except accident 
and health and life. This has been a 
joint undertaking with the Association 
of ‘Casualty and Surety Companies. A 
proposal has been submitted to the In- 
land Marine Underwriters Association, 
the National Automobile Underwriters 
Association, the National Bureau of ‘Cas- 
ualty Underwriters and the Surety As- 
sociation of America with an invitation 
for them to participate in the program 
as charter members (of the Insurance 
Information Institute.) 

At this date the proposal has been 
approved in principle by the National 
Board, the Association of Casualty and 
Surety Companies and all of the other 
above-named organizations and it will be 
submitted to their respective member- 


ships for formal-authorization at their 
respective annual meetings, all of which 
are being held this month, Mr. Lange 
revealed. If such formal action is taken 
in each case, it is proposed to launch 
the new joint public relations facility 
and get its operations under way as soon 
thereafter as possible, he said. 


Fire Prevention Activity 


“Fire prevention now being a con- 
tinuing, year-round activity, requests for 
material for fire safety activities are 
received throughout the year, partic- 
ularly from schools, fire departments and 
civic groups,” the committee report says. 

“Special emphasis on fire prevention 
is concentrated*in three specfic cam- 
paigns: Fire Prevention Week, holiday 
fire safety during the Christmas season 
and Spring Clean-Up Week. 

“Requests for literature and posters 
during Fire Prevention Week this year 
demonstrated the continued growth and 
effectiveness of coordinated local cam- 
paigns. Over 18 million pieces of ma- 
terials were distributed, in response to 
5,500 individual requests. While the num- 
ber of individual requests for materials 
lessened this year the quantities of 
Fire Prevention materials ordered for 
community-wide observances of Fire 
Prevention Week indicated a further 
trend to unified planning and ordering 
of supplies. 

“Over 1,500,000 Fire Prevention Week 
posters were distributed, over 500,000 of 
which were imprinted for and distributed 
by organizations outside the insurance 
business. These organizations, by lend- 
ing their names to the cause of fire pre- 
vention, have intensified interest at the 
local level. In addition, forty thousand 
posters were displayed in post offices 
througout the country. 


Fire Prevention Week Publicity 


“Publicity on fire prevention during 
Fire Prevention Week further was re- 
flected in the distribution of 4,100 mats 
of the poster and a fire safety cartoon 
to local newspapers; 17,000 sets of radio 
and TV spot announcements to local 
stations and 241 one-minute film trailers 
supplied to TV_ stations—all of which 
served to multiply the impact of the 
fire safety message. The minute movie 


Harry W. Miller Is 


Re-elected as President 


Harry W. Miller, general U. S. attor- 
ney of the Commercial Union-Ocean 
Group, was re-elected president of the 
National Board of Fire Underwriters at 
the annual meeting yesterday at the 
Hotel Biltmore in New York City. Mr. 
Miller rates as one of the best qualified 
executives in the property-liability in- 
surance field, is widely popular and has 
long been a leader in insurance affairs. 

Mr. Miller is or has served as presi- 
dent and director of the Stock Company 
Association, a trustee of Underwriters’ 
Laboratories Inc., chairman of the gov- 
erning committee of Reporting Form 
Service Office, Inc., vice president and a 
director of the National Board of Fire 
Underwriters Building Corp, and a 
director of General Adjustment Bureau, 
Inc., Underwriters Salvage Co. of New 
York, Underwriters Salvage Co. of Chi- 
cago, Western Adjustment and Inspec- 
tion Co., i and the, 











Sanborn Map Co., 
Insurance Society of New York. 

Mr. Miller is a past president of the 
Eastern Underwriters Association and 
a past chairman of the board of govern- 
ors of the Factory Insurance Association. 
He has served as chairman of the 
National Board’s executive committee, 
the conference committee with other 
insurance companies and the fire _pre- 
vention and engineering standards com- 
mittee, and has been a member of the 
actuarial bureau, adjustments and public 
relations committees of the National 
Board. He has been chairman of the 
fire patrol committee of the New York 
Board of Fire Underwriters. 





North Vice President 


John A. North, president of Phoenix 
of Hartford, was elected yesterday as 
vice president of National Board for the 
next 12 months. He has been serving in 
that post in interim term for a few 
weeks. Kenneth E. Black, president of 
Home Insurance Co., elected vice presi- 
dent of NBFU last May, recently re- 
signed that position. 


also was ordered by hundreds of fire 
departments and local organizations for 
use in motion picture theatres and for 
other showings. 
“Efforts continued to reduce 
(Continued on Page 31) 
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Increase In Arson Losses. Reported; 


644 Marine Cases Are Investigated 


During the past year special agents of 


the arson department of the National 
3oard of Fite Underwriters investigated 
and made reports to member companies 
on 3,698 cases which involved question- 
able fire losses, the committee on in- 
cendiarism and arson reported to the 
annual meeting yesterday. Chairman of 


the committee is John A. Newlands, 
general attorney, Scottish Union & 
National, 


This was an increase of 263 over the 
number reported upon during the pre- 
ceding year and was considerably more 
than in any one of the past five years. 
In addition, hundreds of cases were in- 
vestigated in which reports were not 
distributed. These included losses in 
which non-incriminating information was 
developed, which was furnished to the 
company adjuster by letter, as well as 
many losses in which non- -member com- 
panies were at risk. The latter were 
conducted in cooperation with police 
departments, fire departments or other 
public authorities at the request of those 
agencies. ; 

“In view of the noticeable increase ot 
fires set to collect insurance in the past 
few years, a tabulation was made of the 
number of investigations conducted dur- 
ing the fiscal year by National Board 
agents in which the apparent motivation 
for the firesetting was to defraud insur- 
ance companies,” the report stated. 

“Five hundred and seventy-eight such 
cases were investigated during the past 
year. Statistics were compiled to reflect 
the number of such fires occurring in 
each state, the types of occupancies in- 
volved, and the amounts of insurance at 
risk, It was learned that the occupancies 
most frequently involved in these ap- 
parent fraud fires were private dw ellings. 


More than 50% of the fraud fires in- 
vestigated involved such occupancies. 
One Southwestern state showed a tar 


greater number of such fraud fires than 
any other state in the country, while a 
West Coast state had the next greatest 
number, The aggregate insurance at risk 
on the 578 losses investigated was more 
than $19,900,000. In 118 of these cases 
182 arrests were made of which 100 were 
assureds. At risk in these 118 cases was 
$2,900,000 of insurance. 

“The over-all number of arrests, con- 
victions and acquittals in connection with 
all fire investigations conducted by Na- 
tional Board agents during the past year 
reflected a decrease of 29 in arrests, an 


increase of five in convictions, and a 
decrease of six in acquittals. : 
“There were 504 arrests, 282 convic- 


tions and 28 acquittals in 1958, compared 
to 619 arrests, 339 convictions and 32 
acquittals in 1954, and with 644 arrests, 
403 convictions and 53 acquittals in 1949. 
Inland Marine Investigations 

“Agents of this department investi- 
gated and reported upon 644 inland 
marine cases during the past year. These 
included 436 burglaries, 37 robberies, 93 
larcenies, 41 hi-jackings and other types 
of truck thefts in addition to miscellan- 
eous cases involving frauds and _ lost 





211 Companies in NBFU 


Membership i in the National Board now 
totals 211 companies, which is a drop of 
six during the year due largely to 14 
mergers of companies within their own 
fleets. There were 10 new members and 
loss of two by resignation. The new 
members are the following: 

Alliance Assurance; American Star; 
Boston Indemnity; Fire and Casualty 
Insurance of Conn.; General Casualty of 
Wisconsin; Home "Indemnity ; Hoosier 
Casualty; Marine Insurance Limited; 
Merchants Fire of Denver, and Southern 
Title Insurance Co. 


items. Recoveries amounting to $442,104 
were made in cases in which our agents 
actively participated and in which their 
contributions were helpful to the solu- 
tion of the crime. The figures shown 
above very closely parallel those of the 
preceding year with the number of cases 
investigated being slightly more and the 
amount of recoveries somewhat greater. 

“Relationships with Federal, state and 
local law enforcement officers continued 
on a very high level with the coopera- 
tion extended being very gratifying and 
most worth-while. 

“Once again during the past winter 
season, this department gave special at- 
tention to the inland marine work in the 
Miami Beach area. The number of 
losses reported this season was almost 
identical to that of last year—84 for the 
current year as against 83 for the pre- 
ceding one. The total claims involved 
this year, $1,166,991, showed a drop of 
$77,000 from last year’s joss claims. 
However, a larger percentage of this sea- 
losses was covered by member 
companies of the board.” 


son’s 





ACCOUNTING COMMITTEE 


Important Function is to Handle Sug- 
gestions of Companies on Changes 
in Annual Statement Blanks 

The Committee on accounting of the 
National Board of Fire Underwriters re- 
ported yesterday at the annual meeting 
that an important function is to consider 
suggestions of member companies, or 
other insurance company organizations, 
and insurance departments, as they re- 
late to changes in the various blanks 
used for the reporting of financial condi- 
tion, expense allocations, tax, statistical 
and other reports required by insurance 
departments, 

Chairman of this committee is William 
MacLean,: president of the National 
Union Fire of Pittsburgh. Members of 
the National Board subcommittee on 


blanks attend meetings of the blanks 
commnittee of the National Association of 
Insurance Commissioners and state the 
views of the committee on accounting as 
approved by the executive committee. 

During the year closed a large number 
of suggestions for changes in the annual 
statement blank were reviewed by the 
committee an a number were recom- 
mended for adoption by the NAIC. At 
the April, 1959, meeting of the NAIC 
committee on blanks, a total of seven 
recommendations were adopted, all others 
being rejected or withdrawn by the pro- 
ponents. 


Of 


the seven recommendations 
adopted, one was proposed by the Na- 
tional Board and the other six were 


either supported or not opposed by the 
coinmittee on accounting. These amend- 
ments will be before the NAIC for 
final action at the June meeting. 

“A proposal of the committtee of the 
American Insurance Association to study 
method of security valuations, that net 
realized capital gains or losses be 
treated as a surplus item rather than 
income, has had the attention of your 
committee and a subcommittee on sev- 
eral occasions since its submission early 
in 1958,” the report stated. 

“Subcommittees of the executive com- 
mittees of the Association of Casualty 
and Surety Companies and the National 

3oard of Fire Underwriter have recom- 
mended: 

“That in the fire and casualty an- 
nual statement, realized capital gains 
and losses be treated as a surplus item 
on Page 4 with the understanding that 





Actuarial Bureau 


The actuarial bureau committee. of 
which Milton W. Mays, vice president 
of America Fore Insurance Companies, 
is chairman, stated yesterday at the an- 
nual meeting of the National Board that 
the board continued to serve as official 
statistical agent for the Insurance De- 
partments of Hawaii, Puerto Rico and 
for all states except Louisiana, Mon- 
tana, California and Texas. For Colo- 
rado ae designation to serve only for 
Actuarial Bureau subscriber companies 
continued as did the designations made 
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“Teamwork is the key to success in your 


business dealings.” 


Do not hesitate to accept the valuable help offered by the 


experienced field men and hardworking 
officers and directors of Kansas City Fire and Marine, 
a progressive company for progressive agents. 
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Federal income taxes be treated as here- 
tofore in the annual statement, and that 
the intent of this recommendation in no 
way affects the prerogatives of com- 
panies in reporting to their stock- 
holder,’ ” 





Report Presented 


by the District of Columbia and West 
Virginia where the National Board 
serves for allied lines but not for fire 

Most states ask for the collection of 
data on the written and paid basis but 
ten have asked that reports according 
to the Statistical Plan for Earned Pre- 
miums and Incurred Losses also be pre- 


pared with data from non-subscriber 
stock companies included, Of those ten 
states, Washington and Pennsylvania 
were added last year. ? 


Statistical Plan for Expenses 


The Statistical Plan for Expenses has 
been adopted by three states including 
New Jersey which took formal action 
a few months ago, 

The National Board does not serve as 
Statistical agent in Texas but the insur- 
ance authorities of that state have re- 
cently adopted the fire codes of the 
Standard Classification of Occupancy 
Hazards with a few subdivisions relat- 
ing to business considered import: int in 
Texas. In five years’ time it is expected 
that the old special Texas codes will be 
dropped. 

During 1958 the actuarial bureau re- 
ceived 5,820 fire and allied lines classified 
experience reports from companies re- 
porting to this bureau. This is close to 
200 more than were submitted during 
1957. The card volume was also slightly 
larger. Homeowners data for 1957 col- 
lected during 1958 showed a very marked 
increase over 1956 with the card vol- 
ume being about 20% larger than the 
year before. This was expected, how- 
ever, in view of the growth of this type 
of policy. Next year when data on the 
new Homeowners policies are submitted, 
the card volume will be two or three F 
times as great, first, because of further 4 
expansion in the use of Homeowners 
policies, and, second, because of the re- 
quirements for expanded statistical data. 

Reports according to the Statistical 
Plan for Expenses were also received 
and tabulated, This was completed sev- 
eral months earlier than last year. Work 
also continued as in previous years on the 
composite of expense exhibit totals in 
which many companies expressed Fi 
interest. 

Tabulations of catastrophe data were 


(Continued on Page 25) 
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Adoption Of Up-To-Date Building 
Codes Getting Nationwide Attention 


Interest throughout the country in 
adoption of up-to-date building codes 
is higher today than it has been at any 
time during the history of the National 
Board activity in this field the committee 
on construction of buildings reported to 
the annual meeting of the NBFU yester- 
day at the Hotel Biltmore. A. T. Chis- 
holm, United States manager of the 
Pearl, is chairman of the committee. 

Development of many new materials 
and methods of construction has made 
it important for communities to have up- 
to-date building codes in order properly 
to cover new developments in the field of 
building construction. 


National Building Code 


“One of the activities of the staff of 
the division of codes and standards of 
the engineering department centers 
around the National Building Code,” the 
committee reported, “This code has been 
helpful in meeting the desires of com- 
munities looking for sound recommenda- 
tions to provide proper safety to life 
and property. During the past year 
reports were received of 44 adoptions of 
the complete code and 38 adoptions of 
the abbreviated edition, making the 
total number of adoptions of various 
editions 1,180. 

“Problems regarding the adoption and 
enforcement of building codes in general 
and the National Building Code in par- 
ticular require considerable office and 
field activity. Staff engineers visited 
seventy-four cities and three counties 
regarding these problems, Also, in order 
to keep abreast of activities of the 
building code field, we were represented 
at meetings of two state building offi- 


cials’ organizations and one national 
organization of building officials. 

“The staff thas been called upon to 
handle a large amount of caemaaivied 
with building officials and others having 
questions on building construction, inter- 
pretation of code provisions, fire resist- 
ance ratings or other related matters. 

“Members of the staff participated 
in five meetings conducted as schools or 
conferences to discuss fire resistance 
ratings, the National Building Code and 
fire safety school buildings. 


Fire Resistance Ratings 


“The tabulation of Fire Resistance 
Ratings has been revised to provide the 
most up-to-date information on this sub- 
ject. This tabulation is widely recog- 
nized as an authoritativ e source for such 
information and is widely used by build- 


ing officials, engineers, architects and 
others interested in building construc- 
tion. 


“Failures of radio and television towers 
have focused attention on the need for 
development of proper standards of 
construction for them. A committee of 
the Electronics Industries Association 
has completed its work on a revision of 
that association’s standard for the design 
of towers. The National Board was 
represented on this committee. There is 
reasonable consistency between this 
standard and the wind load provisions 
for towers given in the National Building 


Code. 
Architectural Scholarships 


“For the sixth year the National Board 
of Fire Underwriters has made a 
scholarship fund available to the Amer- 
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ican Institute of Architects for worthy 
architectural students as selected by the 
Institute’s Committee on Awards and 
Scholarships. The grant of $4,500 for 
the year made possible six addtional 
scholarships to students from various 
universities in different parts of the 
country. Members of the staff partici- 
pated in the presentation of the scholar- 
ship awards usually held at chapter meet- 
ings of the American Institute of Archi- 
tects and reports indicate that this pro- 
gram is deeply appreciated by the archi- 
tects.” 





Actuarial Bureau 


(Continued from Page 24) 


carried out in the usual 
only seven occurrences, of which six 
were for windstorms, required the as- 
signment of new serial numbers in 1958. 
This compares with eleven and twelve 


manner but 


assigned during 1955 to 1957 and the 
sixteen new serials assigned in 1953. 


Statistical data for the seven 1958 cata- 
strophes will be reportcd later this year. 
Adjusters’ Loss Reports 


The number of adjusters’ loss reports 
received for the fiscal year 1958-1959 was 
almost identical with the number re- 
ceived for 1957-1958 when the total was 
306,645. For 1956-1957, 297,282 reports 
were submitted. The increase during the 
last two years came about because fire 
losses under Homeowners and _ inland 
marine policies are now added to actu- 
arial bureau records. The total num- 
ber of reports for 1958-1959 would un- 
doubtedly have been larger had the fire 
marshal of Indiana not waived his re- 
quirement for reports on fires between 
$50 and $100. At the present time only 
three states require reports under $100 
and of the three, only one requires re- 
ports regardless of the size of payment. 
The other two do not require reports for 
payments under $50. 





Observance Of Loss Adjustment 
Practices Strongly Recommended 


The committee on adjustments of the 
National Board gave attention to a wide 
variety of matters during the past year, 
the committee reported yesterday to the 
annual meeting at the Hotel Biltmore in 
New York City. F. John Barclay, vice 
president of Maryland Casualty, is chair- 
man. 

A hurricane in the Carolinas — wind- 
storms and thailstorms in widely sep- 
arated parts of the country—a_ serious 
oil fire on the Pacific Coast and a re- 
survey of adjustment practices in Balti- 
more, Detroit and Philadelphia required 
careful consideration. 


Loss Adjustment Practices 


“Members of the loss adjustment prac- 
tices subcommittee were invited to at- 
tend a special session of the executive 
committee held on June 19,” the report 
stated. “The subcommittee members 
spoke on various phases of the problem 
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facing the business in the adjustment 
field and, in consideration of the impor- 
tance of the adjustment of first-party 


losses, the following resolution was 
uni inimously adopted: 

“The executive committee recom- 
mends that member companies place 


the responsibility for the assignment of 


losses for adjustment solely upon their 
authorized salaried employes. 

“The loss adjustment practices sub- 
committee continued activities and, 


among other things, noted the necessity 
for the inspection of all losses. Special 
consideration was given to the company- 
phase of loss adjustments and _ fuller 
observance of the following practices, 
which will be of benefit to the com- 
panies and the insuring public, were 


recommended : 
“Assignment of losses to adjusters and 
assignments — 
Page 26) 


responsibility for such 
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fortunately arrested. From a loss ratio 


of 63.6% in 1957 the ratio declined to 
60.3% in 1958 but, on left us 
with an underwriting loss for the year 
of 1.5% 


“For three consecutive years under- 
writing operations have produced a loss 
and the experience for the five-year 
period is even more sombre. Whereas 
the period 1953-1957, as reported at the 
time of our last annual meeting, showed 
an underwriting peers of one half of 

%, the five years 1954-1958 produced 
an ‘underwriting loss of seven tenths of 
1%. 

“Even though the results for 1958 
give hope of improved underwriting ex- 
perience, we must not be lulled into a 
false sense of security. In order to 
assure a satisfi ictory underwriting profit, 
it is necessary that we adhere to sound 
underwriting principles, and, having in 
mind the heavy burden of expense, em- 


ploy modern methods to process our 
business, 
Insurance Coverages 
“Within the past few years we have 


witnessed a great increase in the number 
of insurance coverages that are available 
to the buying public. This clearly shows 
the freedom in this business to develop 
and make available to the public new 
forms of insurance coverage. Rapid 
progress made in the development ot 
multiple peril insurance contracts refutes 
any charge that this business is opposed 
to change. 

“T do not say that all elements of the 
business agree with the new develop- 
ments for it is evident that all are not 
in agreement. Strong views have been 
expressed and it has been necessary in 
some instances to call attention to that 
important, but not always clearly ap- 
parent, distinction between rash experi- 
ment and sound progress. In the devel- 
opment of new types of insurance con- 
tracts, it is absolutely necessary to pre- 
serve the basic principles which have 
proved to be essentials in sound under- 
writing,” Mr. Miller stressed. 


Economic Growth 


“Problems with which our business has 
been faced during the past few years 
are not new. They are variations of 
problems inherent in our sphere of 
activities. New developments complicate 
and give a different aspect to many of 
these matters; but, in a business so 
closely allied to the economic fabric of 
our national life, we are naturally sub- 
ject to those forces which are felt in 
varying degree by all kinds of business, 
trade or commerce. The continued ex- 
pansion of the economy of this country, 
[ might add, reflects the worldwide 
economic expansion and is not_ alone 
peculiar to this continent or these United 
States. 

“Economists of note expect a con- 
tinuation of this growth and some believe 
that the annual growth may be antici- 
pated at the rate of 4%. Such a growth 
would soon amount to an _ additional 
twenty billion dollars of goods and 
services in a year. We realize what that 
means to the insurer and must continue 
to impress the public with the need for 
maintaining insurance adequate in 
amounts to meet ever increasing prop- 
erty values. 


Insurance to Value 


“In referring ‘Insurance to Value,’ I do 
so with a certainty that the campaign 
initiated by the National Board some two 
years ago, and which has continued with 
full support not only by our member 
companies but by local agents, general 
agents, brokers, financial institutions and 
other | businesses is evidence of the 
service to the public which has made 
our operations so effective. We owe it 
to our policyholders to acquaint them 
with their needs so that with the 
occurrence of loss they will not find their 
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insurance inadequate,” President Miller 
declared. 

“The continued expansion in the econ- 
and the continued 


omy of this country 
developments of improved technology 
are not debatable issues. Whether the 


rate of growth will continue at its 
present tempo is not of primary im- 
portance but we all recognize that 


growth is certain. That calls for con- 
tinued advance and progress on the part 
of the insurance business to accommodate 
the requirements of our economy, and 
that involves all segments of our na- 
tional life. 


NBFU Helps Assured 


“We are fortunate in having this 
association which has played such an 
important part in our business life over a 
period of 93 years. Through the National 
Board we as members, though competi- 
tors, can cooperate in making available 
the facilities of this great business in 
services to the public and services to 
the business with resulting benefits to 
the purchaser of insurance. The basis 
upon which the National Board operates 
benefits the purchaser of insurance both 
directly and indirectly. 

“This board affords the vehicle for 
bringing into reality those contributions 
to our country’s welfare. At the eigh- 
teenth annual meeting, in 1884, the presi- 
dent said, ‘The business of fire insur- 
ance has become so interwoven with the 
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great interests of trade, commerce and 
manufacture and so essential to the 
safety and protection of property owners 
generally that it has assumed a magni- 
tude and importance which may enlist 
the careful study of the political econ 
omist...’ 

“That prophecy was not only true 
then, but it is today. The success of 
this body over these many years at- 
tests to the fact that our aim and pur- 
poses are definitely in the public welfare. 

“It may appear presumptuous, but in 
many ways the National Board type of 
organization and method of operation 
show the strength that is derived from 
the same elements which have bound 
our United States into a strong federa- 
tion. In the United States, the individual 
states present a union of divergent in- 
fluences. That such diversity of views 
can be brought together in a common 
purpose, without restriction of their 
right of freedom, makes for the strength 
which is so effective. This is true in 
the field of trade just as it is in the 
field of politics,’ President Miller ob- 
served, 

National Rating Organization 

“A very fundamental question of vital 
importance, namely, whether or not the 
National Board should become a national 
rating organization, has been before the 
members of this organization for a 
period of more than a year. During 
that time, two special meetings of the 
membership have been held. While there 
are very strong and honest beliefs on 
both sides, it is inspiring and gratifying 
that the representatives of the member 
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companies could meet for full discus- 
sion of so important a subject. 

“The conclusion reached, after full and 
deliberate consideration, that the National 
Board should not become a national 
rating bureau, represented the view- 
point of the great majority. 

“The very fact that the National Board 
was originally organized to deal with 
rating matters and later changed in 
character to be completely divested of 
such functions is clear evidence that it is 
not unchangeable. The consideration, 
during this past year, of the many phases 
of the question ‘of making the National 
3oard a rating organization shows 
clearly tlris is recognized by the member- 
ship. It gives assurance that, as sub- 
jects of importance to the business arise, 
they will be thoroughly explored with 
full regard to the public welfare.” 





Adjustments Report 


(Continued from Page 25) 

that member companies continue to press 
for correction wherever needed to re- 
gain and maintain control of the as- 
signment of their losses; that the execu- 
tive comrinittee resolution be constantly 
borne in mind as to the responsibility 
for such loss assignments, 

“Loss drafts in the hands of agents— 
that continued efforts be made to with- 
draw those drafts presently outstanding, 

“Loss payments—that the companies 
continue in their effort to have ad- 
justers aware of their responsibilities to 
the policyholder and the company they 
represent. 

“Examination of loss papers—continu- 
ing attention and review of all proofs 
of loss and closing papers. 

“Co- adjuster — that companies mem- 
bers of underwriting pools urge the f 
adoption of the co-adjuster program not | 
only in respect to their individual com- 7 
panies but pool operations as well. ; 

“Response to request for instructions 
by adjusters—that companies clearly and 
promptly state their position in respect 
to inquiries of adjusters. 

“A continuing activity of the commit- 
tee is the matter of arbitration between 
companies. The arbitration procedure 
was initiated forty years ago and _pro- 
vides a method whereby companies cat 
resolve their differences after payment 
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to the insured has been made, In the 
past year, action has been taken on 13 
arbitration cases, Appreciation is ex 
pressed to the arbitrators for their care- 
ful consideration of these important 
matters. 

“The fire-fire arbitration agreement was 
revised in an effort to simplify the pr0- 
cedure without affecting the interest 0! 
companies who request arbitration. 

“For some time the opinion has beet 
held that. the S000 Principles now i 
alty-Inland — could 
relaeal to one set of Over-All Guiding 
Principles.” 
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Glens Falls Reports 
iIncrease in Loss Ratio 


PREMIUMS WRITTEN HIGHER 






irst Quarter of 1959 There Was 
et Operating Loss of $1,049,636; 
Auto Results Unprofitable 


A€ the quarterly meeting of directors 
of fhe Glens Falls on May 15, George 
D. Mead, president, reported that oper- 


atiogs for the first three months of 1959 
showed an increase in premium writings 
and investment income, and an_un- 
profitable underwriting result. 

Premium writings amounted to $20,- 
434,497, a gain of 6.5% The underwrit- 
ing loss amounted to $1,949,005 compared 
with $1,053,309 in 1958, while invest- 
ment income increased 3.9% to $911,399. 
Net operating loss totaled $1,049,636 
which compares with a loss of $181,571 
for the first three months of last year. 
Capital funds of $54,612,613 have de- 
creased from the December 31 total of 
$56, 473, 589. 

The ratio of loss and loss adjustment 
expense to premiums earned was 68.9%, 
and the ratio of underwriting expense 
to premiums written was 40.7% for the 
combined ratio of 109.6% as compared 
with 107.0% for the first quarter of 
1958. 


All Major Classes Show Losses 


All major classes of business, accord- 
ing to Mr. Mead, contributed to this 
increase in loss ratio. In spite of rate 
adjustments in almost all states and Can- 
ada, during the past 16 months, automo- 
bile underwriting results are not greatly 
improved and remain unprofitable. Im- 
pact of recent rate adjustments in auto- 
mobile and other lines has not been 
fully realized, however, and should re- 
sult in improved experience as the year 
progresses. 

The Glens Falls is expanding its life 
insurance operations through its affiliate, 
the National Life Assurance of Canada. 
Business is being written by that com- 
pany in New York State, and licenses 
have been obtained to operate in 11 
other states and the District of Colum- 
bia. Operations in states other than New 
York will be expanded as soon as prac- 
ticable. 

The board approved payment of the 
regular quarterly dividend of 25¢ a share 
on the capital stock of 1,300,000 shares, 
payable July 10, to shockholders of 
record June 26. 





America Fore Loyalty 


Director To Be Honored 


On Tuesday evening, May 26, Colonel 
Edward F. McCrossin, civilian chief of 
the New York Ordnance District, will 
receive the Secretary of the Army’s 
Award for his patriotic civilian service, 
at the spring meeting of the New York 
Post of the American Ordnance Asso- 
gy at the Hotel Astor in New York 
ity. 

Mr. McCrossin is president of Mc- 
Crossin & Co., the New York City con- 
sulting engineering firm which he or- 
ganized in 1917, He is a director of the 
Yorkshire Insurance Co. of New York 
and the Seaboard Fire & Marine, mem- 
ber companies of the America Fore 
Loyalty Group. In 1953 he accepted ap- 
pointment as chief of the New York 
Ordnance District. In this capacity he 
serves without compensation. 





Cunningham Resigns 


From Ter Bush & Powell 


James J. Cunningham, vice president 
and director of Ter Bush & Powell, Inc., 
Schenectady, N. Y., agency has re- 
signed effective June 26, The directors, 
In accepting his resignation, said, “Mr. 
Cunningham leaves us with our good 
Wishes for his continued success in the 
years ahead.” 

Mr. Cunningham was circulation man- 
ager of two newspapers before joining 
The Travelers in Yonkers, N. Y., where 
he became assistant manager. Immedi- 
ately before going to Ter Bush & 





Powell, Inc. he was assistant manager 
in the home office agency of the Con- 
necticut General in Hartford. 

In 1944, Mr. Cunningham went to 
Ter Bush & Powell as assistant manager, 
life accident and group department. In 
1946 ‘the was promoted to manager, life 
department, and in 1955 elected a di- 
rector. In 1956 he was made a vice 
president and director in charge of the 
company’s life production in Schenec- 
tady, Buffalo, and New York City. In 
1957 he became a staff vice president 
and director. 

He is past president of the Schenec- 
tady Life Underwriters Association. 


George Cross Joins 


The Great American 


W. E. Newcomb, chairman and presi- 
dent of the Great American, announces 
that George R. Cross has become as- 
sistant general attorney in the law de- 
partment. 

After graduation from Syracuse Uni- 
versity and later from Brooklyn Law 
School, Mr. Cross was admitted to prac- 
tice in the New York courts, the Federal 
District and Appellate courts and the 
United States Supreme Court. During 
World War II he served in U. S. Air 


Force as a first lieutenant. Thereafter, 
Mr. Cross gained experience with an 
insurance company and with the Gen- 
eral Adjustment Bureau. 

In 1952 he was appointed assistant 
general counsel of the National Asso- 
ciation of Insurance Agents where he 


widened his experience in legal and 
legislative matters pertaining to the 
property and casualty insurance business. 
He has been co-author of the legal com- 
ment column of the American Agency 
Bulletin and has shared general execu- 
tive duties in the administration of the 
head office of the National Association 


in New York. 
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Challenging Address 
Given by A. W. Marshall 


BEFORE AAMGA ANNUAL MEET 
Calls 1959 Year éf Chiltinge: Sees Need 
for Clear Thinking and Soul Searching 
in Meeting Problems 


In a challenging address A. W. Mar- 
shall of Newark, N. J., president of 
American Association of Managing Gen- 
eral Agents, told over 300 attending its 
33rd annual convention at the Essex 
House, New York that 1959, a year of 
challenge, should be one in which 
AAMGA members should do more clear 
thinking and soul searching than they 
have ever done before. Even though 
the fire and casualty insurance skies are 
brighter this year than in the past two 





Fabian Bachrach 
A. W. MARSHALL 


years, Mr. Marshall said that “we are 
living dangerously, confronted by the 
omnipresent competition from | _ direct 


writers and specialty companies. 

This competition from the al writ- 
ers was one of the main points in 
Mr. Marshall’s “eran report, de- 
livered at the AAMGA opening session 
May 18, and in picturing their invasion 
of automobile and fire dwelling markets, 
grabbing the cream of such _ business 
with astonishing success, he made the 
somewhat unexpected statement: “Let’s 
give them credit for their aggressive- 
ness.” 

In the speaker’s opinion, “the success 
of their system of merchandising will do 
more to revitalize our thinking on the 
future of the American Agency System 
of merchandising than anything else that 
could have happened.” He then brought 
out: 

Sees Complacency Replaced by an 

Awakening 


“Up until this year our companies as 
well as ourselves, have been too smugly 
comp!acement in the face of severe 
competition. In the cautious conserva- 


tism of our companies, they have let 
good business go out the window. This 
course of action is regrettable. 
“However, I see signs of this trend 
being reversed. I further see well de- 


fined evidences of an awakening in the 


stock agency company ranks. Witness 
the fact that J. Dewey Dorsett, general 
manager of the Association of Casualty 


& Surety Companies, in talking in Boston 
recently before the Insurance Brokers 
Association of Massachusetts, declared 
insurance companies using the American- 
Agency System ‘can no longer afford to 
be sitting ducks at the mercy of com- 
panies that do not use this system, and 
permit them to price us out of the mar- 
ket for the cream of the business.’ 
“Mr. Dorsett stated with emphasis, 
and J wholeheartedly agreed with him, 
that ‘we must cease to view with com- 
placency the ability of the direct writers 


by a selectivity they widely proclaim 
in their advertising, to skim off the more 
desirable automobile business.’ 

“He declared that ways and means can 
and must be found to streamline the 
writing of business and the collection of 
premiums; that our successful and tra- 
ditional system of merchandising needs 
to have a retooling job done on it, in 
erder that a 1959 model can be brought 
forth. 

Further along Mr. Marshall maintained 
that “our system, which has stood the 
test of time, is still the best distribution 
unit that can be found in the insurance 


industry.” He is also convinced that the 
cost of operation under the managing 
general agent system is still the most 
economical for company representation. 

One of the main platforms to which 
the AAMGA have adhered over the 
years since its founding has been to as- 
sist companies represented by its mem- 
ber agencies with great vigilance in the 
reduction of operating exipenses. “In this 
connection,” said Mr. Marshall, “per- 
haps you have heard that an exhaustive 
study of such expenses was recently 
completed by the American Insurance 
Association (to which the major stock 
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fire companies belong) and reportedly 
some encouraging results were achieved, 
I only wish that we might have had a 
report given to us at this convention 
by an officer of the AIA.” he remarked, 


Applauds Newly Formed Institutes 

Mr. Marshall was glad to give recogni- 
tion to the recent decision reached by 
top ranking stock fire-casualty company 
executives to set up a nationwide In- 
surance Information Institute. “We be- 
lieve that it will be a decidedly helpful 


factor in maintaining better relations 
with the public,” he emphasized. 
Another developnent viewed with 


favor was the recently announced Insur- 
ance Institute for Highway Safety which 

“marks the first united insurance indus- 
try attack on the traffic accident prob- 
lem.” 

In closing Mr. Marshall alerted 
AAMGA members to the far-reaching 
effects of the Congressional investigation 
of insurance now being conducted by 
the U. S. Senate subcommittee on anti- 
trust and monopoly. 





Nicholson of Home 
Transferred to New York 


William L. Nicholson, marine manager 
at the Home Insurance Co.’s Philadel- 
phia office, has been transferred to the 
company’s liead office marine department 
in New York where, effective June 1, 
he will assume production responsibilities 
on a countrywide basis. Mr. Nicholson 
has been marine manager of Philadel- 
phia since 1951, Prior to that he was 
manager of The Home’s marine opera- 


tions in Detroit. 
Mr. Nicholson will be succeeded at 
Philadelphia by F. J. Clark. Mr. Clark 


joined The Home in 1956 and has been 
attached to the metropolitan marine de- 
partment in New York City. 





Hicks Asst. Secretary 


Of Bankers F. & M. 


Directors of Bankers Fire and Marine, 
Rirmingham, Ala., here elected William 
P. Hicks assistant secretary. In addi- 
tion to his new duties he will be in 
charge of the company’s claim and loss 
departments. 

Mr. Hicks, who joined the company in 
1957, holds an LL.B. degree from the 
Walter F. George School of Law, Mercer 
University, Macon, Ga. Following his 
graduation, he joined Crawford & Co. as 
an adjuster. Prior to association with 
Bankers Fire and Marine, he was with 
3ituminous Casualty in its Atlanta 
branch office. 


Lumbermens Mutual Names 
Kemper as President 





James S. Kemper of Chicago, chairman 
of the boards of Lumbermens Mutual 
Casualty and American Motorists, has 
been elected president of Associated 
Lumber Mutuals, a group of six mutual 
insurance ‘companies which _ specialize 
in the writing of fire and windstorm in- 
surance for lumber and woodworking 
firms. 

I. G. Saltmarsh was elected vice pres- © 
ident, succeeding Mr. Kemper, and 0. 
Cameron Moffatt was named as secre- 
tary-treasurer. Mr. Saltmarsh is _pres- 
ident of Indiana Lumbermens Mutual 
Co. and Mr. Moffatt is treasurer of 
American Manufacturers Mutual, an- 


UJ 
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cther division of the Kemper Insurance 
group. % 


McElveen & Sons Open 
Loss Office in Bogota 


Thomas M. McElveen & Sons, adjust- 
ers and surveyors, have opened an office 
in Bogota, Colombia, South America. 












This follows opening in 1958 of an office 7 
in Guatemala City, Guatemala. William | 
M. Porter is manager of the first named § 
office and Patrick McCudden_ branch 
manager of the latter. The firm plans 
to open additional offices in Latin 
America, West Indies and Bahamas. 
Thomas M. McElveen, Sr., has just com- 
pleted 33 years as an adjustor and _ sur- 
veyor. 
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ortedly | Hartelius on Basic 
chieved. 
had a Elements of Insurance 
vention pee ee 
narked. | CONTRACT, PREMIUM, SERVICE 
itutes " 7 : 
ae America Fore Loyalty Vice President 
hed ba Says These Elements Are More Im- 
oe ae portant Than Price Differentials 
ompany 
“% i¢ A transaction of insurance is basically 
helpful composed of three elements, the con- 
elations tract of indemnity, price or premium 
: and the service rendered, stated Paul 
| with V. Hartelius, vice president of the Amer- 
| Insur- | ica Fore Loyalty Group, when he ad- 
y which [| dressed the Insurance Conference of 
- indus- ; American Management Association in 
t prob- New York recently. In a discussion on 

the philosophy and current thinking at 
alerted company level on property insurance, in 
eaching the interest of a better understanding 
tigation between the market and the customer, 
ted by Mr. Hartelius developed these three 
n anti- major premises as follows: 


“The policy contract should be care- 
fully prepared to embody the kind or 
kinds of protection you have decided are 
essential to your needs. The policyholder 
should thoroughly understand its limita- 
tions as well as its protective features. 


York 


anager The adoption of a uniform fire insurance 
hiladel- policy, which is basic for property as 
to the well as time element coverages, by the 
irtment majority of the states assures a fairly 
June |, identical starting point wherever these 
ibilities forms of cover are obtained in the usual 
cholson markets. 
hiladel- “Addition of policy forms and endorse- 
he was ments transform the contract to suit your 
opera- requirements within the boundaries of 
permissible variations. It is nevertheless 
ded at important to read and understand policies 
_ Clark before a loss occurs, not afterwards. 
is been “The price or premium predicated upon 
ine de- rates established to fit your kind of 


building, your kind of business, the de- 
gree of fire prevention and fire estin- 
guishment potentials and the kind of 
housekeeping you practice, today is a 
x M. variable amount of some elasticity de- 
Marine, pending upon the formula under which 
Villiam the individual insurance company is 


. addi operating. 
: Price Not Only Factor 
5 
‘ali “It is elemental that those who look 
yanv in — for the best deal on a basis of price 
mm the | alone are often pennywise and pound 
Mercer | {0olish. It may well be that the propo- 
ne his | Sition at the higher price would have in- 
Coa p cluded the cost of loss prevention serv- 
A aa ice that would have gone into action 
a wile with the inception of the policy and, 
Atlante through competent engineering, called 
attention to the very condition that 
caused the big loss. The big loss, of 
course, is ultimately reflected in the cost 
nes | of your insurance. 
ident | “The service feature connected with 
| the insurance contract should merit your 





airman | careful consideration 


also,” said Mr. 
Mutual f Hartelius. “The broker or agent with 
ts, has 2 an established reputation for fair deal- 
ociated |) ing and possessing the professsional skill 
mutual to service an insurance program is a 
cialize good man to have in your corner. He 
rm in- |) keeps constantly abreast of all new de- 
orking 7 velopments in the business; and there 
are many these days, and has ready ac- 
2 pres- F cess to the best markets for meeting 
ind O. | your requirements, 
secre- . “His services do not end with the de- 
_ pres- | livery of the policy, but continue on to 
Mutual § make certain that you receive all avail- 
rer ol able benefits of lower rates and improved 
i, an coverage during the entire time he serves 


urance [7 aS your representative. When _ losses 

» occur he is there to assist and advise 
you. He will, of course, have recom- 
mended to you a company in sound con- 
dition with a reputation for prompt and 








gota us a settlements and having the 
adjust- acilities to effectively service and_ad- 
1 office & eid your insurance program. Such 
merica. ff po ities | should include loss prevention 
1 office fe lin engineering services on a multiple 
Villiam USS basis at a highly professional level 
named [ and claim and loss adjustment arrange- 
branch gy TeBts of the highest order. 

plans € contract, the price and the serv- 
Latin sha three are important, all must be 
hamas Onsidered. The intangibles must also 
+ coll € weighed and compared although your 
id sur- goal may be the optimum of coverage at 





the minimum of cost. In our day to day 





purchases, from tooth paste to automo- 
biles, we look for ‘brand names’—the 
products that have stood the test of 
time and found favor with the American 
public. This approach should have equal 
consideration when you buy insurance. 
We should hesitate before accepting an 
unknown product, even at a cheaper cost.” 





CPCU To Meet Sept. 16-18 


The Society of Chartered Property 
and Casualty Underwriters will hold its 
annual meeting and seminars at the 


Ambassador Hotel in Los Angeles on 
September 16-18. 


NEW HAMPSHIRE PROFITS 





Group Reports Underwriting Profit For 
First Quarter of 1959; Net Pre- 
miums Show Increase of 13% 

The New Hampshire Fire Insurance 
Group reports improved underwriting re- 
sults for the first three months of 1959. 
Net premiums written of $11,604,664 ex- 
ceeded by 13% the business recorded 
during the first quarter of 1958 and re- 


quired an increase of $1,174,317 to the 
unearned premium reserve. A statutory 
underwriting profit of $47,248 contrasted 
with a loss of $812,197 in the 1958 quarter. 


Net investment income increased 12% 
to $486,666 from $435,905. Net operating 
income, excluding capital gains, totaled 
$533,914 as against a loss of $336,532 in 
the first quarter of 1958. 

At March 31, 1959, policyholders’ sur 
plus was reported at $26,593,571 and total 
admitted assets at $83,128,065. 

The ratio of losses to earned premiums 
this year was 59.51% down from 66.36% 
in the first quarter of 1958. The ratio 
of expenses to written preniiums was 
35.99% down from 37.99%. The combined 
loss and expense ratio for this year was 
95.50%, against 104,35% in the first 
quarter of 1958. 
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Supt. Thacher Firmly States Ideas 
On Insurance Supervision In N. Y. 


Small comfort was given last week 
by New York Insurance Superintendent 
Thomas Thacher to “the licensee or 
group that ap peals to the Department 
for protection against the pressures of 
legitimate competition.” Such, he said, 
ask “that the most salutary force in our 
free economy be suspended for private 
benefit, and to the detriment of the 
public.” 

Addressing the annual luncheon meet- 
ing of the Insurance Brokers Associa- 
tion of the State of New York at the 
Waldorf-Astoria Hotel last week in New 
York City, where were also officers and 
directors of the National Association of 
Insurance Brokers Supt. Thacher stated: 

“While I serve as Superintendent, such 
appeals will be regarded with a critical 
eye. If the eye should occasionally 
appear jaundiced, you should occasion: ally 
to the fact that a good part of my 
time at the bar has been spent in the 
field of antitrust. 


No Doubt Where Dept. Stands 


“I do not believe that there should be 
room for doubt as to where the Insur- 
ance Department stands on any phase 
of insurance supervision. In this regard, 
it is my sincere hope that before another 
year goes by, our regulations may be 
republished. I want to supplement this 
by codification and publication of internal 
rules and policies of the Department. 

“T expect that, where interpretation of 
existing statutes appears to be required, 
further regulations will be promulgated 
—after public hearing. Proposals for 
amendments to the insurance law will 
continue to be made the subject of public 
hearing at the Department’s instance in 
advance of the legislative session. If and 
when investigation discloses unfairly re- 
strictive or discriminatory practices, 
which are not prohibited by the statute, 
hearings will be held to determine 
whether they should not be outlawed 
under the unfair trade practices section 
of the Insurance Law. 

“In this process, the Department 
counts on your participation. You know 
the needs of your clients and the prob- 
lems of the insurers. You know the 
important role of insurance in modern 
life. You know the degree to which the 
business of insurance is affected with 
the public interest. 

“Have you shared that knowledge with 
your clients? What have you done to 
translate those ideas to the public? When 
I receive letters complaining, for ex- 
ample that a policyholder has never 
gotten anything for his insurance al- 
though he’s been covered for many years 
and never had an accident or loss, it 
becomes fairly clear that some _ pro- 
ducer has forgotten to do anything more 
than collect premiums. 

“Education of your membership and 
of the community it serves to the con- 
cept of public interest is your respon- 
sibility.” 

Three Criteria For Dept. 

Discussing further his conceptions of 
insurance supervision Supt. Thacher 
cited three criteria—fairness, competence 
and trustworthiness, and financial in- 
tegrity—as guideposts marking the direc- 


tion in which an Insurance Department 
should proceed. Going into detail he 
said: 

“The first is to see that policyholders 
and the public in New York get fair 
treatment by the insurance industry. 

“This means not merely that insurers 
and producers must be required to obey 


the letter of the insurance law as to 
policy provisions, premium charges, 
claims handling and the like. In my 


view it also means that the interests of 
the entire community must guide the 
broker in his dealings with individual 
clients. When, for example, an indivi- 
dual policyholder gets a better rate by 
being less than frank with an under- 
writer, the broker who winks at this 
practice is obviously being unfair not 
simply to the insurer but to other 
policyholders and to the public. 

“The second duty of insurance super- 
vision, I believe, is to see that those 
who do business as brokers or adjusters 
in this state can be safely regarded as 
competent and trustworthy by the public. 

“This aspect of the Superintendent’s 
task has led to New York’s stringent 
requirements for licensing, with which 
you are all familiar. 

“In the single field of automobile in- 
surance, misclassifications of risks in 
the last ‘few years led to overcharges 
of upwards of nine million dollars. I am 
happy to say that the New York De- 
partment has been actively participating 
in the program that has led to restora- 
tion of substantially all of this amount 
to policyholders—more than two million 
in this state alone. Yet if coverage had 
been accurately written, this time-con- 
suming program would have been wholly 
unnecessary. 

“The _ third duty of insurance super- 
vision, I believe, is to see that the public 
is served by insurers whose financial 
position and policies are sound, assuring 
the ability to meet all foreseeable obliga- 
tions when due. 

“Many provisions of the insurance law 
are designed to carry out this purpose. 
Regulation as to incorporation and 
licensing, periodic examinations of all 
licensed insurers, submission and audit 
of annual reports, and supervision of 
rates—all are imbued with this aspect 
of the public interest. All are designed 
to assure that the citizens of New York 
get their money’s worth in reliable pro- 
tection when they invest in insurance.” 





Nuclear Energy Developments 


The National Association of Insurance 
Brokers committee on nuclear energy 
insurance reported considerable progress 
during the year. Called into consultation 
with the Nuclear Energy Liability In- 
surance Association, the NAIB’s com- 
ments and suggestions were well re- 
ceived and many adopted, resulting in 
mutual agreement which was later to 
be of value in hearings before the Atomic 
Energy Commission. It is hoped that the 
accord reached with these groups will 
result in closing the gap between com- 
mercial insurance protection and govern- 
ment indemnity, an important safeguard 
in an increasingly vital subject of in- 
surance, the association states. 

The directors reaffirmed their desire 
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C, MORGAN EPES, JR. 


The Greater Buffalo Association of 
Insurance Agents, representing 108 mem- 
ber insurance agencies and over 300 
licensed agents, elected new officers dur- 
ing a luncheon meeting at the Buffalo, 
N. Y., Athletic Club. 


New officers elected are C. Morgan 
Epes, Jr., president; Ted C. Orr, vice 
president, and G. Edwin Spitzmiller, 


secretary. Joseph J. Ruh was reelected 
as treasurer. 

Russell Bond and Herbert McKeever 
were elected to the 1l-man executive 
committee. 





to make further progress in obtaining 
insurance protection for the general 
public against possible contamination 
from an outside source. Several attempts 
have been made to arrange a conference 
between representatives of the associa- 
tion and members of the American In- 
surance Association. It is hoped that 
arrangements can be made to meet. 


New Directors Elected 


Newly elected as directors of The 
Insurance Brokers’ Association of the 
State of New York, Inc. for three year 
term are: Edward G. Armitage, presi- 
dent, Armitage & Co. Inc.; James E. 
Hubbell, vice president, R. C. Rathbone 
& Son, Inc.; Franklyn J. Jackson, vice 
president, G. H. Jackson & Co.; Ralph 
L. Lucas, president, Davis Dorland & 
Co.; Cornelius J. Reid, chaiman, C. J. 
Reid & Co. Inc.; Gilbert J. Sinnott, vice 
president, Cosgrove & Co. Inc. of New 
York, and Edwin G. Stephens, vice 
president, Frank B, Hall & Co. Inc. The 
new directors succeed seven whose term 
expired and who were ineligible for re- 
election. 


Commend Multi-Peril Conference 


The association’s product research 
committee reported progress in develop- 
ment of a “package policy” of the com- 
mercial and industrial type—a program 
which the Multi-Peril Insurance Con- 
ference initiated a few months ago. A 
12-point “Outline of General Principles” 
was presented to the directors and met 
with general approval. As soon as all 
of the local member associations have 
forwarded their comments, the product 
research committee will present them in 
the form of specific recommendations to 
the Multi-Peril Insurance Conference. 

In the 18 months of its existence, this 
committee of the NATB has been deeply 
impressed by and appreciative of the 
cooperation extended to it by the Con- 
ference. 

Directors from all sections of the 
country expressed their approval of and 
pleasure at action of the three major 
casualty insurer associations in dealing 
constructively with the uninsured motor- 
ist problem. 
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Anderson President of 
D. of C. Agents’ Assn. } 


Carl A. Anderson, vice president and 
general manager of Victor O. Schinnerer 
& Co., Inc., has been elected president 
of the District of Columbia Association 
of Insurance Agents for the coming year, 
He succeeds Charles R. Barker, Jr., of F 
A. H.' Baker =-Co.,, Inc. ; 

Also elected as officers of the DCAIA> 
are H. T. Beuermann, first vice presi > 
dent; Ralph W. Lee, III, second vice 
president; Robert V. Oxenham, treas- 
urer; Gerald K. Cassidy, secretary, and 
Joseph L, B. Murray, state national 
director. 

Named to the board of trustees are 
Mr. Barker, Huntington T. Block, 
Thaddeus S. Clark, William J. Flather, 
III, Preston W. Grant, George CP 
Howard, Jr., Herbert M. Pasewalk and > 
Charles A. Shortt. Mr. Anderson, 2 
graduate of Yale University, has _ been 
active in insurance since 1940 as analyst) 
broker and consultant. : 
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Milwaukee Agencies Merge 

Two Milwaukee insurance agencies 
Stringer, Bamberger & Associates, and 
Chamberlain Agency, Inc., have mergely 
under the name of Insurance Manage-# 
ment, Inc. The new agency will have 
a combined premium volume of $600,00 
a year, making the agency one of the 
10 largest in Wisconsin, according tf 
Richard Bamberger, president of the new) 
company. 

Other officers are Walter Gustin, for 
merly president of Chamberlain Agency, 
vice president, and Warren Stringet, 
secretary-treasurer. The new agenc 
will occupy the Stringer, Bambergt! 
quarters on N, Water St. 
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New executive committee of the National Association of Independent Insurance 
Adjusters, elected at the annual meeting at Houston, Tex: seated (left to right) : 
R. D. Batjer, Abilene, Texas, immediate past_ president; L. B. Hazzard, New 
York City, vice president; Benjamin Horton, Louisville, president; Ed Lindsey, 
Tyler, Tex., secretary-treasurer, and Louis Light, Little Rock, Ark., southwestern 


regional vice president. 


Standing (left _to right): Ed Reilly, New York, eastern vice president; Merton 
Jordan, Denver, Rocky Mountain vice president; Harry Eddy, Wichita, Kan., 
Missouri Valley vice president; Joe Moss, Memphis, southeastern vice president; 
Pat Ryan, Chicago, central vice president, and Ted Hay, Los Angeles, western 
vice president. Not in picture is John Milot, Seattle, northwestern vice president. 





Public Relations 


(Continued from Page 23) 


life and damage to property caused by 
unsafe practices during the Christmas 
season. A new pamphlet on holiday fire 
hazards offered safety suggestions for 
the holiday season. Nearly a_ million 
copies were distributed through member 
companies, agents and brokers and other 
interested groups. The ‘holiday safety 
program included the production of a 
‘minute movie’ for showing on TV and 
in movie theatres. Over 200 television 
stations requested free prints of the film 
—A Safe and Merry ‘Christmas’—for 
for showing. In addition, 120 TV sta- 
tions showed the six-minute film ap- 
propriate to the season, “The Happy 
Chief.’ Editors, radio and TV stations, 
fire chiefs and others requested 400 
copies of a special 1,000-word illustrated 
feature on holiday fire safety and 650 
mats of a Christmas fire prevention 
cartoon. Nearly 700 spot announcements 
on the subject were distributed to radio 
and TV stations in response to requests. 
“Spring ‘Clean-Up Week gives further 
impetus to fire prevention through em- 
phasis on reducing fire hazards ‘by clean- 
ing and repairing in homes and com- 
munities. Distribution of the pamphlet 
Clean-Up ... Don’t Burn Up,’ 700 radio 
and TV spot announcements, special 
news releases and 800 copies of a cartoon 
contributed to the effectiveness of this 
program. 


35,000 “Fact Sheets” 


“Approximately 35,000 ‘Fact Sheets’ 
were distributed prior to each of the 
three campaigns to weekly and daily 
newspapers, magazines, radio and TV 
Stations, the industrial and trade press 
and fire chiefs. The ‘Fact Sheets’ con- 
tain news and feature stories, speech 
material tied in with each campaign. 
Material in the ‘Fact Sheet’ is repro- 
duced widely in all media. 

“In addition to these special cam- 
Paigns, fire prevention activity centered 
on several other principal areas. Chief 
among these was school fire safety, fol- 
lowing the tragic Chicago school fire in 
December, 1958. Over 2,150 individual 
requests were received for quantities of 
the National Board’s “School Inspection 
Blank,” largely in response to a special 
letter to fire chiefs and a news release 
to the country’s dailies and educational 
publications. Over 300,000 copies of the 
blanks were sent on request to fire de- 
partments, city officials and schoolmen 
across the country following the tragedy. 

e 24-page booklet, “Fire Safe School 
Buildings,” also was in great demand. 
undreds of thousands of the inspection 


blanks have been used since 1935, when 
the program of school ‘fire prevention in- 
spections was initiated by the National 
Board. While there has been a constant 
demand for these inspection forms, the 
tragedy in Chicago focused renewed at- 
tention on this vital activity. 

“Motion picture films play an impor- 
tant part in the public relations program 
of the National Board. Over a million 
persons—approximately 1,360,000—viewed 
the 31 films in the National Board’s 
current film library during the past year. 
Some 6,500 bookings resulted in a total 
of 15,700 showing of the films. In ad- 
dition, 292 television bookings carried 
the ifilm messages to other millions. This 
does not include the use of National 
Board films by the various insurance 
field clubs throughout the country, all 
of which have our {films for local use. 

“A new film concerning fire depart- 
ment salvage operations, ‘A Tale of Two 
Towns,’ was completed late this spring 
and will go into circulation following 
this annual meeting. The 20-minute film 
is photographed in color and was pre- 
viewed at the annual meeting. 

“Cooperation with those in the field 
of insurance education is a continuing 
activity. Materials were made available 
to both teachers and students of insur- 
ance, as well as to those considering in- 
surance as a career. 

“Requests were received ‘continuously 
for two publications used in educational 
training—‘Risks We Face’ and ‘A Career 
for You in Insurance.’ ‘Risks We Face’ 
is designed to give the reader a non- 
technical survey of property insurance. 
‘A Career for You,’ revised this year, 
describes career opportunities in casualty 
and fire insurance and suretyship and is 
produced in cooperation with the Asso- 
ciation of Casualty and Surety Com- 
panies. 

“For the eighth year the National 
Board assisted in the administration of 
the Summer Fellowship Program of the 
American Association of University 
Teachers of Insurance on behalf of mem- 
ber companies, 





U. S. Fire Losses Down 


Estimated fire losses in the United 
States during April amounted to $90,- 
689,000, the National Board of Fire 
Underwriters has reported. According to 
Lewis A. Vincent, NBFU’s general man- 
ager, this $90,689,000 loss represents a 
decrease of 8.5% from losses of $99,- 
061,000 reported for April, 1958 and a 
decrease of 9.0% from losses of $99,610,- 
000 for last March 1959. 

Losses for the first four months of 
1959 now total $401,402,000, a decrease 
of 10% from 1958, 
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Chief Thomas Receives 
NFPA “Sparky” Award 





Chief Henry G. Thomas receives the 


“Sparky” Award, the “Oscar” of fire 
prevention, from Percy Bugbee (left), 
general manager of the National Fire 


Protection Association. T. Seddon Duke 
(right), board chairman of the inter- 
national fire safety organization, was 
also present for the ceremony. Chief 
Thomas, retired last month as head of 
the Hartford Fire Department, is one 
of only three recipients of the “Sparky” 
Award since the NFPA created the well- 
known fire dog symbol in 1951. 

Chief Thomas received the award for 
distinguished contributions to the fire 
service. He completed 41 years with the 
Hartford Fire Department, 13 of them 
as chief, is a past president of the In- 
ternational Association of Fire Chiefs 
and is now serving as president of the 
National Fire Protection Association. 


Conn. Fire Rate Changes 

A state-wide fire rate adjustment in 
Connecticut on property other than 
dwellings and apartment houses, ‘thas been 
announced by the New England Fire 
Insurance Rating Association. Many 
classes of risks received rate reductions, 
but the percentage of reduction varied. 


Also announced were new minimum 
rates for dwellings and = apartment 
houses. These rates were increased in 


most cases for frame and brick, year- 
round and seasonal property. 

Some of the major categories receiv- 
ing rate reductions were office, bank 
risks and town halls; hospitals; automo- 
bile garages; service and filling stations; 
warehouses; laundries and dry cleaning 
establishments and non-manufacturing 
sprinkled risks. 


Big Bill 
(Continued from Page 21) 
groups at Chicago on January 1, 1959. 

Currently, Mr. Reid is on board of 
governors of Arkansas Inspection and 
Rating Bureau, a director of Western 
Adjustment and Inspection Co. and on 
Western regional automobile committee 
of NAUA, 

I asked why the companies decided 
to adopt the integrated operation. 
United States Manager Parker said: 

“In the search for a more economical 
and efficient organization it became ap- 
parent that a much larger unit than 
existed was required. For any group 
to reach a satisfactory volume speedily 
through increased production was im- 
possible due to the strain on surplus. 
However, creating one operating unit 
with the desired premium volume and 
adequate assets could be achieved by an 
integrated operation such as we now 
have.” 


THE Sun. Because the Sun Insurance 
Office is the oldest insurance company 
in the world—now 249 years old—Royal, 
Exchange Assurance was formed a de- 





cade later, and Atlas Assurance had its 
origin in 1808, some facts about the 
pioneer days of these institutions are 
of unusual interest to the insurance 
fraternity. 

Before 1710 fire insurance business had 
always been either personal venture of 
one or more individuals, or was con- 
ducted on a plan of mutual contribution 
through which, if a loss occurred, the 
shares of the subscribers were collected. 
The adjustment was not easy. Some- 
times it would take a month before the 
loss was settled because of the com- 
plexity in calculations, the extent of the 
loss and the problem of individual li- 


ability. Invariably calculation involved 
fractions. Then along came the Sun 
with a new idea—an insurance com- 
pany operated on the partnership prin- 
ciple. 

The vear 1710 in which Sun Insur- 


ance Office was founded as the Sun Fire 
Office was at the time when St. Paul’s 
Cathedral, which had been destroved 
in the devastating London conflagration 
of 1666, was reconstructed and again 
opened for worship. 

In 1710 Good Queen Anne was on 
the throne. Since then Britain has had 
nine reigning monarchs. Population of 
England in 1710 was 5,000,000. Factories 
in the modern sense were unknown. 
Principal products manufactured were 
woollens in mills. England was a nation 
of farmers and merchants. Outside of 
woollens and a few other articles most 
of its products were imported from the 
Netherlands and from France. 


The company had its origin in the 
mind of Charles Povey. In 1706 he had 
set up “The Exchange House Fire Of- 
fices” for insurance of “goods and mer- 
chandises in London and Westminster.” 
He then got the idea of forming a com- 
pany called “The London Insurers” to 
cover property outside of the London 
area. He conceived the partnership 
principle, then novel, in which share- 
holders were pledged to pay claims and 
expenses, and receive profits, too, if 
any. 

All of this led in 1709 to an arrange- 
ment between “Exchange House Fire 
Offices” and “The London Insurers” by 
which the former assumed the name of 


Sun Fire Office through a deed of 
partnership. Thus, “The London In- 
surers” under the name of Sun Fire 


Office executed a deed with Povey by 
which the latter surrendered his rights 
and interests in the Sun Fire Office for 
a consideration of several sums of 
money, and annuity of 10% on the lives 
of his wife and himself “out of the 
clear profits’ not to exceed £200 per 
annum. To the company he surrendered 
the books and £15 which had been re- 
served for claims and also several prom- 
issory notes of the members. 

A room in Paul’s Coffee House was 
rented for one year for £15 per annum 
for general meetings, the proprietor of 
the coffee shop agreeing “to clean ye 
room and light ye fire.” 

It was Povey who had the insignia 
designed which ever since has been the 
trademark of the company. Covered by 
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R 
gold paint it represented a rotund face, Mi 
surrounded by a halo of 16 rays, eight E 
direct and eight wavy alternating. In 
the early days and for decades this F _. 
metal trademark was affixed to houses NOV 
insured by the Sun, and a smaller fac- 
simile was used by the company’s fire- ‘Hat! 
men and the members of its salvage Ge 
corps while on duty at premises which TI 
were burning and which the Sun had , 
insured. Its real purpose, however, was) 
to prevent fraud by anyone getting a pance 
policy on the property through devious PYiCé 
means after the fire. Ralp 
In June, 1710 Josiah Freeman had the vice 
distinction of being the first man ap- “Hat! 
pointed an agent of an insurance com- M 
pany. This post he got from the Sun, ps!!y 
Freeman lived in  Stratford-on-Avon fate 
which became famous as William Shake- [ghe! 
speare’s birthplace and his territory con- p Wt 
sisted of nine cities and towns. But he — tom 
changed his mind, ultimately refusing pte 
the agency. It was not until 1718 that §ce™ 
an agent was appointed by the Sun »vho elect 
went to work on the job. Mr. 
The Sun was a success from the start, —°O™ 
The public was upset by the rash of §2 % 
dazzling get - rich - quick - propositions Boat 
projected and ballyhooed on a_ huge citi 
scale which eventually brought financial and, 
disaster to thousands in several countries, p4!! 
The most glaring fraud was the South M 
Sea Bubble. Prat 
The Sun had demonstrated its relj- B*5° 
ability in paying claims and otherwise | “2° 
keeping promises with the result that Yor! 
by 1720 it had 20.000 policies outstanding Cast 
for insurance of $50 million, Bv 1949 p%%& 
Sun had 40 agencies in Great Britain p™™ 
each of whom had represented the com- golie 
pany more than 200 vears. ‘1 
However, up to 1860 the company’s roe 
active operations were confined to the sh 
British Isles at which time it began to 
expand. It commenced business in the Ot 
United States in 1882 when it absorbed W 
the Watertown Fire Insurance Co. of Pi 
Watertown, N. Y. In 1887 U. S. Apo 
headquarters of the Sun were moved poy" 
to New York. and 
tary 
: ; iia). Sa secre 
Roya ExcHAnce. When the Royal Bof tl 
Exchange Assurance was chartered in Pand 
1720 the Mississippi River had just been § for 
explored and work had started on build- P Brin 
ing of a city at mouth of that. river P for 
called New Orleans. The European wars f Adju 
had been succeeded by a period of peace | Mi: 
The company had been the outgrowth PUnio 
of two dormant companies, one called Psecre 
Mercers Hall Marine Insurance Co. and Pfeld 
the other with another unwieldy and PMetr 
not particularly explanatory name. _ It Ponti 
was decided to apply for a charter by P Miss 
which the Mercers Hall should become Fation 
the Royal Exchange Assurance and the PMr. 
other name be dropped. ance 
Thus, the company immediately found 
itself in possession of the best known f 
name in the international commercial 
world—the Royal Exchange which was 
the principal gathering place in London fF 
for merchants, traders, bankers, ship- F 
pers and adventurous men_ willing to 7 
stake considerable financial resources | Ay 
that a ship would reach its port in} 


safety—part of the early start of marine 7 


insurance. 
Royal 
three homes in London. 


erected in 1570, and 


ing, 


ing of the second building in 1838 oc- 


curred at 10:30 o'clock at night origin- | 


ating in a fire started in Lloyd’s coffee 
house which was located in the building. 


The present imposing Royal Exchange 7 


building was visited by Queen Victoria 
in 1844. It is the focal point of “The 
City,” the name given in London to the 
section where are located the Bank ol! 
England, other leading financial con- 
cerns and many of the principal insut- 
ance companies. 

Royal 
early pioneer in appointment of agents. 
It named its first one in Berkshire im 
May, 1721. It had decided on putting 
into effect an expansion program and 
inside of a month had agreed to appoint 
“as many postmasters as are proper t0 
be country correspondents.” 

The company had a large staff of firt 


£ 
Exchange Assurance was ai 





Exchange Assurance has_ had § 
two of which Pf, 
were destroved by fire. The first build- 7 
visited by § 
Oueen Elizabeth, was destroyed in the 7 
Great Fire of London in 1666. The burn- 7 





ose 
fe 
atte 
Othat 
oThe 
“inade 
: defen 
/atior 
“W 
devia 
he d 
selves 
am 
ana 
Patib| 
agent 
Patib] 


eaten ck mea 











(Continued on Page 40) 











22, 1959 








und face, 
YS, eig cht 
iting. In 
ides this 
o houses 
aller fac- 
ny’s fire- 
. salvage 
es which 
Sun_ had 
ver, Was 
retting a 
l devious 


| had the 
man ap- 


nce com: | 


the Sun, 
-on-Avon 
n Shake- 
tory con- 

But he 
refusing 
1718 that 
Sun avho 


the start. 
rash of 
positions 
a_ huge 
financial 
>ountries, 
he South 


its reli- 
otherwise 
sult that 
tstanding 
Bv 1940 
t Britain 
the com- 


ompanvy’s 
d to the 
began to 
Ss in the 
absorbed 
eC Co. of 
ee, oe 
e moved 


le Royal 
‘tered 

just been 
on build- 
lat river 
ean wars 
of peace. 
utgrowth 
1e called 
Co, and 
eldy and 
lame. It 
arter by 
| become 
and _ the 


ly found 


t known — 


mmercial 


hich was 


- London 


rs, ship- Ph 


illing to PTuesday, 


resources 
port in 
f marine 


has 


t origin- 
’s coffee 
building. 
exchange 
Victoria 


of “The § 
n to the § 


Bank of 


ial con- 


al insut- f 
Fationalize and decide that it was price. 


was all 
f agents. 
shire in 

putting 
ram ant 
) appoint 
roper 0 


ff of fire 
) 


May 22, 1959 


THE EASTERN 
UNDERWRITER 


















Miller, Newman Upped 
By National Union Cos. 


NOW SENIOR VICE PRESIDENTS 





Hatfield Vice Pres. and Treasurer; Mc- 
Govern and Briner Asst. Vice Pres.; 
Thomas, Kronz and Kurtz Advanced 





Directors of the National Union Insur- 

ance Companies announce promotion of 
Vice Presidents Robert F. Miller and 
Ralph Newman to the position of senior 
vice president and Treasurer Alvin K. 
Hatfield to vice president and treasurer. 
' Mr. Miller, a graduate of the Univer- 
sity of Pittsburgh, began his insurance 
career aS an inspector with the Alle- 
gheny County Board of Fire Under- 
writers. He was employed by the Na- 
tional Union Fire in 1933 as manager of 
the Allegheny County department, be- 
came vice president in 1943 and was 
elected to the board of directors in 1951. 
Mr. Miller has served on many industry 
committees and among some of the ones 
on which he is presently serving are the 
Board of Governors of the rating asso- 
ciations of New Jersey and Pennsylvania 
and the Texas Insurance Advisory Asso- 
ciation. 

Mr. Newman entered insurance with 
Prairie “Oil and Gas Co. and was later 
lassociated with the Employers’ Reinsur- 
‘ance at Kansas City, Chicago and New 
York. He joined the United States 
Casualty in 1929 as underwriter, subse- 
quently attaining the position of depart- 
mental underwriting head and executive 
oficer prior to joining National Union 
‘in 1946. In 1952 Mr. Newman was 
elected vice president and a director of 
‘the companies. 


Other Promotions Announced 


Other promotions were election of John 
W. McGovern and Drew C, Briner as 
assistant vice presidents of the com- 
— claim department, Joseph Kronz 
d J. B. Thomas to the office of secre- 
pe and George B. Kurtz as assistant 
secretary. Mr. McGovern is a member 
of the New York State Bar Association 
and was formerly zone claims manager 
for the Eastern zone of Allstate. Mr. 
Briner was formerly general adjuster 
for the Eastern area for the General 
Adjustment Bureau. 
Mr. Krontz has been with National 
‘Union since 1929, was elected assistant 
secretary in 1954 and is in charge of 
feld operations for the Pittsburgh 
»Metropolitan area. Mr. Thomas will 
‘continue to supervise the companies’ 
‘Missouri and south central Illinois oper- 
cations with headquarters at St. Louis. 
‘Mr. Kurtz is in charge of marine insur- 
ance operations in Allegheny County. 
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Hartford Pond Outing 


The Hartford Pond of Blue Goose will 
"hold its annual outing and meeting on 
May at the Golf Club of 
/Avon. Robert F. Stumpf, Paterson, N. J., 
grand custodian of the goslings of the 
“Grand Nest, will install the new officers 
‘of the Hartford Pond who are Gordon 
F. Crowther, Wallace F. Bailey, G. S. 
P Tompkins, Jr. R. L. Schmidt, Robert 
Davis and John H. Ellen. 


Fae 





Slawsby on Changes 


i (Continued from Page 22) 


Jose a big line to a direct writer or to 
lm fellow independent producer. No 
atter what the reason, he will contend 
hat the sale was lost because of price. 
he business might have been lost for 
adequacy of any or many kinds, but, 
defensively, our disappointed agent will 


e can’t get into harness with the 
deviator. If we do, we will wind up with 
he deviator doing the driving and our- 
Selves hitched to the rear of the wagon. 

am convinced that the role of the 
anaging general agent is exactly com- 
patible to the role of the independent 
‘gent. Our interests are not only com- 
patible, they are precisely the same.’ 


Great American’s New 
Premium Budget Plan 


Great American Insurance Co. an- 
nounces to its producers a new premium 
payment budget plan which carries many 
outstanding features. Simplicity is the 
keynote. The assured’s signature is no 
longer required on the agreement, and 
all “elements of the plan are geared to 
the agent’s normal office procedure. The 
agent collects and retains the first pay- 
ment, and he receives a check for the 
remaining balance, which permits him 
to treat the item as though received 
direct from the assured, thereby receiv- 
ing his full commission. 

There are no large down payments. 
All payments are equal and carry a low 
interest charge. Practically all forms 
of policies are eligible and policies may 
be added at any time merely by com- 
pleting a new agreement and combining 
the payments with existing payments. 

The agent receives his full commission 
in advance. This plan is designed for 
the sole use of Great American pro- 
ducers. This plan covers annual, semi- 
annual, quarterly and monthly payments. 


Seymour to NAUA 
22) 


the deficiency even though we have not 
yet moved into a satisfactory profit 
position. 

“There was a steady increase in the 
average size of collision claims but the 
upward trend of losses under compre- 
hensive coverage was much greater 
largely because of the more extensive 
and expensive use of glass,” said Mr. 
Seymour. 





(Continued from Page 


Rate Revisions 

“The revised rating formula approved 
by the membership at the last annual 
meeting has been used in filings since 
that date and so far approvals have been 
obtained in 33 of the 46 states where 
this Association is licensed as a rating 
organization. Other filings are in process 
and additional approvals are soon to be 
announced. During 1958, and so far this 
year, 64 general rate adjustments have 
been put into effect in 44 states. 

“We reported last year that compre- 
hensive coverage was a ‘problem child’ 
chiefly because of glass claims and that 
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a special committee of the association 
was studying it. After considerable re- 
search it was decided that rather than 
restrict the coverage, two intermediate 
steps should be taken. First, a special 
emergency filing was made whereby an 
additional charge was applied on 1959 
models having a single pane of glass 
valued at $100 or more—and this filing 
was so timed that it would coincide with 
the delivery date of the new models. 

“This rating program has been ap- 
proved in all but four states, the excep- 
tions being Arkansas, Massachusetts, 
New Mexico and New York. The second 
move was an attempt to encourage the 
demand for the $50 deductible form by 
increasing the differential from full 
coverage premiums. 

Safe Driver Insurance Plan 

“The association, in a joint project 
with the National Bureau of Casualty 
Underwriters, sponsored a Safe Driver 
Insurance Plan which was launched in 
California on May and attracted 
nationwide attention,”. continued Presi- 
dent Seymour. 

“You are fully aware of the details of 
the program but it is one of such 
importance that it seems appropriate to 
say a word or two about the principles 
of the plan. It is an attempt to reward 
the clean record and (in order to balance 
the books) rate up the driver with a 
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history of accidents or traffic violations 


As such, we believe it meets a strong 
and long standing public demand—at 
least on the part of those entitled to 
credits. 

“How often have we all heard an 
insured complain that he had an acci- 
dent-free record yet had to pay the 
sare rate as the driver with several 


accidents! Commissioners are interested 
in a plan which, in the face of inevité ibly 
rising rates, tempers the cost of insur- 
ance to the careful driver. And Motor 
Vehicle Bureaus also have welcomed 
the program as a contribution to highway 
safety. 

“Some improvements have been made 
in the original plan after consultation 
with producer groups. If other refine- 
ments seem desirable as time on, 
we shall, I am sure, be realistic enough 
to consider them. 

“Many variations of safe driver plans 
have been considered in the past but it 
has always proved difficult to come up 
with one which would have appeal and 
be arithmetically sound. Two unique 
features of the California Plan are the 
three-year experience period which 
makes worthwhile credits possible and 
the consideration of certain moving 
traffic violations which we think have as 
much significance in classifying a risk 
as actual involvement in an accident. 

“California was selected for the intro- 
duction of the safe driver insurance plan 
for a number of reasons, among which 


goes 


were the availability of records and an 
adequate rate level. We hope it will 
prove successiul there and spread to 
other states where conditions are simi- 
larly suitable. 

“The California Plan is an NAUA- 
National Bureau program. It resulted 


from considerable research and was ap- 
proved by your board of directors who 
believe that it serves the interests of 
the public and the Association companies 
We ask you to give it your best support 
and to see that it is strongly adminis- 
tered. 

“During the past seven years premium 

volume reported to the association 
ranged between $1 billion and $1.2 billion. 
Premiums for 1958 were $1,031,000,000 
(which reflect somewhat the reduced 
expense factor in the rating formula 
and also reduced new car sales). 
“The association is participating with 
the National Board of Fire Underwriters, 
National Bureau of Casualty Under- 
writers, National Council on Compensa- 
tion and Mutual Insurance Advisory 
Association in a study of the potentials 
of a community data processing center. 
This study is under the direction of a 
committee of company actuarial experts 
and will be conducted by the University 
of Pennsylvania. 


“Predictions are made that this will 
be a 5% million car year as against 
4.7 million sold in 1958. There seems 


to be a trend to a smaller more compact 
car. Horsepower is ‘soft-pedaled’ and 
there are reports that 1960 models will 
be shorter with less chrome trimming. 
Simpler design should be favorable to 
underwriting experience and the fact 
that the automobile industry is looking 
to a 7 million car year by 1965 implies 
no dearth of prospective insureds.” 
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Wayne Defends Insurance Bureaus; 
Cooperation And Unity Aid To Public 


A strong defense of insurance organi- 
zations was made by General Manager 
Harold L. Wayne of the Inland Marine 
Underwriters Association and _ Inland 
Marine Insurance Bureau when he ad- 
dressed the annual meeting of the 
IMUA at Shawnee, Pa., last week. He 
stated that bureaus are organized, main- 


Hi 


tained and supported by their members 
primarily for the purpose of enabling 
them to comply with state rate regu- 
latory laws, which provide that each 
insurer, as a condition precedent to the 
sale of insurance, must file with the 


Insurance Department of the state every 
manual, 


minimum, class rate, rating 


seed wee 


r~ 
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schedule and rating rule, which it pro- 
poses to use. 

“Note,” stated Mr. Wayne, “that the 
obligation is imposed upon each insurer 
individually and remains its individual 
obligation at all times. The laws go on 
to provide that the individual insurer 
may discharge its obligation by becom- 
ing a member of or subscriber to a li- 
censed rating organization, which will 
make such filings upon its behalf. 


Not Maintained for Non-Members 


“Bureaus are not organized, maintained 
and supported by their members for the 
benefit of non-bureau companies or so- 





National Maritime Day 


May 2 


2 is designated by Act of Congress as National Maritime Day to commemorate 


the first transatlantic round trip by steam propelled ship, the American steamship 
Savannah in 1819 (pictured above). The purpose of Maritime Day is to stimulate 
public interest in and support of our Merchant Marine as a vital factor in the national 


economy and national security. We are happy to pay tribute to America’ 


Marine. 


s Merchant 


Over the years marine underwriting, both cargo and hull, has been a major interest 
of CHUBB & SON. Today. through up to date application of experience and knowl- 
edge, it continues to serve the needs of this great industry. 





FEDERAL INSURANCE COMPANY ¢ VIGILANT INSURANCE COMPANY e THE MARINE INSURANCE CO., LTD. 


CHUBB & SON, Underwriters 


90 John Street, New York 38, New York 


Managers 


¢ THE SEA INSURANCE CO., LTD. 


LONDON ASSURANCE (MARINE DEPT.) * ALLIANCE ASSURANCE CO., LTD. 


Ocean and Inland Marine ° 


Transportation ° 


Fire and Automobile . 


Casualty e 


Surety e Fidelity 


Life Insurance through Federal’s affiliated Colonial Life Insurance Company of America 


Aviation Insurance through Associated Aviation Underwriters 





called ‘independents.’ They are not main. 
tained to make ‘it easy for non-bureay 
companies to comply with the rating 
laws and to compete with bureau com. 
panies. The fact that they, the bureaus 
actually do just that is purely coinciden. 
tal and a free benefit enjoyed by the 
non-bureau companies. 

“Right of subscribership to the sery. 
ices of a bureau is a privilege grante( 
by law. That right, however, is wholly 
dependent upon the continued miain- 
tenance of the bureau by its member: 
for obviously, if the members disban( 
it there will be no bureau to which con. 
panies may subscribe. 

“Establishment of a bureau is time 
consuming and expensive. Maintenance 
of a bureau, once established and licensed 
is also costly. All bureaus make great 
demands upon the time of executives 
and other personnel of their member 
companies. The cost of such services in 
both time and money is borne entirely 
by the contributing member. 
“Such being the case, how can one 
logically or reasonably contend _ that 
those who created the bureau may not 
delineate its scope or sphere of opera- 
tions in whatever lawful manner they 
choose? Having done so, can it be wrong 
for the members who created and sup- 
port the bureau to insist that it shall 
perform no services for non-members 
beyond those for which the bureau wa; 
established: and which it performs for 
its members? 


Rights of Bureau Members 


“Who but members of the bureau have 
the right to decide the kinds, classes or 
subdivisions of insurance to be within 
its purview? By what possible right, in 
law or equity, can others impose upon a 
bureau the duty, the obligation or the 
privilege of assuming jurisdiction and 
making filings over kinds, classes or 
subdivisions of insuranc other than those 
delegated to it by the members for the 
purpose of compliance with rate regu- 
latory laws? 

“Pending before ihe National Associa- 
tion of Insurance Commissioners is the 
so-called M-1 subcommittee report. The 
meat of the recommendations in M-1 are: 

“First, an attempt to take away from 
the companies determination of _ the 
bureaus they may wish to use as avenues 
of compliance with rating laws; 

“Second, an attempt to force bureaus 
to assume rate making and filing fune- 
tions ‘beyond those for which they are 
created and are maintained by their 
members. 

“Third, an attempt to settle by dicta 
the knotty problems of partial subscrib- 
ership and deviations,” stated Mr. Wayne. 

“Problems created by multiple line 
package policies are many and complex 
So called organization or bureau com- 
panies are constantly endeavoring to find 
the solution to those problems in at 
orderly and intelligent manner calculated 
to bring about the least possible up 
heaval and disturbance to the industry 


Solutions Must Be Left to Trained Men 


“If the business is going to survive 
and prosper, which in the ‘final analysis ii 
of transcendent importance to the public} 
solution of problems of multiple line 
package insurance must be left to the 
trained and practical insurance men,” Mr. 
Wayne declared. 

“Any idea that there exists a ‘battle 
of the bureaus,’ as some have put it, if 
utter nonsense and a fragrant red 
herring. Bureaus are the creatures 0 
their members and can and will perform 
only such services as their members 
desire and delegate to them within the 
framework of the applicable laws. 

“When companies conclude that it if 
in the best interest of the public ant 
themselves that a single bureau serve 
them for multiple line package policies 
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there is no bureau in existence with the 
power to prevent the companies fromy 
pursuing that course. By the same toket, 
if those companies, with all of thei 
knowledge and experience, believe {of 
reasons they deem paramount, that it 
terests of the industry are best servel 
by the maintenance of separation by 
component kinds of insurance, neithe 
government nor supervision should at: 
tempt to force them to do otherwis 
(Continued on Page 35) 
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| shippers 


Washington, D. C., May 18.—American 
shipowners, exporters and importers are 
today receiving more insurance protec- 
tion for lower cost than ever before in 
history, Miles F. York, president of the 
American Institute of Marine Under- 
writers, said here last Friday. Mr. York 
is also president of the Atlantic Com- 
panies 

The ‘AIMU, comprised of 134 insurance 
companies writing ocean marine insur- 
ance in the United States, had been 
requested by the Anti-trust and Monop- 
dy Subcommittee of the U. S. Senate 
Committee on the Judiciary to present 
witnesses to testify on the organization 
and practices of the American marine 
insurance market. 

Mr. York told the subcommittee that 
open world competition had produced 
substantial rate reductions for insurance 
buyers. The average rate on hull insur- 
ance, he stated, has been reduced to less 
than half the rates prevalent and cargo 
rates at present average less than one- 
half what they were in 1947, 


Rate Flexibility Needed 


However, Mr. York pointed out thie 

advantage of world-wide competition 
would be lost to assureds if regulations 
deprived American mi rine insurance of 
the flexibility which is the unique char- 
acteristic of marine insurance. Rates and 
covers must be individually and com- 
petitively negotiated if the American 
market is to continue to serve the insur- 
ing public as it has in the past, and to 
compete for business. 
According to Mr. York, 50 to 75% of 
ocean marine premiums are paid out 
in claims and “operations both in 1956 
and 1957 resulted in losses for the indus- 
try as a whole even though .. . the ex- 
pense of writing ocean marine insurance 
is somewhat lower than that of most 
forms of insurance.” 

The insurance executive noted that the 
high values of today’s vessels repre- 
sented tremendous concentration of 
risks. He cited the fact that an insur- 
ance company might have hundreds of 
“open” cargo policies outstanding with 
tremendous potential liability and no 
means of knowing what concentration of 
tisk existed at any moment. These fac- 
tors made “broad arrangements for risk 
spreading and = sharing... the only 
means of protecting the soundness and 
reliability of the insurance written.” 
Liberalized facilities to shipowners and 
requiring risk spreading be- 
tween companies must be supplied by 


' the American market if it is to com- 


pete in the world insurance market, Mr. 


| York said. He continued: 


: Large Limits Essential 

It would be impossible for American 
marine insurance companies to compete 
in the world insurance market if they 
did not provide the large limits and 


other liberalized facilities required. 


“Tt is equally obvious that the Ameri- 
can marine insurance market could not 
provide these facilities necessary for 
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modern commerce without arrangements 
for spreading the risks involved. A syn- 
icate operation greatly increases the 
Capacity as well as the competitive inde- 
pendence of the market.” 

ecognition of these facts plus the 
desire to create a strong U. S. merchant 
ed following World War I was what 

Congress in 1920 to grant certain 
aati: -trust exemptions to the marine in- 
surance industry, Mr. York, said. Sub- 
sequent Government studies of the ma- 
tine insurance industry had revealed no 
Cause for action, he added. 
With Congressional encouragement 











York Says Open World Competition 
Has Cut Marine Hull And Cargo Rates 


MILES F. YORK 


the American Hull Insurance Syndicate 


was formed in 1920 and it, as well as 
the market as a whole, has enjoyed good 
growth since that time, Mr. York said. 
He noted that the value of hulls insured 
by the syndicate has increased over 
25-fold from approximately $50,000,000 
in 1921 to over $1,000,000,000 at present. 
Over tlie same period, the syndicate has 
been able to increase the maximum cov- 
erage on a single vessel from $2,500,000 
to $10,000,000. 

Mr. York 
interests with over 
ence continue to 


said that British insurance 
250 years of experi- 
dominate the world 
market in ocean marine insurance, but 
pointed out that “the American market 

. now writes approximately 50% of 
the risks on American hulls and 45% 
of the risks on exports and imports of 
the United States.” 

He said that ocean marine premiums 
written by American companies totaled 

205,300,000 in 1957, compared with $164,- 
800,000 in 1952. Mr. York estimated 


ocean marine premium volume of the 


British market at $513,700,000 in 1956 
— $521,800,000 in 1952. 
bt aas manifest,” Mr. York stated, 





“that the strength of the American mar- 
ket is the best protection of the water- 
borne commerce of this country.” 

“Every American shipowner, nrg 
turer and merchant,” Mr. York said, 
free to insure in the American mack 
or in whatever other national market 
gives him the most for his dollar. If 
our American underwriters do not pro- 
vide satisfactory coverage, service and 
rates, they can, and do, go elsewhere. 

“American insureds receive the full 
benefit, from the standpoint of. price, 
coverage and service, from the vigorous 
competition of the American market with 
other national markets.” 





Jackson on Competition 
Before Marine Forum 


Marine underwriters were advised to 
streamline their methods and try to get 
more for their cost-of-operations dollar, 
at the May meeting of the American 
Marine Insurance Forum. Harold Jack- 
son, president of Wm. H. McGee & Co., 
Inc., said that in this way ocean marine 
insurers in the American market would 
be better able to meet competition from 
foreign underwriters. 

Mr. Jackson discussed the post-wai 
development of European sco mar- 
kets, and said that while large accounts 
attracted more attention when they 
switched to another market, more busi- 
ness was lost in a less dramatic way by 
default, when the shipper or consignee 
at the other end of a foreign-trade trans- 
action was left to arrange for insurance. 

The speaker pointed out that Ameri- 
can marine underwriters did not fear 
fair competition, but that they would 
continue to fight against nationalistic 
insurance legislation abroad which at- 
tempted to restrict the placing of trans- 
port insurance to the foreign local mar- 
ket, thus denying American underwriters 
the right to compete for business. Mr. 
Jackson, who is also a past president 
of the American Institute of Marine 
Underwriters and a member of the ex- 
ecutive committee of the International 
Union of Marine Insurance, was intro- 
duced by Robert P. Mundhenk, presi- 
dent of the forum. 





Kennelly Skipper of 
New York Mariners Club 


The New York Mariners Club held its 
annual Founders Day meeting in New 
York City. The following were installed 
as officers of the club for the coming 
year: 

Skipper, Thomas E, Kennelly, St. Paul 
Fire & Marine; mate, Vincent A. Wick, 
Talbot, Bird & Co., Inc.; purser, John 
W. Nevin, Marine Office of America; 
yeoman, Jack Campbell, R. A. Fulton & 
Co., Inc.; directors, Thomas C. Johnson, 
American Home Agency, Inc.; Carmine 
Ferrantino, Great American; Robert 
Mulholland, Aetna Casualty & Surety. 


Andrea Doria” Claims Are Settled 


totaling $116,000,000 
disastrous collision 


Claims originally 
arising out of the 
between the liners “Andrea Doria” and 
“Stockholm” on the the night of July 
25, 1956, off Nantucket Light, have been 
settled, without long court trials, for 
about $6,000,000. A final decree, involv- 
ing 3,322 claims for deaths, injuries, loss 
of personal baggage and cargo losses, 
settling all of the outstanding litigation 
was signed last week in Federal Court 
in New York City. The settlement and 
the payment of all claims set a record 
for speed in major maritime loss, it is 
reported. Fifteen years passed following 
the “Titanic” sinking and seven years 
after the “Morro Castle” fire before all 
claims were settled. 

The decree of Judge John W. Clancy 
approved the claims payments, outlawed 
further claims and exonerated the 
Swedish-American and Italian Lines 
from all liability. Judge Clancy had 
supervised the settlement 


negotiations 


after former Federal Judge Lawrence 
W. Walsh left the bench early last year. 

The $30,000,000 “Andrea Doria” sank the 
morning after the collision. The “Stock- 
holm’s” bow was badly crushed, but she 
limped back to New York with injured 
and rescued, and later got a new bow 
at a cost of $1, 000,000. Fifty persons died 
in the disaster, five of them on the 
Stockholm. 

Initially, the two lines instituted suits 
against each other, but these were with- 
drawn as part of an agreement to seek 
negotiated settlements with the many 
individual claimants. In this procedure, 
if all claims could be settled without 
trial, the question of which ship was at 
fault in the crash would be bypassed. 

The last few minor cases were com- 
pleted three weeks ago. In all there were 
59 death claims, 786 for personal injury 
and 1,174 for the loss of passengers’ per- 
sonal effects. The remainder involved 
injuries to seamen, seamen’s personal 
effects and cargo losses. 





INSURANCE AGENCY 
MANAGER 


An excellent opportunity for a young 
man 35-42 to manage a successful gen- 
eral agency writing mainly automobile. 
Personality, demonstrated managerial 
ability, insurance background, experi- 
ence in dealing with company execu- 
tives and sales promotion ability neces- 
sary. Salary open. Other benefits. 
Please submit photograph, resumé of 
experience, education, other qualifica- 
tions and salary record. Replies treated 
with confidence. Box 2703, The Eastern 
Underwriter, 93 Nassau Street, New 
York 38. 











H. A. Grant, Jr., Joins 
Jones & Whitlock, Illinois 


Christian A. Siebold, ocaldine of Jones 
& Whitlock, Inc., New York, has named 
Harry A, Grant, fe. 23 resident vice 
president and manager of its Chicago 
office. Mr. Grant has a broad _ back- 
ground in the marine and inland marine 
insurance field. His experience dates 
back to 1929 when he was a special 
agent for R. A. Fulton and Co. of New 


York. He joined the Automobile In- 
surance Co. as inland marine under- 
writer in 1931, 

In 1940 he became marine superin- 


tendent of the Aetna, a position which 
he held until 1951 when he joined the 

3oston Insurance Co, as marine and 
inland marine manager of the Western 
department, which affiliation was termi- 
nated April 1 this year. 


Wayne on Bureaus 


(Continued from Page 34) 
Laws do give companies right to elect 
to do that which is required themselves 
or through a rating organization or 
organizations. 

“One hears many expressions these 
days that associations and bureaus stifle 
competition. Nothing could be further 
from the truth. There is no more com- 
petitive business extant than that of 
insurance and nothing has been respon- 
sible for the continued growth of com- 
petition in insurance more than the 
associations and bureaus, created, main- 
tained and supported by their members. 





Strong Exponents of Free Enterprise 


“We in this business are strong ex- 
ponents of the free enterprise system, 
and we cooperate in full measure with 


other business and industry groups, to 
ward off all attacks upon that basic 
belief. Yet, the incentive would seem 


to be weakened when we encounter a 
lack of dependence by some on the 
combined mind. The structure upon 
which we depend to maintain and sup- 
port those fundamental principles that 
comprise the code of our activities, 
suffers. 

“The good name of insurance now so 
favorably planted in the public mind 
was established by cooperation and unity. 
Therein lies true independence. Organi- 
zation companies are the backbone of 
this business. Their combined writings 
are the basis of ‘true experience. In our 
cooperative endeavors we neither seek 
nor claim special privileges from govern- 
ment or supervisory officials. We do, 
however, demand and expect equality 
of treatment,” Mr. Wayne asserted. 

“We must eternally guard against the 
good reputation of the inland marine 
insurance business being damaged by 
irresponsible actions within or without 
our organizations. The entire business 
of insurance takes the blow, and the 
great good will which insurance has 
justly earned suffers in the public’s 
attitude. 

“It is cooperation among 
which has produced efficient modern 
methods by which our coverages are 
marketed at a minimum cost. Today we 
find the inland marine business on a 
firm cooperative foundation, which was 
accomplished by the unselfish deviation 
of substantial and reliable interests to a 
cause aimed at establishing order and 
square dealing. 


companies 
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Indemnity Co. Announces 
Simplified Auto Policy 


TO MEET THE DIRECT WRITERS 


Named the Champion, It Will Take Over 
All Detail Work From Agents; Avail- 
able to INA Producers in Penna. 


Indemnity Insurance Co, of North 
America thas developed a new automobile 
policyl to enable its agents to meet the 
competition of direct writers and small 
specialty companies. Named the Cham- 
pion automobile policy, it is now avail- 





able to all currently licensed INA 
agents in Pennsylvania. ; 

This policy, a package plan, is espe- 
cially tailored for the careful driver and 


is the direct result of agent recommenda- 
tions to INA. In announcing it this 
week Herbert P. Stellwagen, Indemnity’s 
executive vice president said: 

“In our consultation with agents at 
Disneyland and other conferences, one 
clear call to action has been heard 
again and again. That call is: ‘do some- 
thing to simplify and modernize auto- 
mobile insurance!’ 


“After intensive research and under- 
writing planning, we have done just 
that,” Mr. Stellwagen said. “We have 


developed the Champior automobile pol- 
icy which offers three basic advantages 
to agents as follows: 

(1} “It takes over all detail work from 
the agents, freeing them to devote more 
time to sales; (2) it enables them to 
complete successfully for preferred pri- 
vate passenger business; and (3) it pro- 
tects agency and broker personal busi- 
ness from the inroads of direct writer 
competition.’ 


New Champion Division Set Up at H. Q. 


To slash costs, a new, electronically- 
equipped Champion division of Indem- 
nity has been established at INA’s head- 
quarters in Philadelphia. It will relieve 
the agent of office routine by sending 
out extension notices and_ collecting 
extension premiums. All the producer 
has to do is write the initial policy and 
submit it with the gross premium to In- 
demnity’s Champion division. 


Agents’ ownership of expirations will 
be confirmed, Mr. Stellwagen said, by 
contracts for writing the new _ policy 


offered through separate agency 
ments. He further pointed out: 

“As a ‘package policy,’ the Champion 
embodies single limit third party cov- 
erage, medical payments, uninsured mo- 
torist, and direct damage coverage. It 
will be written for a term of six months 
and may be extended for additional six- 
month periods upon payment of the pre- 
scribed premium. 

“Since it is designed primarily for 
the prudent automobile owner, Champion 
business will be strictly underwritten. 
Impaired or extra-hazardous risks will 
not be accepted. 

“We believe that the Champion will 
secure for an agent the good private pas- 
serfzer car business that has been going 
to direct-writing companies. It will also 
enable agents to protect their present 
personal accounts and develop additional 
profitable personal business.” 


agree- 





De Sapio Enters Insurance 
Jay B. Rappaport, Inc., general insur- 
ance brokers, announced this week that 
Carmine G. De Sapio, Democratic na- 
tional committeeman from New York, 
had joined the firm as vice president. 
Mr. De Sapio confirmed that he had 
made the connection on May 1, “handling 
public relations and sales.” He added, 
‘St will not solicit any city or state 


business of that you can be sure.” 


Pa. Auto Liab. Rates 
Raised 17% Statewide 





FOR PRIVATE PASSENGER CARS 





Commissioner Smith Accepts National 
Bureau Filing; Commercial Car Rates 
Up 12%; Wants Merit Rating Plan 





Insurance Commissioner Francis R. 
Smith of Pennsylvania has approved the 
revisions of automobile liability rates 
proposed by the National Bureau of Cas- 
ualty Underwriters in their filing of 
March 6. 

The rate changes for private cars, 
Commissioner Smith said, will result in 
an average statewide increase of approxi- 
mately 17%. Rates for commercial cars 
and trucks will be increased approxi- 
mately 12%, and garage rates are up 
approximately 16%. Because of the more 
favorable experience of car owners qual- 
ifying for farmer rates in Pennsylvania 
they will continue to receive a discount 
of approximately 30% from the rates 
that would otherwise apply to their pri- 
vate passenger cars. 


Sees Rates Caught in Jam 


In approving the rate adjustments 
Commissioner Smith pointed out: 
“As the auto liability insurance situation now 


stands, rates are caught in a jam between an 
an ever increasing number of accidents and 
spiraling settlement costs in adjusting claims. 


Claim costs are higher because of general in- 
flationary conditions nationwide. Jury awards 
continue to increase, and as they do so, the cost 
of settlements made out of court also rise. 
Medical and hospital costs are up. Inflation, as 
well as the more expensive design of modern 
cars, has driven repair costs up. 

“The determination of automobile 
each rating territory is based on the number of 
attributed to vehicles garaged in that 
and the cost of settling the claims re- 


rates in 


accidents 
territory 
sulting from those accidents.” 


For Safe Driver Reward Incentive 


However, Commissioner Smith stated 
that “safety on the highways can sub- 
stantially reduce the cost of automobile 
insurance and that some method of re- 
warding the safe driver in Pennsylvania 
should be initiated.” He has advised the 
National Bureau people that the wishes 
to discuss with them the introduction of 
a merit rating plan for Pennsylvania so 
that the insured with a good driving 
record would benefit by rate reductions, 
while the unsafe driver would get rate 
increases, 

It is noted that the production cost 
factor in the formula used to compute 
the new rates for Pennsvlvania thas been 
reduced from 25% to 20%, thereby mak- 
ing available a larger share of the pre- 
mium dollar for the payment of claims. 

Collision and comprehensive insurance 
rates are not affected in this revision, 
the Commissioner said. 


Pa. Federation Officers 


William Elliott, chairman of the board 
of Philadelphia Life was recently elected 
president of the Insurance Federation of 
Pennsylvania. Other officers elected in- 
cluded: 

First vice president, William MacLean, 
president, National Union Insurance Co., 
Pittsburgh; treasurer, John H. Hoffman, 
assistant secretary, America Fore Loyal- 
ty Group; secretary-manager and general 
counsel, Homer W. Teamer, and assistant 
secretary, Helen M. Heckert. 

Chairman of the executive committee 
of the Federation is John A. Diemand, 
president, North America Companies, 
Philadelphia. Vice chairman elected was 
Thomas A. Bradshaw, president Provi- 
dent Mutual Life, Philadelphia. 





Employers Re. Had Net 
Earnings of $936,420 


FOR FIRST QUARTER OF 1959 





Produced Net Underwriting Gain of 
$1,094,616 on Net Premium Volume of 
$7,040,571; Earned $1.56 a Share 





For the first quarter of 1959 the Em- 
ployers Reinsurance Corp. of Kansas 
City reports net premiums written of 
$7,040,571 compared with the 1958 result 
for the same period of $6,209,695 in net 
premiums written. 

Net underwriting gain for the quarter 
was $1,094,616 which, with investment 
earnings of $483,721, produced total earn- 
ings before Federal income tax of 
$1,578,337. This compares with $1,476,528 
in total earnings for the first quarter of 
1958. Net earnings after taxes were re- 
spectively $936,420 and $897,294. This is 


at the rate of $1.56 per share, slightly 
higher than a year ago. 
As further reflection of its 1959 


progress in the first quarter the Em- 
ployers realized a net increase in sur- 
plus of $804,207 in the first quarter, 
bringing that total up to $19,203,114 as 
of March 31. This compares with $15,- 
223,778 in surplus on March 31,1958. 
Total admitted assets of the Employers 
Re. stood at $81,738,177. on March 31 
compared with $80,963,726 last December 
31. In this three-month period cash de- 


creased by $897,403, bond holdings were 
increased by $2,004,312, stock holdings 
went up we cid and other assets de- 
creased by $952,8 

Dividends to Te ididisice paid in the 
first quarter (at rate of 60 cents a share) 
totaled $360,000 compared with $330,000 
in the same period of 1958 (55 cents per 
share). 





Insurance Corp. of America 
Bids to Control Anchor 


Latest insurance company bidding for 
control of Anchor Casualty of St. Paul 
is the Insurance Corp. of America, In- 
dianapolis. It is offering $40 a share for 
all the common and preferred stock of 
Anchor which has 110,000 shares of com- 
mon and 20,000 shares of preferred. 

The offer made by Mark H. Croll, 
president of ICA, expires May 30, and 
is predicated on the acceptance of the 
offer by 51% of the stockholders. The 
latter are puaalitiesing a previous offer 
of Agricultural Insurance Co. of New 
York to take control of Anchor through 
an exchange of stock. This offer expires 
May 23 and requires that 80% of the 
common and 80% of the preferred be 
turned in by holders. 

Anchor had underwriting losses of 
$242,314 in 1958; $292990 in 1957 and 
$1,277,777 in 1956. It had underwriting 
profits in 1954 and 1955. 





40th Anniversary Meetings 
_ The Kemper Group is presently hold- 
ing a series of meetings for its Eastern 
department agents as part of the de- 
partment’s 40th anniversary. The eight- 
state territory was established at Phila- 
delphia in August, 1919, but headquarters 
9 the department has been in Summit, 
J. for the past three years. 
n The agents’ meetings were scheduled 
for Baltimore, Roanoke, Richmond, 
Philadelphia and Charlotte, N. 





W ould Extend Plant Safety 


Edward R. Klamm, Allstate accident 
prevention director, recently proposed 
extension of safety programs to incor- 
porate home and traffic safety instruction 
into the plant safety program. He spoke 
before the Genessee Valley Safety Con- 
ference in Rochester, N. Y. saying that 
a creative safety engineer could develop 
such a practical program. 


Executive Changes for 
Integration of INA Cos, 


The boards of directors of Insurance 
Co. of North America Companies an- 
nounced several elections and promotions 
at meetings May 12. In a move t 
further the integration of Insurance Co 





of North America and Indemnity Insur- 
ance Co. of North America, sever 
officers of the business development deff 
partment were elected to official posi.) 
tions in both companies. They are: 

Richard G. Osgood, vice president oj 
the North America, elected vice presi- 
dent of Indemnity; William P. Arnolds, 
Jr., formerly assistant secretary, Indem. 
nity, promoted to secretary-production, 
Indemnity, and elected assistant secre. 
tary of the North America; Richard E 
Miller and Norman R. Holzer, assistant 
secretaries of Indemnity, elected assistant 
secretaries of the North America; and 
Richard B. Light and Robert W. Wilson > 
assistant secretaries of the North} 
America, elected assistant secretaries off 
Indemnity. 

John A. Diemand, INA president, an- 
nounced that Reginald S. Robins, vicef 
president of Indemnity, will be trans-f 
ferred from the business development 
department to assume new administrative 
duties with Indemnity June 1. 

The board of directors of the North 
America made the following promotions 
of assistant secretaries: Myron W 
Davenport, secretary - Latin America: 
Warren E. Taylor, secretary-reinsurance: 
and Louis O. Thames, secretary - Inter- 
national. 

The board of directors of 
surance Co. of North 
Dr. Samuel R. Moore, 
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medical director 





BREWER JOINS CONTINENTAL 

Named Resident V. P. of Fidelity-Surety 

Lines for Southeastern States; Former 
National Surety Vice Pres. 


Spencer S. Brewer has been appointed 
resident vice president of Continental 
Casualty for the southeastern states with 
headquarters in Atlanta, Ga. 

Well known in southeast fidelity- 
surety circles, Mr. Brewer started his 
insurance career in 1924 as an agent 
for the old National Surety in North 
Carolina. In 1933 he was made southern 
manager, then elected a vice president 
of National Surety Corp. in 1944 and 
director in 1956. 

In January, 1956, Mr. Brewer was ap- 
pointed associate manager of The Fund’ 
southern department, f 

Under Mr. Brewer’s direction Conti- 
nental Casualty plans extensive develop- 
ment of fidelity and surety lines in 
the southeast. : 


Kis oy eater 


ee 





Aetna Claims Post For : 
Williams, McNair, Taylor) 


H. M. Mountain, president, Aetna 
Insurance Co,, recently announced the} 
promotion of Warren K. Williams tof 
supervisor of casualty claims at tl 
company’s Houston office. Also, ap-) 
pointed claims managers were Huch N 
McNair, at Houston and James J. Taylor > 
at Tampa, Fla. Hi 

Mr. McNair joined Aetna in 1941 a} 
an adjuster. He was promoted claimf 
supervisor at the Millburn, N. J. office 
in 1957. During World War II he servel fl : 
in military intelligence with the U. 
Army. 2 

After several years in the practice 
law, Mr. Taylor joined Aetna Insurance P 
in March 1957 at Millburn. He wap 
transferred to the Houston office 
November, 1957 as staff adjuster. 

Prior to joining Aetna in Corpiip 
Christi as claims manager, Mr. William’ 
handled multiple line claims with at 
independent adjusters and a Texas it- 
surance company. He was  Houstot 
claim manager for Aetna before prom0 
tion. 


MD 
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Mr. Company Executive-- 


If you have faith in the future of the Fire 
and Casualty insurance business under the American 
Agency System - then you should take a receptive 


interest in this message: 


A well established New York City Multiple 
Line Agency with a profitable underwriting record 
wishes to enlarge its present capacity by represen- 


tation of an additional company. 


This agency invites responses to this ad from 
company home offices, whether now located in New 
York or planning to enter this state. Best banking 


references furnished. 


Address Box 2704, The Eastern Underwriter, 93 Nassau 
Street, New York 38, N. Y. 
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Casualty Insurance Hear Harold Philips 
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2 - 
jel eee with us Risks Mr 
BREWSTER TELLS GEN. AGENTS ON INFORMATION — INSTITUTE even atic 
ie od F 5 q 
Points Out eldedittinas and Need for Aim to Bring Insurance Truths Down CASUALTY A. W. MARSHALL & co. f tant 
Pooling Information; Cooperation Main Street; Press Attitudes ry One of New Jersey’s Leading General Agencies | ness 
In Public Interest Changed INLAND 744 BROAD STREET, NEWARK 2, N. J. orgat 
— MARINE . ee the n 
A timely discussion of the role of the Speaking on Monday, May 18, Harold —} tion 
National Bureau of Casualty Under-  K, Philips said that under the Insur- i Th 
writers as “the stabilizer of casualty in- ance Information Institute public rela- Mr. Philips said the significance of in making the public aware of the probB 0. 
surance” was delivered at this week’s Sd lites Gi bea tel besid® ind . this historic step is that “just as quickly lems of the insurance industry. As ap PfOY 
annual meeting of the American Asso- reese will take its p ee eae emmni- as staffs can be transferred and addi- example, he showed how the continuing> been 
ciation of Managing General Agents at fication and prevention as one of the tional new personnel employed, all of all-embracing efforts of the Associatior whicl 
the Essex House, New York. major principles of sound insurance. the public relations activities now ad- have been helping to overcome publih) ow: 
William H. Brewster, special assistant The speaker who is public relations man- ministered separately by the various misunderstanding about automobile lia. er 
to the general manager for public rela- ager for the Association of Casualty & capital stock casualty, fire, surety, in- bility rate increases. jin th 
tions for the National Bureau, described Surety Cos., addressed the annual meet- land marine and rate-making organiza- “We have seen the press of this nation» ing P 
the work of the organization done in the ing of the American Association of tions will be combined within an insti- with a mere handful of occasional ex-f of liv 
interests of its member companies, M: anaging General Agents. He said the tute that is dedicated to giving this ceptions, turn from uninformed criticisn} 
agents and brokers, and the insuring ACSC ‘ ‘unanimously and enthusiastically business the adequate and effective and and attack to enlightened support anf Bures 
public. The timeliness of the talk was approved” the establishment of the new continuing public relations it so richly wholehearted assistance,” ‘Mr. Philip) ‘Cot 
enhanced by the fact that the O'Mahoney _ organization at the recent annual meet- deserves and clearly needs.” added. I these 
Senate subcommittee investigating insur- ing of ACSC. Before the month is over, He told his audience that experienée ng . B opats 
ance is due to turn its attention to the he said, all of the other major stock by the Association has chia Weusad Magazines’ Blunt Stories under 
industry’s fire and casualty rates and insurance organizations will have taken a shadow of doubt that practical public “We have seen magazines with thep and : 
(Continued on Page 39) similar action. relations, properly used, can do wonders biggest circulation in the country telf uals, 


motorists in no uncertain terms that they to m 
have only themselves to blame for rising 
rates. We have, within the year, see 2 
two legislative investigating committee} nectt 
(Massachusetts and Florida) bluntly telf activi 


the people that they are not being over “Re 
charged for their insurance and _ verb- sath 
e@e8e ally chastise them for getting excited 


— —_ their insurance rates whi eh 
-allously ignoring the primary cause ojf he 

INCREASE YOUR PRODUCTION WITH THE ae nacelccd —eabantinn tack. “inh em 
and ee a on be high. . . 
vays. > have seen the tre are c 
PREMIUM BUDGET PLAN DESIGNED WITH jury verdicts begin to turn. f Such 
; He ge can a a —— venture a 
rut at afrz as oe ap tract 
TH bk AGENT IN M | N D! nie corny fabice: I pendict satior 
when the Insurance Information Insti-f) insur 
tute becomes fully active, which will bf Th 


very soon, all of our public relation# publi 
activities will be rapidly and_ broad} undet 
accelerated. It will establish at leas} recer 
three new branch public relations office,f on tl 
and more if necessary, to bring our. Syste 


story—to bring the truths about insur-f pamie 
ance—adequi ately down to Main Stree, sured 
FOR INDIVIDUALS FOR BUSINESSES where it belongs. You will see effective only 
a ae speakers bureaus in every state, Weg ‘athe 

shall have a public relations program thaff comp 
will be adequate, consistent and alert t Inc 
hie problems before they become boil, 
problems. oulel 

THIS IMPORTANT NEW SALES TOOL IS “The people are ready to believe ot the N 
story if we give it to them in believabk} Manu 


...easy to understand and use form. We have nothing to hide. Th, 00,0 


accid: 





truth and the facts are on our side. Thaf Some 

(Plans can actually be set up over the phone. ) is all we need to tell the American pe} . Mr 

3 ple. We need no starry-eyed counce-f that | 

= oil economical lors, es ibs 208 brilliant ideas, no high: Bure: 

rs a -ed advertising campaigns.” > manu 

(Eliminates much office detail.) gape oobi biigr ed pepsi cle | tions 

: Points to P. R. Shortcomings tals | 


Toward the close of his talk Mr 4 of m 
Philips w as frank to admit that thp prodt 
Association’s public relations progranf, Teadil 


(Your prospects and policyholders are looking for time pay- has failed in three areas bs follows: San 
ments and budget payments. BE SURE YOU’RE THE 1. “It has not been complete enough, by) Many 


which I mean that we left too manyjy Manu 
ONE TO OFFER SUCH A PLAN TO THEM.) areas of public misunderstanding eithef) Manu 
unexplained at all, or we explained them) Produ 
in terms that were much too gener’ 


For full information about the a understood by the public. 


2. “It has lacked continuity, by whic 


KEMPER INSURANCE PLAN [ mean that heretofore there has bee! ‘ 


a tendency to ‘let down’ as a_ problenf 

. : x approaches solution, when, in fact, wy 
write Agency Production, Home Office, Chicago 40 should have increased and maintaineiy 
the pressure to assure sound education’) 
results—to be positive that we had full Z 


Lumbermens Mutual Casualty Company communicated. 


... timely 




















« « “The whole public relations history 
American Motorists Insurance Company Py our business has been one of waitil 
a until we were all but overwhelmed hip and 
American Manufacturers Mutual Insurance Company a problem before mobilizing the publify busin 
support that was indispensable to iif) Manu 
Federal Mutual Insurance Company correction, whereas we should havege "ers 
brought our public relations a rs er 
action the instant we saw the mS% € 
divisions of KEMPER insurance shadowy threat of trouble. In othe—™ Bure: 
: words, we have been too much inclinelfj NBCI 
Chicago 40 to look to public relations after evety a 





thing else has failed, whereas public 
relations should have been doing '§ 
part from the beginning.” 





22, 1950 
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W. H. Brewster's Talk 


(Continued from Page 38) 


‘rating organizations when the hearings 
re-open in Washington May 26, 

Mr. Brewster noted that in 1960 the 
National Bureau will mark “an impor- 
‘tant milestone in its constructive busi- 
‘ness career—the 50th anniversary of its 
organization by 20 charter members 
the name of the Workmen’s Compensa- 
tion Service and Information Bureau.” 
) The record of half a century, he said, 
E “proves the National Bureau has 
been a stabilizer of casualty insurance 
which has under-girded the tremendous 
growth and expansion of our economy 
in these United States of Amercia, mak- 
ing possible our present high standard 
of living.” 

Bureau Hand in Economic Expansion 
Mr. Brewster said that 
insurance industry are 


Continuing, 
the 


and services made available to individ- 
uals, families and commercial concerns, 
to meet the financial consequences of 
accidents or losses which occur in con- 
nection with normal personal or business 
activities, 

“For example, the tremendous growth 
in the construction of modern homes, 
apartment buildings and office buildings 
has been made possible only through the 
required insurance protection available 
to owners of real estate, contractors, 
banks and other financial institutions. 
Such coverages have included automo- 
mobile liability, general liability, con- 
tractors’ liability, workmen’s compen- 
sation, burglary, glass and steamboiler 
insurance.” 

The National Bureau, he pointed out, 
publishes and maintains manuals of 
underwriting rules and rates. Producers 
receive these manuals in time for use 
on the effective date of revisions. The 
system helps cut costs for the com- 
panies, agents and, indirectly, the in- 
sured because the agent will receive 
only the number of manuals the needs 
rather than one for each and every 
company ‘he represents on every line. 
Including auto liability, workmen’s 
compensation, general liability, glass, 
boiler and machinery, and surety bonds, 
the National Bureau issues about 810,000 


» manuals in all with distribution of 100,- 


000 manual reprint pages, addressing 
some 2,300,000 envelopes for distribution. 
Mr. Brewster noted this: “Companies 
that are members or subscribers of the 
Bureau are obliged to adhere to the 


/ manual rules and rates, subject to devia- 
' tions permitted by law. While the man- 
uals are intended primarily for the use 
of members and subscribers and their 


producers, the Bureau makes them 
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 'egulatory laws, 


readily available to non-affiliated com- 
panies and their producers. Indeed 
many independent companies buy Bureau 
manuals and subscribe for automatic 
Manual reprint service for their own 
producers and staff personnel. 


NBCU Manuals Not Copyrighted 


“The manuals are not copyrighted. 
hey are purposely kept in the public 
domain so that independent companies 
May make use of them as they wish. 
If non-affiliated companies were forced 
by copyrights to rewrite and paraphrase 
bureau rules, classifications and descrip- 


tions of coverage, hopeless confusion in 


the business would inevitably be created. 
It is in the interest of avoiding chaos 
and promoting the orderly conduct of 
business that the Bureau makes its 
Manuals available to non-affiliated car- 
Ners without imposing any conditions 
whatever,” Mr. Brewster explained. 

€ also pointed out the National 
ureau’s role as a_ statistical agent. 


| NBCU compiles and combines the ex- 


Derience of many non-affiliated com- 
ages that report their experience to 
the National Bureau because of rate 


In most jurisdictions the Bureau is 
officially designated as a statistical agent 
of the state to collect and compile data 
and to submit the consolidated results 
to the supervisory official. The statistical 
plans and the annual calls for experience 
of the Bureau are subject to approval 
by the officials in the various jurisdic- 
tions. Many stock carriers that are not 
affiliated with the Bureau have elected 
to file their data through the Bureau 
and use the Bureau’s statistical plans for 
this purpose in order to comply with 
state requirements for experience data. 
That is why the Bureau compiles the 
experience of many non-affiliated com- 
panies as well as the experience of its 





own member and subscriber companies. 
Advantage of Pooling Information 
By pooling statistics of its member and 
subscriber companies, the National Bu- 
reau creates a body of experience of 
sufficient size to be generally utilized in 
the establishment of proper rates by 
coverage, classification and territory. 
“The rate regulatory laws,” Mr. Brew- 
ster explained, “recognize the need for 
insurance companies to pool their statis- 
tics and to cooperate in the establish- 
ment of rates. If every carrier were to 
depend entirely on its own data for 
ratemaking then no matter how much 
the statistical conclusions were tempered 
by judgment, there would result for all 


except the very largest writers an in- 
stability in rate structure that would 
lead to chaos and disaster. This is true 
whether or not regulation is in the pic- 
ture, for regulation in itself cannot pro- 
duce stability and order where there is 
no foundation for it.” 

Further along, Mr. Brewster pointed 
out that centralized control of the rate- 
making machinery of NBCU lends itself 
readily to the solution of countrywide 
problems involving -cooperation with 
other rating organizations. This is more 
important than ever with the urge to 
use multiple line underwriting in develop- 
ing multiple peril policies involving over- 

(Continued on Page 40) 


LING MERCHANDISE 


have you protected your store clients 
against heavy losses like these? 


Every day, news items prove that liability claims against 
store owners are increasing in both number and amount. 
At the same time, juries have been more liberal in award- 
ing damages. Yet surveys show that thousands of store 
owners are grossly unaware of the liability risks facing 


them daily. 


Once you demonstrate their real exposure, they'll see the 


prospects. 


need for the broad, low-cost protection of our Storekeep- 


ers Liability Policy. 


Basic Coverages: $10,000 liability (per accident) . . . $250 
Medical payments (per person) ... plus defense costs, 
whether store is held liable or not. (These amounts may 


AMERICAN SURETY 


FIRE © FIDELITY AND SURETY BONDS 


COMPANY 


CASUALTY * INLAND MARINE 


Affiliate: The American Life Insurance Company of New York 


100 Broadway, New York 5, N. Y. 





For valuable help in selling this cover- 
age ... plus practical safety tips you 
can offer your local merchants, write 
for the latest issue of “Mailroad to 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me a copy of MaiLroap to Prorits featuring the 


be increased.) And all but a few classes of stores are 
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Big Bill 


(Continued from Page 32) 


fighters which had grown in 1752 to in- 
clude 36 firemen, nine porters and four 
car men. These colorful fire brigades 
and others maintained by the 
companies evolved into the metropolitan 
fire brigade in 1886, that the 
beginning of the modern fire department 
in which the for extin- 
guishing a blaze was put on the should- 


3ritish 


and was 


responsibility 


ers of the municipality without discrim- 
ination, thus relieving the individual in- 
surance companies from that duty. The 
insurance company fire brigade members 
did not appreciate someone else getting 
enjoyed the 


the responsibility as they 


excitement and drama of the fires as 
well as the annual parades of the 
brigades. 

The Royal Exchange was the first 
British company to enter Ireland. This 
was in 1822, the office being in Abbey 
Street, Dublin. 

Royal Exchange entered the United 
States in 1891 with headquarters in San 
Francisco. In 1898 it moved its United 
States headquarters to New York. It 


then commenced doing a general agency 
business. In 1910 it began writing ma- 
rine insurance also. The marine depart- 


ment is in charge of Wm. H. McGee & 
Co. 

In a history of the Royal Exchange 
Assurance written by A, E. W. Mason 
on occasion of its 200th anniversary 
Mr. Mason said: 


has remained proud of its an- 
tiquity and faithful to its traditions and 
yet alert to each news development ot 


the missionary of life for strengthening 
foundations and extending its in- 
fluence. It has survived most momentous 
changes and the most difficult crises in 


its 


the national life of Great Britain. Yet, 
self preservation is not everything. For 
incorporation to live for 200 years is 
very well in itself, but to live at the 
end of that time amidst increasing con- 
fidence and good will of those who 
have entrusted their interests and its 
care is a greater achievement of which 


Royal Exchange Assurance may well be 
infinitely proud.” 


THE At Las. A group of prominent Lon- 
don bankers and merchants after meet 
ing in Wills’ Coffee House in 1807 
formed the Atlas. When it wrote its 
first policy it was at one of the most 
dramatic periods in British history. The 
nation was in the throes of its great 
struggle between Bonaparte and Sir 
Arthur Wellesley who had just begun 
the campaign in the peninsula which 
won him the Wellington peerage. Despite 
the great sacrifice entailed by the war on 
the people at large, commerce was 
flourishing in many directions and in 
the manufacturing districts population 
and wealth had greatly increased. There 
was a worldwide demand for domestic 
products. Even the soldiers of Napoleon 


marched to Austerlitz in boots made 
in Northhampton, England, and died 
on the terrible Russian Steppes clad 
in great coats manufactured in T.eeds. 


One result of the war was the dearth 
of metallic currency. Even the Bank of 
England had under Order in Council 
suspended all specie payments except 
those for small sums and paper money 
was in general circulation. 

Six weeks after the Atlas opened for 
business its first fire loss occurred, the 
amount being paid in full. Among the 
earliest risks accepted were those on 
textile mills in the northern and midland 


counties of England, the mills having 
grown into —— and valuable under- 
takings. The capital paid in by share- 


holders of the company at the start was 


almost wholly invested in 3% bonds 
which turned out to be an excellent 
investment. 

The Atlas was the first of the London 


insurance 
office building. 


companies to 
That one 


its own 
21 feet 


own 
was 


square and four stories high and rented 
at £180 per year. Proving too small, 
a larger home office building was pur- 
chased. 

Historians of the early fire insurance 
period give credit to the Atlas for the 
organization of a fire brigade owned and 
managed by the fire insurance com- 
panies jointly. Until that time the pro- 
cedure was for servants in livery and 
badges and other lusty workers dwelling 
in several parts of the city to be ready 
when any sudden fires happened, to 
which they rushed to put out the blaze 
if the building was insured in their own 
company. The idea of a joint fire bri- 


gade, proposed by Sir Frederick Eden 
of the Atlas, was not immediately ac- 
ceptable to the other companies, but 


the Atlas decided to form a brigade of 
its own with the captain of the brigade 
nominated by the president, the two 
engineers by the chairman and deputy 
chairman, and the remaining firemen 
by the other directors. A silver arm 
badge was given to each man as a mark 
of authority. The firemen and watermen 
were exempted from further military 
service. A company engine was pur- 
chased, the firemen being remunerated 
for every call that they answered. The 
number of the fire brigade soon became 
heroes in the city and the days when 
they were called out for inspection of 
their engines was the occasion for a fire 
brigade walking through the streets with 
the Lord Mayor’s coach leading the pag- 
eant. No Policy was issued by British 
companies for some years unless an iron 
decoration fire mark accompanied it. The 
fire mark was affixed to the office prop- 
erty by one of the insurance company 
firemen and it was the duty of each 
company’s fire brigade to extinguish the 
fires on property it insured, enthusiasm 
of the firemen dying out if their own 
fire mark was not on the premises. 
In 1808 the Atlas adopted its famous 
office emblem: a figure of Atlas carrying 
a small facsimile of the globe of the 


world on his shoulders. It stood for 
security. Even in the early days some 
risk lines were written, as much as 
£20,000 on an Irish mansion, £30,000 on 
a store and £60,000 on a group of ware- 
houses, all this at a time when the whole 
amount insured was retained by the 
company at its own risk and at a time 
when scarcely any reserves had been 
accumulated. Other offices took similar 
chances and this type of underwriting 
proved successful. 

In the earliest part of the last cen- 
tury when the Atlas presented its engine 
to the Belfast commissioners it had the 
largest business of all the fire offices 
in that city. When the Atlas was 50 
years old it had upwards of 600 agents 
in Great Britain, nearly 40,000 policies 
in its fire insurance department and an 
annual income of nearly £300,000 
Shortly after the company was organ- 
ized it began to do business abroad, its 
first policies being issued in the West 
Indies. It had its first staggering in- 
surance loss in 1861 at the time of the 
Tooley Street fire in London. Many 
firemen were killed in that conflagra- 
tion when the cotton wharf burned and 
a stone tablet was erected by the in- 
surance companies in memory of those 
killed in fighting the wharf fire. The 
Tooley Street fire “was started by the 
burning of a tallow candle which liter- 
ally set the Thames on fire.” 

The Atlas began writing insurance 
abroad on a large scale in 1885 when 
it opened an agency in Calcutta. It 
entered the United States in 1886. The 


company participated in the rebuilding 
of St. Johns, Newfoundland, Baltimore, 


Toronto and San Francisco and in the 
latter conflagration it paid more than 
£400,000. In describing the San Fran- 
cisco fire a book—“Atlas Reminiscent,” 
published in 1908, said, “that appalling 
fire, the greatest the world had ever 
seen in modern times and in value de- 
stroyed, was six times greater than that 
of the Great Fire of London.” 
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The satisfaction that agents feel 

in dealing with Public Service is not built 
on one factor. It takes a healthy combination. 
It takes confidence — speedy and sufficient 
service — and a pricing structure that has 
agent success in mind. Give us a call 

and let us discuss ways of making your 
satisfaction perfect. 


20% DEVIATION 
General Liability All Forms 


15% DEVIATION 
Fire and Allied Lines 


10% DEVIATION 
Auto liability, other than private vehicles 


DIVIDEND PAYING 
Workmen’s Compensation 


our deviation arrange- 
ment and liberai 
commission make 
Public Service insurance 
easier fo sell. 









MUTUAL INSURANCE CO. 

35 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 





N. Y. COMMERCIAL AUTO RATE 


Increased M 


Entire State; Garage Rates up Also 


= 





ay 20; 23.1% in City, 16, 










17.4% and 6.3% FRA 
Revised automobile liability insurany 
rates for commercial cars and both diy}. Sees 
sions of garage risks were announce Ini 
for New York State by the Nation 
Bureau of Casualty Underwriters a 
the Mutual Insurance Rating Bureau of Fr 
behalf of their member and subscribe} gent 
companies. The new rates are effectiy hone 
ay 20. h 
The rate revisions are based on 4 lems 
review of the latest available experienof Spea 
coupled with a change in the rating) sfati 
formula which results in allocating , | Chi 
larger share of the premium dollar i - 
the payment of claims. sural 
The commercial car rate changes var} situa 
by classification and territory. For tht) manz 
statutory limits of $10,000/$20,000 bod “© 


injury and 


$5,000 property damage |i: 





bility the changes result in the folloy.| sé 


ing average 


York City, 1 


state and 16. 


The garage rate changes vary by terri 


increases: 23.1% for Nef. prec 
2% for the balance of th} high 
1% for the entire state, E peop 





tory. For “Division 1” garage risks thf 1" $ 
changes for $10,000/$20,000 bodily injury ' mind 
and $5,000 property damage _liabilinf) acad 
limits result in the following averay know 
increases: 23.9% for New York Cit | 
15.1% for the balance of the state an} 2°? 
17.4% for the entire state. For “Diyg spect 
sion 2” garage risks the changes fob techt 
$10,000/$20,000 bodily injury and $5, subje 
property damage liability limits resuif} .: 
in the following average increases: 6] ig 
for New York City, 7.3% for the balan, He 





of the state and 6.6% for the entire state} insur 

a lems 

C. & S. Golf Outing — } tems 

The Casualty & Surety Club of Nef “Hov 

York will hold its annual golf tourn> foun 

ment and dinner June 15 at the worllf anq ; 
famous Baltusrol Golf ‘Club, Springfielif - 

. The golfing will consist of com me 3 
petitions and prizes for low gross, mem A 
bers and guests and handicap competi} “do | 
tions, individual and foursomes. good 

Luncheon will be served during th tie 
afternoon with a dinner in the evenin§ .. 
othice 


Chairman of 
E. Conrath, 
James M. He 
Co. is preside 
Club. 


the golf committee is Gu 
American Insurance Grow} by d 


nderson, Fidelity & Deposif Unde 
nt of the Casualty & Surety pany 
by s! 





Allstate 
The All sta 
store space i 


admi! 
this 


Leases Space Here} 


te have leased prominer ‘the i 

n the ground floor arcati bing 

of the 39-story air-conditioned Ti 84 o 
£ Oo 


Building at 


666 Fifth Avenue, 


1t wai 


announced by Alan V. Tishman, seniorp Utiliz 
vice president of Tishman Realty Py 
Construction Co., Inc. : 
Allstate will use the arcade spacth He 
which is 40 feet north of 52nd Stree} by w 





and directly adjacent to the entrance 0 new 1 
sales aif is to 
© admit 


the building, 


service office. 


as a mid-town 








Wm. 


(Continued from Page 39) 


lapping 


and mutual 


worked to attain standz irdization of 


icy provision 
menced 
clearest and 


expression of the underwriting inten!) 
“Unquestionably 


standardized 


an incalculable influence in maintainin 
public confidence in the insurance cof 
panies of this country,” 
“This was an outstanding & 


declared. 
ample of coll 
terest.” 

He conclud 


such as these provide an indispensabl 


link between 
try represent 
and the state 
surance prod 
reaus, 
panies, 
problems,” 





jurisdictions 
rating organizations. 
As far back as the early 1930's stocil 


joint 


and even with independent colt 
in the consideration of comm 
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aboration in the public ™ 
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“Cooperative activitity 
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ed directly by the Burea! 
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a 9 “We cannot expect the individual to our manager successful and not expect relatively short terms of service as a 
O RATE Cont’l Casualty VP. on him to be. born with all we need.” 


Management Training 


FRANK V. McCULLOUGH’S TALK 


City, 16.19 
up Also 





 insuranoh 

















both dixf Sees Need for On-the-Job Help for 
announce} Industry Managers at All Levels; 
e Nation; Companies, Ins. Departments 
riters ap : : 
Bureau qf Frank V. McCullough, first vice presi- 


subscrih, 


dent of Continental Casualty, urged an 
e effectiy 


honest and realistic approach to prob- 


sed on | lems in managing insurance industry. 
experien, Speaking to the Midwestern Independent 
the ratin§? Statistical Service annual meeting in 
locating Chicago, Mr. McCullough said that in- 
— at NE surance managers are not placed in 
ANGES van f situations where principles of modern 
. For th) management are absorbed automatically. 
000 bodil “Our industry,” he pointed out, “has 
amage |i. E ake 
he folloy. set. great emphasis on tradition and 
for Nef, precedent, great value on security, a 
ice of thf high worth on proper seasoning of its 
© state. P reople prior to maangement-level jobs. 
pes A ‘In some ways we are very education- 


minded. We teach, many times in highly 
academic surroundings, the technical 
ow Gl / knowledge and skills necessary for our 
state aig, People to be good producers = their 
Tor “Diyf specialties. We train agents in sales 
anges fuf techniques, underwriters in technical 
and $5.0 subjects; yet we tend to ignore the 
eos: Gif Mtitical area of management training.” 
he balan He suggested that many managers in 
ntire sta} insurance are not aware of their prob- 

lems and the importance of those prob- 





ing lems in the immediate work situation. 
lb of Net “How many officers,” he asked, “haven’t 
lf tourm{ found and developed their replacements 
he world and admit a need for better understand- 
a ing of people and really mean it? 

oss, menf “A title and an office,” he declared, 
» compet} “do not necessarily make a manager a 
Ss. good one, and each successive promotion 
luring thf can take him to larger and quieter 
fe evening : ‘ ; : 
ee is Gui tices. simultaneously closing his mind 
ce Grom} by degrees to the need for empathy. 
& Deposif Understandably so, for hasn’t the com- 


& Surety pany endorsed his skills or lack of them 
by such recognition? It is difficult to 

‘admit a need for help, particularly in 
Here F this area, but younger managers under 








promineif the impact of a new and often frighten- 
or arcati ing situation will, I believe, relish the 
| Tishm 


e, it wa Said offered them, and the bright ones will 
an, seni utilize the information.” 
Realty pe Methods to Solve the Problem 
de spac He proceeded to give three methods 
nd Stree} by which to solve the problem of aiding 
itrance fnew managers. “Perhaps the most direct 
sales ais to establish a department to develop, 
| administer and instruct in the desired 
| Program. But this presents the problem 
Ik p of having the company’s own employes 
/ ‘1a position where they can be charged 
‘with not being objective.” 
second approach is to import well 
qualified specialists in the selected areas 
to come into the organization to teach 
classes of people selected for the pro- 
gram. These trained specialists have the 
advantage of broader perspective from 
having viewed many other organizations. 
The third method, Mr. McCullough 
onsidered, was formal programs rang- 
ng from two-day seminars to a curri- 
gculum covering two years. 
i). The solutions are costly in terms of 
Midirect salary costs of the individuals who 
teach these subjects or the tuition and 
“te the loss of time in placing the com- 
)Pany’s people in training, time taken 
directly from their normal productive 
forts.” In any event, Mr. McCullough 
stated, the program cannot survive with- 
spent i top-level approval and support, and 
he indus So i recognition of the urgency of 
° Buel a ems in management. 
rites ilies le declared: “We must strip away the 
pany Dt sage of the past and utilize realis- 
rent ci £49 y the means available to us to make 
corn ol Managers better and, incidently, 
; urselves better and more successful. 
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bring to us the knowledge and skills he 
so greatly needs for success. We do 
ask he bring the latent capacity to learn, 
the proper judgment to use his knowl- 
edge wisely, and the desire to be suc- 
cessful. 

“But in the complex role the manager 
plays in this great industry of ours— 
where no 300 h.p. shiny, colorful product 
results from our day-to-day toils; where 
the best manpower in actuarial, sales, 
underwriting, claim, accounting, and in- 
vestments, all well integrated, organized, 
and inspired, makes the best company; 
in short, where people are supremely 
important—it is incumbent on us to make 


Insurance Department Management 


Mr. McCullough observed that not only 
management companies have need of 
well-organized management in insurance 
industry. The same thing is true of 
rating organizations, statistical services, 
and Insurance Departments. “As a matter 
of fact ... of all the organizations in 
insurance, the Insurance Departments 
have the greatest need for good man- 
agers and an effective organizational 
structure. Because their top _ policy- 
making officers, the Insurance Commis- 
sioners or Superintendents, often have 


result of political considerations or the 
whim of the electorate, Insurance De- 
partments have a particularly vital prob- 
lem of establishing and maintaining a 
good managerial structure, capable of 
implementing quickly the policies of a 
new Commissioner. 

“Even more important, they must be 
capable of maintaining continuity in the 
function of the Department despite 
changes in top management from time 
to time. And each Commissioner faces 
all of the organizational challenges com- 
mon to an insurance company, compli- 
cated substantially by the system of 
civil service.” 
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A bunch of the boys were whooping it up in the Malamute saloon; 
The kid that handles the music-box was hitting a jag-time tune. 
Back of the bar, in a solo game, sat Dangerous Dan McGrew, 

And watching his luck was his light-o’-love, the lady that’s known as Lou. 


Now Dan was a-winnin’ and Lou wasa-grinnin,’ but that kid was layin’ his plans; 
While he tickled the keys that night of the freeze, Lou’s furs were itchin’ his 


The tempo grew, the air was blue, the night got colder and colder; 
It was after one, and her furs were gone, when Lou yelled, “I’ve got a cold 
shoulder.” 


Up jumped McGrew, with his gun in view, a lethal looking six-shooter ; 

“T’ll get him,” Dan swore as he went for the door after the jag-time fur looter. 
“Dan, let him go,” cried Lady Lou. “If he’s killed, you’ll swing from a tree. 
I’m covered for all the furs and more with insurance from G. F. & C.!” 











GENERAL FIRE AND CASUALTY COMPANY 


(A Non-participating Stock Company) 
HOME OFFICE: 1790 BROADWAY, NEW YORK 19, N. Y. 
CHICAGO 


NEWARK 
PITTSBURGH 


Insurance written through agents and brokers only 


PHILADELPHIA 
MINNEAPOLIS 


~ 
a Er w 


= 
r agi 
etal 











. 











May 22, 195 

















Surety Assn. At 51st Annual Meeting 
Votes To Join Ins. Information Inst. 


Wm. H. Bennem Succeeds J. A. Swearingen as Exec. Committee 
Chairman; Re-Elects Gaffney, Kirkwood, and Roth; John 
F, Fitzgerald Elected Secretary; Annual Report 


America at 
the Hotel 


Association of 
meeting in 
elected to join the In- 
surance Information Institute, soon to 
be formed for the stock insurance in- 
dustry. The meeting also saw the elec- 
tion of William H. Bennem, American 
Surety, to chairman of the association’s 
executive committee. 

Mr. Bennem succeeds J. A. Swear- 
ingen, secretary, Aetna Casualty & Sur- 
ety. William H. Wallace, vice president, 
Hartford Accident & Indemnity  suc- 
ceeds Mr, Bennem as vice chairman of 
the executive committee. 

Warren N. Gaffney 


The Surety 
its 5lst annual 
Sheraton-Astor 


: x lected 
was re-erectec 


general manager of the association. Also 
re-elected were John L. Kirkwood, 
deputy general manager and E. Vernon 


Roth, secretary. 

John F. FitzGeral 
tary. 

A review of major developments of the 
past year and reports of advisory com- 
mittees featured the meeting which was 
attended by representatives of the 79 
insuré nce companies compris ing the as- 
sociation’s membership. 

In accordance with the 
rotating membership, the 
elected the following companies to the 
executive committee: 

Aetna Casualty & Surety, Aetna In- 
surance Co., American of Newark Group, 
American Surety of New York, Citizens 
Casualty, Continental-National Group, 
Employers’ Group, Fidelity & Casualty 
Co., Fund Insurance Cos., Hartford Fire 
Group, Home Group, Maryland Casualty, 
Royal-Globe Insurance Group, Travelers 
Indemnity, and United States Fidelity & 
Guaranty. 

At the 
executive 


d was elected secre- 


princ iple of 
association 


the 
an- 


meeting of 
following the 
nual meeting, members of the associa- 
tion’s advisory committees were ap- 
pointed, and the following officers were 
re-appointed: Assistant secretaries, El- 
mer C. Anderson, Philip T. Morehouse, 
Peter A. Zimmermann and William J. 
Zimmermann; educational director, 
David Porter; actuary, N. M. Franklin. 


Warren N. Gaffney’s Annual Report 


organization 
committee 


Developments of major importance 
during the preceding year were reviewed 
by Mr. Gaffney in his annual report to 
the association. Commenting on the 50th 
milestone in the association’s history, he 
said : 

“Last year when we held the 50th an- 
nual meeting of our association and 
based upon an earlier action of our ex- 


ecutive committee, I announced that on 
or about es next ms Sanne 12th there 
would be a gala celebrati in festive 
recognition of our Golden fated How- 
ever, the project was re-evaluated con- 
sistent with the stringent economies 
necessitated by generally poor under- 
writing experience in most of the insur- 


ance industry, including our own 
ment, As a result, the executive commit- 
tee decided that austerity should be the 
order of the day and plans for the 
jubilee were dissolved. Although there 
were those whose appetite for nostalgic 
recollections had been whetted, and 
naturally they were disappointed, under 
the circumstances the decision was a 
sound one.” 

Relations of the surety 
the architects were touched on by Mr. 
Gaffney. “You will recall,” he said, “that 
several years ago as a result of a ques- 
tionnaire which the American Institute 
of Architects sent to its members, a re- 
port was compiled by a_ sub-committee 
of the joint committee of the American 
Institute of Architects and the Pro- 
ducers Council which reflected many ill- 
founded criticisms by architects through- 


seg- 


industry with 


out the country with respect to per- 
formance and payment bonds. 
“In the latter part of last year the 


Institute published the eighth edition of 
the ‘Handbook of Architectural Practice.’ 
This is really the bible for architects and 
it now presents convincingly correct an- 
swers to questions that have long dis- 
turbed them. It also contains an ac- 
curate and objective treatment of surety 
bonds and the AIA approved forms of 
bid, performance and labor and mate- 
rial payment bonds.” 


Relations between the sureties and 
the certified public accountants were 
discussed by Mr. Gaffney. “A _ joint 


mecting of the liaison committee of the 
American Institute of Certified Public 
\ccountants and the Surety Association 
was held on December 12, 1958. At that 
time, a good paper prepared by the ac- 
countants entitled ‘Generally Accepted 
Accounting Principles for Contractors’ 
was discussed thoroughly. We under- 
stand that in due course it will be revised 
to reflect the deliberation of the joint 
meeting and then issued as an official 
statement of principles by the American 
Institute of Certified Public Account- 


ants. 
Fidelity Bond Developments 


Reporting to the association on fidelity 
bond developments, Mr, Gaffney said: 
“Yesterday the chairman of the board of 
governors at the annual meeting of the 
Excess Bond Reinsurance Association 
very properly stressed the relatively 
smz ull number of commercial banks pur- 
chasing Standard Form No. 28 reinsured 
through that association. The rates for 


this coverage were established by the 
Surety Association of America at the 
current low levels in the expectation 


that a large number of banks would seek 
to be insured under Standard Form No. 
28 within a comparatively short time. 

“The American Bankers Association 
in the Protective Bulletin of its Insur- 
ance and Protective Department issued 
in April, 1959 included an impressive 
reference to Form No, 28 and the ad- 
vantages to banks in being insured there- 
under. There, the following comment 
was made after a statement analyzing 
35 under-insured employe dishonesty 
losses: 

“In the event of 
honest acts of an 
which exceeds the 
blanket bond coverage, 
cult for a bank to justify having in- 
sufficient insurance when protection is 
available at comparatively low cost under 
the $1 million excess employe dishonesty 
blanket bonds.’ 

“The occasional news accounts of un- 
der-insured banks that suffer catas- 
trophic fidelity with great and 
lasting damage to their stockholders and 
even to some of their depositors, should 
be enough to make all small and medium 
sized banks eager to purchase this very 
low cost excess coverage, but apparently 
such is not the case. Therefore, the pro- 
duction forces of our companies must be 

galvanized into an all-out extra effort to 
il this coverage to every eligible bank 
if the broad spread required to justify 
this program is to be attained.” 

As to vital statistics of operations for 
the year 1958 which have just become 
available, Mr. Gaffney reported: 

Reports Companies’ 1958 Operations 

“Fidelity premiums earned by member 
companies and their affiliated companies 
for 1958 increased to $56 million from 
$53.6 million in 1957. Bee: ause it was not 
a premium renewal year for’ many bonds 
written under the three-year term rule, 
writings dropped from $63.1 million in 
1957 to $56.2 million in 1958. Similarly, 


loss from the dis- 
officer or employe 
amount of bankers 
it might be diffi- 


losses 


50-Year Career of Surety 
Assn.’s New Exec. Chairman 





Fabian Bachrach 


WILLIAM H. BENNEM 


William H. Bennem, whose election to 
chairmanship of the executive committee 
of the Surety Association of America 
was announced in The Eastern Under- 
writer last week, has spent his entire 
career with American Surety of which 
he is vice president. 

The new executive committee chair- 
man joined American Surety in 1909 as 
an office boy in the company’s agency 
department. He was elected assistant 
secretary in 1915, appointed manager of 
the blanket bond division in 1921, assis- 
tant manager of the fidelity department 
in 1927, and manager of that department 
in January, 1929. 

On January 21, 
vice president. 

Mr. Bennem has contributed technical 
articles to insurance trade newspapers 
and magazines. In the Surety Associa- 
tion, he has been prominently identified 
with the work of committees on public 
officials and bankers blanket bonds. 


1941 he was elected 





underwriting expenses which are heavier 
during renewal years such as 1957 (due 
primarily to prepaid production ex- 
penses) likewise dropped and as a result 
total expenses incurred in 1958, other 
than loss adjustment expenses, were re- 
duced from 52% to 46.7% of earned pre- 
miums. However, there was little im- 
provement in the level of losses and loss 
adjustment expenses incurred which re- 
mained about 53% of earned premiums, 
making a total of losses and expenses 
incurred of 99.7%—or a statutory under- 
writing gain of a negligible three-tenths 
of one per cent. 

“You will recall that in 1957 there was 
a statutory underwriting loss of 5.9% 
and in 1956 a statutory underwriting 
gain of 74% 

“Surety ecniisatees earned by member 
companies increased to $105.6 million in 


1958 from $99.8 million in 1957. Total 


expenses incurred, excluding loss ad- 
justment expenses, remained rather 
stable at about 57.6% of earned pre- 


miums. However, losses and loss adjust- 
ment expenses incurred dropped approxi- 
mately 3 percentage points from the 
1957 level to about 33.4%. This resulted 
in a total of losses and expenses incurred 
of 91% or a stautory underwriting gain 
of about 9% compared to 6% for 1957 
and only 1% for 1956. It is hoped that 
this improvement may be reflective of 
more careful underwriting since the 1956 
deluge of contract claims.” 

Commenting on the proposal to estab- 
lish a central information agency for the 
insurance business, other than life and 
accident and health insurance, Mr. Gaff- 
ney reported: “We have had conferences 
with the other associations interested in 
establishing the proposed Insurance In- 
formation Institute and there is apparent 









Neal Roy Willen Joins N. Y 
Office of Zurich-Americay 


Neal Roy Willen has been appointe/ 
assistant superintendent of agents for 
the New York office of the Zurich. 
American. 

A graduate of Upsala College, Mf 
Willen has been in insurance since 19f 








He received the I.I.A. certificate froy “a 
the Insurance Institute of America jp 
1950 and has completed an advanceif trus 
course in multiple line insurance. Hf Just 
joins Zurich with practical experienyh ary 
in both underwriting and production, F .; 
He will be under the direction Was 
Norman T. Robertson, superintendent of tices 
agents, and will help coordinate anf espe 
supervise production activities in thf rate 
New York office territory which includeh : 
New York, Maine, New Hampshire, Ve: ae 
mont, Massachusetts, Rhode _ Islanify /0¢ 
northern New Jersey, North Caroling @" 
South Carolina, Maryland, Virginia, aniB Be 
the District of Columbia. has | 
W. E. Bowser, deputy U. S. manage with 
in charge of the New York office, an Mr. 
nounced Mr. Willen’s appointment. in 
stud) 


agreement as to certain fundamental He 


Since the duties of our educational (if requ 
rector (David Porter) are largely techf jaw, 
nical in character, he will remain with th® state 
Surety Association; jurisdiction ovep to a 
rate filing and other publicity relating the 
to our lines will remain with us, and thf orga: 
allocation of expenses of the Instituth surer 
will be related in large measure to pref the | 
mium volume. It is expected that th® missi 


share of expenses to be borne by thf Bu 

Surety Association, if it joins the Insti the 1 

tute, will be relatively small. zatio 
“Accordingly, the executive comunittes | the 


recommends that you approve in_ pri point 
ciple the general objectives of the InswP devia 
ance Information Institute and that yo ‘shall 
grant it authority to determine whethe year, 
our Association should become a charieh have 


member thereof.” “Ty 
At its organization meeting imme} wish¢ 
ately following the annual meeting, thf real 


executive committee determined that thf insur 
Surety Association should become reach 
member of the Insurance Informatioff stitut 
Institute, and it authorized the gener intim 
manager to take appropriate steps “f migh 


that end. “Ey 





° ,’ 

Gaffney Presents Gavels psa 

A pleasing feature of the luncheif} of ca: 
which followed Surety Associatiol§® mits ; 
annual meeting was the presentation (& cover, 
ebony gavels to two executives who haf needs 
served as executive committee chairme} indivi 


First to be recognized by Warren MP ting 
Gaffney, general manager, who preside press 


was J. A. Swearingen, Aetna Casual As 
& Surety secretary, whose term in Olli Bicks 
has just been completed. In payitf® even 


tribute to him for “splendid service” \! | major 


zyaffney said that the custom of bestof heen 
ing a gavel really began when ‘Yf Justic 
made a presentation to Jack Hack montt 
Standard Accident, upon his retireme the ec 
as vice president of that company a! Hoy 
years ago.’ , § to gro 
Mr. Gaffney then called up E. Ken impor 
Cathcart, vice president of Marylal 0 ye ea 
Casualty, who had served as the Sf ina st 
executive committee chairman of Sure 4 tren 
Association following the death (do m 
Martin W. Lewis, general manager "® crease 
many years. “Mr. Cathcart was ide In s 
equipped for his ardous tasks dur ers. M 
this important period in our histonf? should 
said Mr. Gaffney. effecti 
Among the guests at the luncheon Vf such 
Insurance Commissioner Charles 9 merge: 
Howell of New Jersey, who succeelf} large 
Mr. Gaffney in that post when he joint clined 
the Surety Association in 1954. In a bof investi 
talk Mr. Howell steered clear (by cluded 
quest) of “major problems affecting %% by the 
industry” but said that “I hope we “& anti-m 
solve them in a manner consistent WH Act be 
the public interest.” In pointing to volved, 


prominence, Mr. Gaffney said that CH How 
missioner Howell is now chairmat 
NAIC’s Zone 1 and on the NAIC liais 







committee, ¢ UM 

He read a telegram received Calif. 
Ralph Neely, Oklahoma City, presi for an 
of National Association of Surety auto | 
Producers, who pledged best coopetl Teceive 
in working with the Surety Associa? Govern 
on industry problems. ill wl 
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acting assistant at- 
jorney general in charge of the anti- 
trust division of the Department of 
justice last week told the Senate Judici- 
fary Antitrust Subcommittee hearing in 

Washington that insurance rating prac- 
tices and mergers should be explored 
especially “the extent of freedom to cut 
rates and alter coverage presently 
accorded fire and casualty insurers.” Sen. 
Joseph C. O’Mahoney (Wyo.) is chair- 
man of the investigating group. 

Because “a regular pattern of control 
has been established in nearly all states’ 
with respect to fire and casualty rates, 
Mr. Bicks recommended an examination 
fof the functions of rating bureaus as a 
starting point for such a sub-committee 
study, 

He emphasized the importance of the 
requirement of the all-industry model 
lav, which has been enacted by most 
states, that “every member or subscriber 
toa rating organization shall adhere to 
the filings made on its behalf by such 
organization, except that any such in- 
surer may make written application to 
the (Insurance Commissioner) for per- 
mission to file a deviation.” 

But any would-be deviator must notify 
the rating organization, and the organi- 

ge ’ 


Robert A. Bicks, 


P zation is entitled to a hearing on whether 
committe 


the deviation should be allowed, he 
pointed out. And, he added, ‘ ‘Even if a 
deviator surmounts this hurdle, his rate 
‘shall be effective for a period of one 
year, at the end of a year, then, he may 
have to begin the process anew. 

“The upshot is that any insurer that 
wishes to compete rate-wise may face 
real practical difficulties. Activities by 


; insurers pressuring uniform rates could 


reach the point where they might con- 
stitute ‘an act of boycott, coercion or 
intimidation’ at that point, such acts 
might be amenable to Feder ral antitrust. 
“Even short of ‘coercion or intimida- 
tion, however, this committee may wish 
to explore whether the present pattern 
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‘individual life insurance companies, 
W ting their 


of casualty and fire rate regulation per- 


mits as much individual insurer rate and 
coverage freedom as legitimate insurance 
needs might allow: especially so since 
set- 
rates, are free from such 
pressures.” 


As far as mergers are concerned, Mr. 


| Bicks believes the problem to be serious 


even though only six mergers among 
major fire and casualty companies have 
been brought to the attention of the 


> Justice Department within the past seven 


months and this is not enough to warrant 
the conclusion of a growing trend. 
However, if this trend should continue 


to grow it would bear unfavorably on an 
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important “marked trend” of the last 
XY years. The de-concentration of assets 
ina smaller number of large companies— 
atrend which if it can be continued will 
do much to assure continued and in- 
creased competition. 

In studying insurance company merg- 
ers, Mr. Bicks stated, the subcommittee 
should direct particular ; attention to the 
effectiveness of state laws in controlling 
such mergers. Tointing to a_ recent 
merger of a large life company and a 
large property insurer—which he de- 
clined to identify — he said that an 
investigation by his division had con- 
cluded that the Department was barred 
by the McCarran Act from applying the 
anti-merger provisions of the McCarran 
Act because the Connecticut statute in- 
volved, deals specifically with insurance. 

Owever, under questioning by Sub- 





UM BILL PASSED IN CALIF. 
California Assembly has passed a Dill 
or an uninsured motorist clause on all 
auto liability policies. The bill had 
received insurance industry approval. 
Governor Brown is expected to sign the 
ill which would become law almost 
immediately thereafter. 


Justice Dept. Spokesman On Rates, 
Merger Probe At O’Mahoney Hearing 


committee Counsel Donald P. McHugh, 
he expressed the view that this merger 
had “anti-competitive implications” in 
the opinion of the Department. 

On the other hand, he said, he believes 
that general state antitrust statutes 
which do not specifically refer to insur- 
ance, are not sufficient to preclude 
Federal jurisdiction. 

Replying to further questioning by Mr. 
McHugh, Mr. Bicks expressed the view 
that state laws which make rating 
bureaus mandatory, such as those of 
Texas, tend to discourage competition 
and deviation, but since no suits challeng- 
ing their constitutionality have been 
instituted by the Justice Department, he 
would not comment on that aspect. 

He did note, however, that the Anti- 
trust Division currently is reviewing the 
alleged “harassing tactics” to which the 
insurance company has been subjected 
as a result of its deviations, to determine 
whether such actions constitute “boycott, 
coercion or intimidation” within the 
meaning of the McCarran Act. 
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The State 
has approved a statewide average reduc- 
tion in Virginia workmen’s compensation 
rates of 4% 


VIRGINIA WC RATES DOWN 


Corporation Commission 


effective July 


Accident 
cents per 
common 
the close of business 


STANDARD ACCIDENT DIVIDEND 


directors of Standard 

Dividend #306 of 50 
share to be paid June 5, to 
stockholders of record as of 
May 25. 


board of 
declared 








| this 
new 
Prudential 
booklet can 


It’s called “Plain Talk on the New Social Security Law.” It’s 
another valuable sales aid that you can obtain from Prudential’s 
Brokerage Service. Your clients will find it filled with the answers 
to many of their Social Security questions. And you'll find it to 
be a fine way to make new friends for your business. It’s another on 
example of how Prudential’s Brokerage Service helps you win 
your share of the growing Life Insurance market. Just send this 
coupon for your free sample copy of “Plain Talk on the New 


Social Security Law.” 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


LIFE INSURANCE + ANNUITIES 


SICKNES 


You'll enjoy “THE TWENTIETH crn a Sincere CBS-TV 
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TO: BROKERAGE SERVICE 

THE PRUDENTIAL, NEWARK 1, N. J. 

C] Please send me a sample copy of 
“Plain Talk on the New Social 
Security Law.” 

(J would like to know more about 
Prudential’s Brokerage Services 
and how they can make insurance 
sales easier for me. 





ADDRESS. 





CITY & STATE 








S AND ACCIDENT PROTECTION 


GROUP INSURANCE 


GROUP PENSIONS 





Page 44 





— 
Caruaitsro 


Sy 





May 22, 195 




















Supt. Thacher Grants 
Blue Cross Increases 


TO FOUR UPSTATE PLANS 





Buffalo Rates Up 36.57%, Rochester 
28.8%, Syracuse 43.3%, Utica 31.6%; 
New Contracts 





New York Superintendent of Insurance 
Thomas Thacher has granted rate in- 
creases to four upstate Blue Cross plans. 

The localities and the increases granted 
are Buffalo, 36.5%; Rochester, 28.8%; 
Syracuse, 43.3%, and Utica, 31.6%. Hear- 
ings were held May 4, 5, 6 and 7 in 
these four cities by the Insurance De- 
partment. : 

“On the basis of the figures before me, 
I am satisfied that the proposed sub- 
scriber rate increase is necessary at this 
time to meet forthcoming obligations to 
the subscribers,” said the opinions ac- 
companying the decisions, issued by 
Department officials who presided at the 
hearings and approved by Superintendent 
Thacher. The opinions said the rate rises 
would enable the plans “to attain the 
requisite surplus position and maintain 
it through 1960.” 

In addition to the basic contracts to 
which the increases apply, the four plans 
also propose to offer alternate contracts 
with narrower benefits at lower rates. 
These alternate plans are under review 
by the Insurance Department. 

“The Buffalo, Rochester, Syracuse and 
Utica applications asked increases cal- 
culated as adequate if placed in effect 
July 1. 

Rates Subject to Review 

The opinions granting the four re- 
quests said that, in view of the demon- 
strated need for prompt financial reliet 
for the plans, “the proposed increases 
cannot be postponed until fall, when it 
is to be hoped that the Columbia Uni- 
versity School of Public Health and 
Administrative Medicine study under 
Dr. Ray E. Trussell will have developed 
additional criteria for evaluation of sub- 
scriber rates of plans of this character.” 

If the Trussell studies produce such 
criteria, the opinions added, “the rate 
structure will then be subject to review 
in the light of current experience.” 

In an interim report to the Insurance 
Department Dr. Trussell last month 
urged that any financial relief of Blue 
Cross that might be needed not be 
delayed awaiting the study’s findings. 


71% A. & S. Sales’ Gain for 
Quarter by State Mutual 


Sales results for State Mutual Life 
Assurance Co, of America for four 
months of 1959 showed increases over 
the same period last year amounting to 
71% for sickness & accident insurance 
premiums, 5% for individual life policies, 
and 33% for Group insurance premiums. 

Individual sickness & accident new 
premiums set a record for the 17th con- 


secutive month. They were 53% above 
April of last year, and reached the 
second highest monthly total in the 


company’s history. 

It was also the best April ever re- 
corded by State Mutual of America 
in individual life insurance sales. Four- 
month sales totals exceeded $65,000,000 
of new life insurance. 

Group insurance operations enjoyed a 
33% increase in new annualized pre- 
miums. The four-month total for 1959 
was $1,888,000—up from $1,416,000 a year 
ago. Largest contribution to this increase 
came from premiums; for Group accident 
& sickness, hospital, and major medical 
plans, 


Combined Group Cos. 
First Quarter Report 


FROM PRES. W. CLEMENT STONE 





Four Companies Premium Gains Range 
from 22.7% to 93.1%; Record 
1959 Predicted 





The premium volume of the four in- 
surance companies in the Combined 
Group scored increases ranging from 
22.7% to 93.1% in the first three months 
of this year over the comparable quarter 
last year, W. Clement Stone, president 
of the individual companies, reported 
last week. 

“We were very well pleased with the 
first quarter results, and we now are 
certain of setting new all time high 
records for each of the Combined com- 
panies for the entire year of 1959,” Mr. 
Stone, commented. 

For the Combined of America, includ- 
ing the relatively new operations in 
Canada, net premiums written in the 
first quarter totaled $5,596,594, repre- 
senting a gain of 35.7% over a volume 
of $4,170,224 in the first quarter a year 
ago. 

A gain of 93.1% was chalked up by 
the Combined American, Dallas, which 
had a first quarter premium volume of 
$958,341, compared with $496,278 in the 
first quarter of 1958. 

For the Hearthstone of Massachusetts, 
3oston, the first quarter premium totaled 
$983,236 for an increase of 22.7% over 
$801,425 a year ago. 

The fourth company in the Combined 
Group, First National Casualty, Fond 
du Lac, Wis., had a first quarter pre- 
mium volume of $331.067, which was 
30.4% above the $253,948 for the first 
quarter of 1958. 





Equitable Society Salutes 
National Hospital Week 


Dr. Norvin C. Kiefer, chief medical 
director, The Equitable Society, who is 
outgoing president of the National 
Health Council, lauded careers in med- 
icine as part of the insurance industry 
voice in the nation’s recent salute to Na- 
tional Hospital Week (May 11-17). 

Dr, Kiefer declared that the future for 
young people interested in health careers 
was never better. “With our burgeoning 
U. S. population and increasing empha- 
sis on well-being, careers in health and 
allied professions are becoming more 
rewarding than ever,” he said. 

To mark the occasion, The Equitable, 
with the help of the Radio Corporation 
of America, focused the career spotlight 
that week on medical research and its 
ultimate benefits to the nation’s hospi- 
tals. Incidentally, both companies are 
celebrating milestones this year: Equi- 


table its 100th anniversary, RCA _ its 
40th. 
To underline new opportunities in 


health careers for young people, RCA 
last week invited 17-year-old Glenn 
Goldberg of Hillside, N. J., son of The 
Equitable Society’s actuary, Milton Gold- 
berg, to its laboratories in Camden for 
a first-hand view of recent advances in 
medical research, 





A. & H. Groups to Meet Here 

The New York Chapter of the Inter- 
national A. & H. Association will be 
host at a reception and luncheon, May 
27, in the George Washington Hotel 
(Lexington Ave. and 23rd). Attending 
the affair will be representatives of the 
A. & H. Club of New York and the 
Health Insurance Institute. The recep- 
tion commences at noon with lunch at 
12:45 p.m, 


Industry’s Approach To Insuring Aged 
Shown In HIAA Statement Of Policy 


The board of directors, during the 
Health Insurance Association of America 
annual meeting in Philadelphia May 3 
unanimously adopted a Statement of Policy 
which represents the position of HIAA 
with respect to meeting the health needs 
of the aged. Following is the text of the 
statement : 

“The Health Insurance Association of 
America recognizes the social responsi- 
bility and the economic necessity of pro- 
viding adequate health insurance to all 
of the people of the United States who 
can be reached through established in- 
surance institutions operating in a ‘free 
and competitive environment. 

“To achieve this end, the health insur- 
ance ‘business feels it is the responsi- 
bility of all elements of society—busi- 
ness, labor, the suppliers of medical and 
‘hospital services, the community, and 
the public as represented by government 
—to work together to achieve this social 
objective. The Health Insurance Asso- 
ciation of America firmly believes that 
such cooperative action will best serve 
the public welfare. 

“The health insurance business has 
come a long way in the relatively short 
time that soundly-financed protection 
against the cost of hospital and medical 
care and treatment has been offered to 
the public. Less than 20 years ago, in 
1939 only 12 million persons, representing 
9% of the U. S. population, had some 
form of thealth insurance coverage. To- 
day, 121 million, or 70% of all the people 
in the nation, have some type of health 
insurance. 

“Twenty years ago, the overwhelming 
majority of ‘health cost policies were 
necessarily limited in scope, covering 
services connected with short hospital 
stays. In the years since, keeping pace 
with the startling progress in medicine, 
which has brought us hitherto undreamed 
of advances in techniques and services, 
health insurance coverages and benefits 
have been continuously ‘broadened and 
improved. 

“Almost no health insurance coverage 
existed 20 years ago for Americans of 
advanced years. As late as 1952, only 
26% of this segment of the public 65 
years of age and older were covered by 
health insurance. Today, more than 40% 
of this segment of the nation’s citizens 
have some form of health care protec- 
tion. The number insured is rising more 
rapidly than the number of persons 
entering this age bracket. By 1960, the 
insurance ‘business estimates that 60% 
of the aged needing and wanting health 
insurance will have it; 75% will ‘have it 
by 1995; and by 1970, it is estimated that 
this figure will increase to 90%. 


Solution By Voluntary Mechanisms 


“It is reasonable to ‘believe that the 
problem of financing health care costs 
of future older persons will be sub- 
stantially eliminated through proved and 
time-tested voluntary mechanisms pres- 
ently in operation. Meanwhile, the health 
insurance business recognizes the vital 
need for still more intensified efforts 
promptly, to provide adequate oppor- 
tunity and encouragement for the aged 
to insure themselves against the costs 
of medical care. The business is con- 
vinced that the competitive nature of 
voluntary health insurance assures fur- 
ther progress in materially reducing the 
financial burden of the individual and 
family occasioned by the costs of medi- 
cal care. 

“The methods employed by the health 
insurance business in protecting the older 
aged against the costs of medical care 
are many and varied. They represent 
years of research and experimentation 
in seeking ways and means to provide 
suitable protection for the lowest pos- 
sible cost, soundly financed and effici- 
ently administered. 

“Through the following established in- 
surance approaches and techniques, the 


health insurance business is now and wi 
in the future effectively provide the age; 
with adequate health insurance. They 
programs include: 


Outlines Method for Effective Coveray 


A—“Use of mass enrollment technique 
for issuance of new health insurance fo 
persons age 65 and older. 

B—“Continuation of insurance 
older active workers under group insur. 
ance plans. 

C—‘“Continuation of group insurance 
on workers who retire and their de. 
pendents, generally with part or all o 
the premium paid by the employer. 

D—“Continuation of an _— individi) 
policy or contract basis of coverag 
originally provided by group insurance, 
this being accomplished by conversion 
of the group coverage on _ termination 
of employment or membership in the 
insured group. 

E—“New issuance of insurance on such 
groups of older people as associations oj 
retired persons or employees, retire/ 
teachers and civil servants, and organi- 
zations for the aged. 

F—“Continuation for life of individual 
insurance purchased at the younger ages 

G—‘“Issuance of insurance that be. 
comes paid-up at age 65, thus enabling 
the policyholder to pay for his protection 
during his productive years. 

H—“Issuance of health insurance to 
broad classes of physically impaired 
people. 


HIAA Supports Assistant to The 
Aged of Limited Means 
“That segment of our older popula 
tion unable to finance the costs oi 
health care for themselves ‘because oi 
their limited means should have assur- 
ance that health care is available to 
them when they need it. To that end 
the health insurance business support 
assistance programs to supplement the 
efforts of voluntary agencies. As a ser- 
ice to the community the health insur 
ance business stands ready to make it 
knowledge and facilities available to as 
sist in the administration of ‘such pro- 

grams. 

“The health insurance business sup: 
ports a Federal matching funds program 
which would encourage development 0 
nursing ‘home facilities, of suitable 
standards, for older persons who need 
medical attention of less scope than ful 
hospital care. 

“Tt is with this full realization of the 
need for cooperative action by all in 
terested groups that the health insur 
ance business calls upon all organiza 
tions interested in the public welfare t 
join in this effort to provide the greatest 
possible protection against the costs d 
ill health. This has been, and will cor 
tinue to be, the aim of all member com- 
panies of the Health Association 0 
America.” 





N. J. Sales Congress Oct. 2) 


The hhighly successful sales congres 
of the New Jersey Association # 
A. & H. Underwriters will be held agai 
this year. William B. Cornett, directo 
of S. & A. sales, The Prudential, # 
general chairman, revealed that the cot 
gress will take place October 29 at tht 
Military Park Hotel, Newark. 

Associate general chairman for, the 
event is George E. Lehman, Nation 
A. & H. Insurance Co. The prografl 
will open with a luncheon around noo 
and close in the late afternoon. 1 
planners hope to enlist a suitable lunch 
eon speaker from outside the insuramt 
industry to deliver a sales talk. 
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At the monthly meeting of the Net 
Jersey Association last week, Thorn 
Mock, president, National A. & H. 0 
Philadelphia, discussed “Industrial It 
surance in Our Economy.” 
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Clement Stone Scores 
Delinquent Executives 


oF AMERICAN INDUSTRY TODAY 





Combined Group President on Need for 
Top Executives to Prepare 
eir Successors 





Addressing an employer-emplove ban- 
quet in Chicago recently W. Clement 
Stone, president, Combined of America, 
charged that “many American business 


and industrial leaders today have become 
*} industrial delinquents by failing to groom 
‘Emen for executive positions in the future. 
_|Unknowingly,” he asserted, “these execu- 
‘Hive delinquents are performing a dis- 


service to the well-being and security 
of our nation. ; 

“Failure of many _ business-industrial 
to encourage and help train 


younger men to scale the executive 


tiadder, represents a serious national ail- 


ment. 
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‘PUnited States : 
'PAlger theme—the promise of success that 
fis extended to the person who applies 


“One of the great traditions of the 
has been the Horatio 


his talents and industry to a job,” Mr. 
Stone explained. But because of the cold 


“Band disinterested attitude of many of 
'Fihe top executives in the bigness of 
“Biodav’s American business and industry, 
‘the man at the bottom with the talent 


and industry for success is often being 


‘I.mothered by frustration and lack of 
‘fouidance and hope. 


“Thus, the executive delinquents who 


SBhave forgotton the traditional Horatio 
if Alger theme have caused morale in many 


instances to drop to rock bottom,” he 


of continued. 


“Not only are they doing a disservice 
to employes who should be encouraged 
to advance toward their goals as the 
trained and experienced executives of 
tomorrow, but today’s executives failing 


fin this responsibility also are doing a 
‘disservice to their stockholders. 


“To most stockholders, the real worth 


* of a business or industry is the caliber 
gol management,” Mr. Stone explained. 
4g Without 
‘Jultimately the management of a com- 
_Ipany, there can be no assurance to the 
_Bstockholders of the future worth of that 


training men to take over 


company. 


‘§National Need for Expanding Economy 


“But more important to the nation as 
awhole is the fact that the security of 
the United States and its free world 


associates depends upon a strong and 
{fexpanding economy in the United States. 


“How then,” he queried, “can we in 
the United States face the future with 
a feeling of security if our executives 
of business and industry are not training 
men in sufficient numbers to provide the 


.Pbackbone and guidance of our expanded 


economy of the future? 
“There is much talk about the race 


spbetween the United States and Russia 


in the training of scientists,” Mr. Stone 
explained. “But haven’t many of us also 


.porgotten another very important train- 
1g program 
iputives to make certain that the United 


the training of our exec- 





States will prevail with an economy that 
will withstand any assault in this un- 


ca world ?” 
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tr, Stone emphasized that business 
and industrial leaders can wipe out any 
deficiency not only by instituting good 
xecutive training programs, but also 
y making radical changes in their poli- 
tes of hiring new men and women. 

any employers in the United States 
have been making a gross mistake by 
placing all emphasis on experience when 
iting new employes,” Mr. Stone said. 
The ability and potential capacity of 
4 job applicant should be given far more 
Consideration by employers than the 
perience of the applicant,” he added. 
€ new employe should be encour- 
aged to grow and become increasingly 
Nore valuable to the company or busi- 





New 
W. 
, 


In- 


ri he explained. “The employe with 
. ility and industry should be encouraged 
9 set his own goals for advancement. 

Re any employes never progress be- 
sé management never takes the 
Touble to encourage them,” Mr. Stone 


William Harmelin in 
Demand as Speaker 


FOUR APPEARANCES IN JUNE 





Making Industry Contribution in Dis- 
cussing “Disability Insurance in 
Business Buy-Out Agreement” 





William Harmelin, supervisor of the 
Harmelin Agency, Inc., general agent 
of Continental Assurance in downtown 
New York, has added to his reputation 
this year by his generous industry con- 
tributions to the subject of “Disability 
Insurance in the Business Buy-Out 
Agreement.” In addition to making many 
talks on this subject, Mr. Harmelin is 
the joint author together with Morris 
R. Friedman, tax attorney, of a mono- 
graph (published by Rough Notes Co., 
Inc.) which is considered to be the first 
definitive material ever written on this 
subject. It represents the result of a 
year’s study, research and .preparation. 

So far this year Mr. Harmelin, who is 
a MDRT life member, has addressed 
three gatherings on “The Role of Dis- 
ability Insurance in the Business Buy- 
Out Agreement.” He spoke February 16 
before a joint meeting of the life and 
A. associations of Indianapolis; 
on April 4 and April 6 he addressed the 
President’s Club of Continental Assur- 
ance in convention at Hollywood Beach, 
Fla., and on May 14 he was guest speaker 
of the Bronx, N. Y. Life Underwriters 
Association. 

His busy speaking itinerary for June 
includes the sales congress of the Rhode 
Island A. & H. Association on June 2; 
the monthly meeting of Life Underwrit- 
ers Association of New York on June 5; 
an appearance at Purdue University’s 
Institute of Marketing on June 15 and 
the following day at French Lick, Ind., 
where he will speak at the annual meet- 
ing of the International Association of 
A. & H. Underwriters. 

Mr. Harmelin’s 10-year-old son, Ste- 
phen, who will accompany him to Pur- 
due University, will operate the slide 
projector which his Dad will use in his 
presentation. The Harmelin family will 
all be together at French Lick as Mrs. 
Harmelin and daughter, Marjory, are 
flying out from New York to join Stephen 
and his father. 

The new Harmelin-Friedman book is 
referred to by its publisher as a “thor- 
ough and definitive treatment of the 
role of disability insurance in the part- 
nership or close corporation buy-and- 
sell agreement.” It discusses tax and 
legal aspects involved and gives specimen 
agreements. The monograph also con- 
tains a special sales section written by 
Mr. Harmelin, featuring sales opportuni- 
ties, techniques and direct mail proce- 
dures. 

“Since the market for disability insur- 
ance in the buy-out agreement is almost 
completely untapped, the monograph 
will open up a fertile new field for alert 
underwriters,” the publishers believe. 





FTC Adv. Case Dismissed 


The Federal Trade Commission has 
dismissed its false advertising complaint 
against Southern National Insurance Co., 
Little Rock, Ark., and set aside its April 
15, 1955, decision adopting an order to 
cease and desist consented to by the 
concern. Granting the company’s request, 
which was unopposed by trial 
counsel, the Commission dismissed the 
proceeding on jurisdictional grounds 
stated in the Supreme Court’s ruling in 
3 National Casualty case on June 30, 
1958. 





concluded. “If a management were to 
direct its employes to set their goals for 
advancement and then give them full 
opportunity to achieve these goals, then 
the business will become a_ vibrant 
organization of utmost efficiency and 
with the assurance that it will always 
have good men to fill the top executive 
positions.” 


Neal On HIAA Study Underway To 
Gauge Progress In Insuring The Aged 


In view of the keen industry interest 
in the continuance of coverage problem, 
HIAA General Manager Robert R. Neal 
gave considerable attention in his annual 
report to what has happened since last 
December 8 when the Association unani- 
mously adopted its Statement and Reso- 
lution at a meeting in the Waldorf- 
Astoria Hotel, New York. He put in the 
record the seven principles embodied in 
the resolution which, as explained at 
the time, were designed to enable 
voluntary health insurance to meet the 
problems of financing medical care costs. 

Mr. Neal noted in his report that 
“these recommendations are not abrupt 
departures from present practices of the 
business. They call attention to the 
successful efforts of many member com- 
panies and urge consideration of their 
adoption on a broader scale. Through 
wider application the public interest can 
be served and the status of voluntary 
health insurance enhanced.” 

Attention was then called to survey 
made in late 1958 by HIAA’s division 
of information and research, pursuant to 
the considerations of the association’s 
special committee on continuance of 
coverage, headed by E. J. Faulkner, 
president, Woodmen Accident & Life. 


Purpose of Survey 


Purpose of this survey, Mr. Neal ex- 
plained, was to determine “the present 
extent to which companies issuing poli- 
cies subject to cancellation and non- 
renewal had voluntarily placed a restric- 
tion on their right to cancel and non- 
renew despite physical deterioration of 
the health of the insured. The results 
of this survey were incorporated in the 
report. 

“The report also included a study by 


the subcommittee on valuation and re- 
serves which depicted statistically the 
effect upon reserves of policies which 
are guaranteed renewable and of policies 
which are subject to termination but on 
which the insurer has agreed either im- 
plicitly or explicitly not to terminate for 
reason of physical deterioration of the 
health of the insured.” 

Mr. Neal said that as a result of this 
report a comprehensive study is pres- 
ently under way to measure the progress 
of insurance companies in covering aged 
persons. “The study will show, among 
other things, the degree to which various 
methods are used to insure older people 
and the number of persons covered by 
each of these methods as of last Decem- 
ber 31,” he pointed out, 


Over Age 65 Market Expanding 


Mr. Neal also recorded the fact that 
cover for older persons has been avail- 
able from a number of companies for 
some time. He hailed as “noteworthy” 
the development of special over age 65 
programs and their expansion during the 
past year. Giving credit where due, he 
observed: 

“For some time Continental Casualty 
had over age 65 coverage under experi- 
ment in Iowa and during 1958 expanded 
that program to several midwest states 
and later to other sections of the coun- 
try. Mutual of Omaha, Fireman’s Fund 
and American Health of Baltimore have 
somewhat similar programs and openly 
and publicly invite all who are over 65 
to participate regardless of past or 
present health.” 

It should also be noted that The 
Travelers recently put on the market 
its Senior Adult hospital and surgical 
expense policy, designed for men and 
women age 60 and over. 





Supreme Court to Review 
Travelers Health Decision 


The Supreme Court will review a 
lower court decision barring the FTC 
by the McCarran Act from jurisdiction 
over direct-mail advertising. 

The Eighth Circuit Court of Appeals 
dismissed an FTC cease and desist order 
against health insurance advertising sent 
through the mails by the Travelers 
Health Association of Omaha. 

The court ruled that, although Travel- 
ers Health is licensed only in Nebraska 
—and in Virginia—the Nebraska insur- 
ance statutes empower the Insurance 
Department to regulate such advertising 
within the meaning of the McCarran Act. 

The Government, in petitioning the 
Supreme Court for a review of this 
decision, declared that “Congress did not 
delegate to any one state the authority 
to regulate an interstate insurance busi- 
ness... 

“The kind of regulation imposed by 
Nebraska cannot effectively protect the 
inhabitants of the other states in which 
respondent solicits insurance by mail; 
it can effectively protect only the resi- 
dents of Nebraska... 

“Of necessity, the problem of pre- 
venting misrepresentations by insurance 
companies doing business solely through 
the mails can be effectively dealt with 
only by the Federal Government.” 

Direct mail is the only facet of A. & H. 
advertising generally on which the Com- 
mission agreed unanimously that it has 
jurisdiction to proceed against within 
the purview of the McCarran Act. 

The FTC recommended that the Sen- 
ate Judiciary Antitrust Subcommittee 
consider legislation to give FTC juris- 
diction over direct mail insurance adver- 
tising, should the Supreme Court uphold 
the Circuit Court. 

FTC Chairman John W. Gwynne 
voiced this proposal in answer to ques- 
tioning by Senator Joseph C. O’Mahoney 
(D.-Wyo.) during an appearance before 
the subcommittees hearings into the ef- 
fectiveness of the McCarran Act. 


MICHIGAN SALES CONGRESS 
Bruce Gifford Shows Market in Invest- 
ment Clubs, College Costs; Views 
Unionized Hospitals 

Bruce Gifford, managing director of 
the International A, & H. Association, 
told producers attending the Michigan 
A. & H. Association sales congress 
recently that “the public’s aisability in- 
come needs go crying while agents sit 
around and grouse about the lack of 
prospects.” 

However, Mr. Gifford pointed to two 
areas Of great sales potential: 

“Thousands of small investment clubs 
have been organized throughout the 
country. The perceptive agent has a 
qualified prospect in terms of need and 
ability to pay when he approaches such 
a club. Either on an individual or a small 
group basis, members are good prospects 
for disability income insurance to cover 
the amount of his monthly allotments 
to the investment group. 

“With public interest in the stock 
market running at fever pitch, this 
should prove a most fertile market,” 
Mr. Gifford suggested. 

The other area is for use of disability 
income for the college fund, much as 
life insurance is used. The head of a 
family may have provided for every other 
contingency but the loss of income 
during the period when he'll be called 
upon to pay tuition, books, room and 
board, or fraternity and sorority costs. 
A list of prospects is available from any 
college or university registrar who dis- 
closes names and addresses of incoming 
freshmen. 

Other uses of A. & H. in the clean-up 
fund and for mortgage insurance make 
it the most “under-sold” major coverage 
in the country. 

Mr. Gifford said that the industry is 
working on ways to curb ever-rising 
costs of medical care. Unionization of 
hospital employes has already added 
materially to costs in California. In New 
York, where organization activity is 
going on, costs are expected to rise. 















































































































































Neal Puts Spotlight On HIAA Areas 
Of Helpful Service To The Industry 


The wide scope of HIAA’s service to its member companies and the industry 
was effectively set forth in the portion of General Manager Neal’s annual report 
devoted to the activities of the company relations division, headed by Frederic W. 
Jackson, and the information and research division of which Joseph F, Follmann, ac, 
is director. Mr. Neal explained that the company relations division functions gen- 
erally in those areas of HIAA’s activities related to the day-to-day operations otf 
the business. The information and research division, in turn, compiles and evaluates 
company studies to help the business determine present and future courses in 
A. & H. insurance. His appraisal of the past year’s activities of both divisions is 


highspotted as follows: 


“One of the significant contributions 
of the association during the past year 
has been the inauguration of the basic 
course of HIAA’s education program for 
home office employes. The result of pain- 
staking and devoted work by the educa- 
tion subcommittee under chairmanship of 
Charles E. Stevens, Indemnity Co. of 
North America, the course has received 
enthusiastic response and a substantial 
number of students have enrolled for 
the first semester, The committee is pro- 
ceeding with the preparation of advanced 
courses for introduction next spring. 

“Another significant contribution is the 
conduct of the annual Group and Indi- 
vidual insurance forums, which provide 
unparalleled opportunity for the ex- 
change of information on developments 
in underwriting, marketing and claims 
practices. The notable success of these 
meetings has been due to the imagina- 
tive planning of the programs by the 
committees, the painstaking attention to 
detail of organizing and running the 
meetings themselves by the staff of the 
Company Relations Division, and the 
willingness of those who serve as speak- 
ers and discussion leaders to impart their 
knowledge and experience to others. 

“The Company Relations Division has 
responsibility for furnishing staff 
sistance to the Group and Individual 
insurance committees and subcommittees, 
and to the membership and ethical stand- 
ards committee. The division also has 
certain administrative functions includ- 
ing reproducing and distributing virtually 
all the bulletins and other material dis- 
seminated by the association as well as 
its directory.” 


as- 


Information and Research 

Speaking of work performed by 
HIAA’s Information and Research Divi- 
sion, Mr. Neal pointed to studies into 
insurance for the aged, underwriting 
impaired risks, advancement into major 
medical coverage and financing medical 
care costs as related to trends in medical 
and technical. This division is also 
HIAA’s liaison with Health Insurance 
Council, and collects statistics necessary 
for the Health Insurance _ Institute’s 
public relations program. Major points 
of progress and activity of this division 
during the past year are set forth as 
follows: 

Blue Print for a Program of Research, 
Education and Information— 

“It will be recalled that in May, 1957, 
an Ad Hoc committee of industry ex- 
ecutives assigned priorities to 48 recom- 
mendations contained in a Blue Print 
of an Industry Program of Research, 
Education and Information which it had 
requested of the association in October, 
1956. Subsequently, the HIAA board of 
directors accepted on behalf of the asso- 
ciation the responsibility for the con- 
sideration and fulfillment of these recom- 
mendations. 

“The acceptance of this responsibility 
on the part of the association has pre- 
sented a broad and important challenge. 
In many respects it continues to consti- 
tute the primary function of the division 
of information and research and, in ef- 
fect, acts as a master plan fur much of 
its operations. 

“Periodic reportings on the progress 
of these efforts are made in some detail 
to the board of directors. Of particular 
note is the progress made in such areas 
as the extension of health insurance to 
such population groups as the aged, the 
rural, those employed in small groups, 


substandard risks and dependent per- 
sons; in the increased adequacy of health 
insurance coverages with respect to re- 
newability practices, claim costs control 
and the coverage of certain medical costs 
not presently covered as a matter of 
general practice. 

“During the past year extensive studies 
were undertaken with respect to such 
forms of medical care as visiting nurses, 
practical nurses, home care programs, 
dental care and visual care. While these 
studies have been completed, further in- 
vestigation and consideration are still 
required. The matter of underwriting 
substandard risks has been explored as 
far as is feasible at this time. Investi- 
gation has commenced in the fields of 
mental illness, drugs and medicines, and 
physicians’ home and office calls. 


Progress to Date 


“To date seven of the recommendations 
contained in the Blue Print have been 
completed, three by their nature proceed 
on a continuing basis, four are approach- 
ing completion, 13 are under considera- 
tion and proceed as rapidly as is feasible, 
eight by their nature require long term 
consideration, one has proceeded as far 
as is reasonably possible at this time, one 
awaits establishment of policy by the 
board of directors, two have been re- 
ferred to other organizations where they 
are receiving consideration, three with 
low priority ratings have not been acted 
upon, and six were dropped by the Ad 
Hoc committee of industry executives.” 

Pursuant to the considerations of the 
HIAA special committee on continuance 
of coverage, the Division of Information 
and Research had prepared the back- 
ground of the report which was directed 
to the chief executives of member com- 
panies in November, 1958. Mr. Neal’s 
observations on this report and the en- 
suing action taken by the HIAA mem- 
bership on continuance of coverage 
recommendations are reviewed on an- 
other page. 

Highspots HII and HIC Activities 

In speaking of 1958 activities of the 
Health Insurance Institute Mr, Neal 
told about a monthly survey of A. & H. 
insurance benefits that is conducted 
among member and non-member com- 
panies of HIAA. He also advised that a 
Fact Book on Health Insurance, outline 
for which was prepared by HIAA’s 
statistical staff, will be published, start- 
ing next year, as an annual publication 
of the Institute. 

Further account of the Institute’s 
1958-59 progress is presented in the 
HIAA convention talk by its vice presi- 
dent, James R. Williams, reviewed on 
another page. 

“One of HIAA’s major objectives,” 
said Mr. Neal, in reporting on the 
Health Insurance Council, “is to coop- 
erate with and maintain a friendly rela- 
tionship with the providers of medical 
care—the doctors, hospitals and nurses. 

“In order to accelerate contact with 
hospitals and doctors at the local level, 
HIC embarked upon a state committee 
program last year. Currently, committees 
have been established in 46 states and 
D. of C., and will be set up in all 49 
jurisdictions shortly, Most of these com- 
mittees have already established initial 
contact with hospitals and medical or- 
ganizations in their states, and a number 
have already developed continuing pro- 
grams designed to maintain a mutual 
climate of understanding and coopera- 
tion. 

“In order to give guidance and direc- 





tion to these state committee activities, 
the Council has developed guides for use 
by the state committees in their discus- 
sions with hospitals and doctors. These 
guides point up the principal areas of 
interest developed by experiences in past 
discussions with hospitals and doctor 
groups.” 

Mr. Neal recognized that the success 
of this activity will be determined largely 
by HIAA’s ability to preserve this close 
relationship and to facilitate the ex- 
change of information between the vari- 
ous committees on activities within their 
states. “This latter point,” he said, “will 
be accomplished principally through the 
News Letter service to state committee- 
men, 

“In addition, the Council has re- 
examined the benefit identification sys- 
tems for Group and individual hospital 
expense insurance and major medical 
type coverages. This re-examination has 
stimulated the development of additional 
illustrative educational material in an 
effort to generate additional company 
support for these programs. 

“The uniform claim forms program 
has continued to develop increasing ac- 
ceptance both within the industry and 
in the hospital field and the medical 
profession. An informational pamphlet 
on this subject for physician’s use was 
distributed and given wide circulation 
during the past year. 

“The Bulletin Service sponsored by the 
Council for hospital administrators 
throughout the United States has con- 
tinued to receive increased acceptance 
and recognition. This service has de- 
veloped as a medium for distributing 
some 15,000 pamphlets on various health 
insurance topics to the hospital field. 


Liaison With AMA and AHA 


“Effective liaison has been established 
with both the American Medical Asso- 
ciation and the American Hospital Asso- 
ciation. During the year a second meeting 
was held between chief executives of 
insurance companies and the board of 
trustees of the AMA. This meeting has 
been followed by conferences with im- 
portant committees of the AMA and 
with continuing contact at staff level. 
Dr. Ennion Williams and Mr. Follmann 
have been named as insurance consul- 
tants to the AMA. 

“Relationships with the AHA have 
also been solidified in several respects. 
Industry representatives met with three 
committees of the AHA during the year 
and staff has maintained contact on a 
continuing basis. At the invitation of the 
American Hospital Association, repre- 
sentatives of the insurance industry and 
Blue Cross have been called together 
for a joint discussion of the problem of 
financing the medical care needs of the 
retired aged. As a result of that meeting 
the insurance industry and the Blue 
Cross will lend their joint efforts to a 
further exploration of the problem.” 

Mr. Neal then pointed to close con- 
tacts made by HIAA with other profes- 
sional associations. It has active asso- 
ciation with the American Dental Asso- 
ciation and Mr. Follmann serves as a 
consultant to this group. It also keeps 
in touch with American Industrial Den- 
tists Association, American Public Health 
Association, American Optometric Asso- 
ciation, American Nurses Association and 
National League for Nursing. 

“Staff of HTAA has contributed a flow 
of articles to professional journals the 
purpose of which is to bring to the 
readers of these journals pertinent in- 
formation concerning health insurance. 

“During the year ending in April, 1958, 
the association assumed the responsibility 
for the complete annual survey on the 
extent of voluntary health insurance cov- 
erage in the United States released an- 
nually by the Health Insurance Council. 
This annual study will be published in 
Tune of this year. The study involves 
not only insurance companies but in- 
cludes data from Blue Cross, Blue 
Shield, and other medical-surgical plans. 


Survey on Dollar Effect of Overinsurance 


“Another project was a survey of the 
dollar effect of overinsurance resulting 
from multiple hospitalization coverage 
was studied by HIAA. The basic data 
for this survey was collected by hospital 
personnel in six cities throughout the 











JOINS AMERICAN CASUALTy 


Daniel T. DeWald Named Director 9 
New Mortgage, Credit Life & Dis. 


ability Division 


Harold G. Evans, president, American 
Casualty, announced the appointment 9 
Daniel T. DeWald to the newly create 
position of director, mortgage and credit 
life and disability division. 

Mr. DeWald will be responsible fo 


DANIEL T. DeWALD 


the writing of mortgage and credit life 
and disability insurance through agents 
serviced by ACCO’s 59 branch and serv- 
ice offices. The formation of the new 
division is particularly timely, Mr. Evans 
pointed out, since consumer credit has 
expanded at such a rapid rate that it 
recently reached a new high of more 


than $43 billion. | 


3y making available credit insurance 
to banks, savings and loan associations 
and other mortgages the company helps 
to guarantee the further expansion of 
our economy which depends on credit 
The tremendous growth in use of credit 
cards relies on the expansion of credit 
insurance facilities, which ACCO now 
provides through its new division. 

Prior to joining American Casualty, 
Mr, DeWald was for six years director 
of the special risk division of Old Re 
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public Life Insurance Co. and in this 
capacity developed credit life and dis- 
ability insurance. 

From 1949 to 1953, he was employed 
by the Continental Casualty in the credit 
life division. Later he headed the div- 
vision and assumed responsibility for 
training and supervising field personnel. 
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Don Madgett on Trip Abroad 


Don Madgett, vice president of Mt- 
tual of Omaha, is now on an extended 
inspection trip abroad of all Military 
Air Transport bases in connection with 
his company’s MAT coverage of military F 
personnel and dependents at these bases 
His itinerary includes England, Germany, 
Spain, Turkey and North Africa. Mr. 
Madgett, who is in charge of special 
risks for Mutual of Omaha, will be back 
in Omaha by May 30. 





United States. The study attempts t 
measure the effect of overinsurance i 
terms of dollar amounts and number 0! 
persons. Preliminary results from _ three 
of the six cities were reported at HICs 
spring meeting. Final results should be f 
come ,available before the end of this} 
summer, 4 

“A revised surgical procedures clas 
sification and nomenclature was de 
veloped by the HIAA with the assistanct 
of the uniform format and nomenclatutt 
of surgical schedules subcommittee 
HIC’s_ technical advisory committee 
This revised nomenclature, together with 
an illustrative abbreviated schedule 
operations, was released to HIC membe! 
companies in April, 1959.” 
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BUSINESS INSURANCE PLAN 
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THE HOTTEST IDEA IN INSURANCE SELLING TO- 
DAY, THE TRAVELERS BUSINESS INSURANCE PLAN, 
ENABLES A BUSINESSMAN TO PAY FOR ALL HIS 
INSURANCE WITH JUST ONE CHECK A MONTH. 
GONE ARE BIG LUMP-SUM PAYMENTS THAT DRAIN 
ALL-IMPORTANT CAPITAL. GONE, TOO, THE FRUS- 
TRATION OF TRYING TO KEEP TRACK OF A VARIETY 
OF DUE DATES THAT COME UP AT THE WRONG 
TIME. BY PAYING ONCE A MONTH INSTEAD OF ALL 
AT ONCE, YOUR PROSPECTS AND CLIENTS CAN NOW 
BUY THE COMPLETE PROTECTION THEY ALWAYS 
NEEDED BUT COULDN’T AFFORD. AND THEY’LL 
ENJOY THE CONVENIENCE AND ADVANTAGES OF 
HAVING ALL THEIR INSURANCE HANDLED BY ONE 
AGENT AND ONE COMPANY. THE TRAVELERS BUSI- 
NESS INSURANCE PLAN IS A STORY YOUR BUSINESS 
PROSPECTS WILL WANT TO HEAR; ONE THAT WILL 
LEAD TO BIGGER SALES AND COMMISSIONS FOR 
YOU. YOU’LL FIND THE PLAN ALSO CUTS RED 
TAPE, MEETS COMPETITION ON ALL FRONTS, AND 
SAVES EXPENSE DOLLARS IN OPERATING YOUR 
OFFICE. FIND OUT ABOUT YOUR OPPORTUNITIES 
FOR SUCCESS IN ACCOUNT SELLING. CALL OR 
WRITE OUR MANAGER IN THE BRANCH OFFICE 
NEAREST YOU. ASK FOR THE BUSINESS INSUR- 
ANCE KIT. IT’LL GIVE YOU COMPLETE DETAILS. 


THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


All forms of personal and business insurance including 


Life « Accident « Group « Fire « Marine « Automobile * Casualty « Bonds 
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When T.R. decided on a Presidential Policy 
he called The Man from Equitable 


Many presidents have called The Man from 
Equitable for an insurance policy—Garfield, 
Harrison, McKinley, Wilson, F. D. Roosevelt. 
And famous people in other walks of life, too. 
This year, to celebrate its Hundredth Anni- 
versary, Equitable has announced important 
changes in its insurance program. Graded pre- 
miums, for example. Guaranteed insurability. 
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Lower rates for women on larger size policies. 
Liberalized benefits. Broader protection. It's 
good news —and people from coast to coast are 
hearing about it on DOUGLAS EDWARDS WITH THE 
NEwsS, over CBS-Television. They're learning 
that the best policy is to call The Man from 
Equitable. No wonder so many top life under- 
writers enjoy being The Man from Equitable! 


Living Insurance from EQUITABLE 


The Equitable Life Assurance Society of the United States ©1959 
Home Office: 393 Seventh Avenue, New York 1, N.Y. 
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